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Situation in the Mill Supply Field 
L. V. Benjamin 
Old Dogs Must Learn New Tricks 
Fred Counterman 
Utah House Has Supply Division 
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More Specialty Sales 
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This Oiler Insures Uniform 


Rate of Feed 


Changes in temperature do not make necessary a resetting 
of the feed adjustment on the Detroit Force Feed Oiler Model 
JTS, because the volume of oil delivered by this oiler is con- 
stant regardless of temperatures and the height of oil in the 
tank. 


This feature, a valuable asset to any oiler, is greatly 
enhanced by eleven other distinctive improvements incor- 
porated in the JTS design. 


The Oiler is built by the world’s largest manufacturers of 
lubricating devices, a guarantee of satisfaction. Our catalog 
No. 100 explains in detail. May we send it? 





DETROIT L[UBRICATOR (OMPANY. 
DETROIT, U. S. A. 
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All tool users and distributors know the greater strength of malleable iron over 
grey iron. Columbian vises being made of malleable iron will not break or chip. 
The jaw faces of tough, hard, heat treated tool steel may be replaced when worn. 
Cold rolled steel screw and handle. The complete line meets the demand of every 
user. 


THE COLUMBIAN VISE & MFG. CO. 
CLEVELAND, OHIO 


COMMBIAN VIS 


Trade Mark Reg. U. S. Pat. Off. 


When writing to Advertisers please mention Mint Suppiies 
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E are proud to announce that 1927 was the greatest year in the history 

of our company. This success was due almost entirely to the hearty 
support of our jobbers, to whom we gratefully extend our thanks for their splen- 
did cooperation. We simply provided the quality product that made sales 
easy and built repeat orders. 


For 1928, we pledge the trade a continuation of our efforts to improve the 
CAPITAL Line. We ask from our jobbers only a continuation of the valiant 
service they gave during 1927. That combination will continue unbeatable. 


If other jobbers, not handling our lines, want to share this prosperity, they 
will be welcomed into the ‘Capital Family.’’ A request will bring Catalog 17 
and full details of our sales-building cooperation plan. 





The Indianapolis Brush & Broom Mfg. Co. 


Established 1890 
126 N. Brush Street Indianapolis, Indiana 
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MADE RIGHT Heat-Treated. Accurate and De- 
if pendable. High Tensile Strength. Bright Finish. 
TO OUR FRIENDS IN THE MILL All Set Screws Case-Hardened. 


SUPPLY AND JOBBING LINE AMPLE STOCK. 2,000 sizes and types always in 
PRO VOU we dine bc fee Oe stock. Prompt delivery of Accurate-Count, CLEAN 


nen + al sii Cisne Products. 

eater part OF Our total Dusiness. : ; 

8 ‘ Ls nie PACKED RIGHT ~ Dipped to prevent rusting, and 
Isn't this an assurance that you can rely packed in oil-proof, 6-ply, clearly-labeled Cartons, 
upon the quality, delivery, price and double-stapled and double-braced. Easy to stock, 
service you ll get from us? handle and sell. 


The Cleveland Wrought Send Us Your gute 
ts Co. | cae 















Produc 


West 58th St. & Denison Ave. 
CLEVELAND, OHIO 














CAP SCREWS 
SET SCREWS 
S.A.E. and U.S.S. 
SEMI-FINISHED 
& CASTEL- 
LATED NUTS 
MILLED STUDS 
ETC., ETC. 


Note the Strong Carton —> 
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Here's the U.S. 
Patent Offices | 
model of Dan | 
| Stillson’s wrench | 


Fae a ila 





f 
| ; 
From a_ photograph 
taken at the Smith- 
sonian Institution by 
Underwood & Under- a 
& wood. 
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INVENTED BY DAN STILLSON 
IN THE WALWORTH PLANT... 
AND MADE THERE EVER SINCE 


AN STILLSON was an expert me- 
D chanic in the Walworth factory when DAN STILLSON 


he invented the wrench that has since be- 








Steamboat mechanic in the 


. 7 oe Civil War. Master crafts- 
come the most famous and the most fre- ee ee eo 
 - > , J tor f the STILLSON 
quently copied tool in the world. Wal- ee ee a a 
agate ' ench. 
worth sent him to Washington to get his — 


original patents and bought the manu- 
facturing rights from him. 


Dan's first STILLSON is now a 
museum exhibit in the Smithsonian In- 
stitution but the Walworth plant has been 
the birthplace of all its millions of direct 
descendants for 58 years. 


Look for Dan Stillson’s own mark 
STILLSON~ in a diamond on the top 
jaw of any wrench you buy. If Wal- 
worth made it, you'll find it. It’s the 
mark of the genuine. 


WALWORTH COMPANY 
ee : | i j SON 51 East 42nd Street, New York 
Distributors in Principal Cities of the World 


Walworth, Limited, 10 Cathcart St., Montreal, P. Q. 
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HERE’S 


THE NEW 


“TOLEDO” CATALOGUE— 


probably the most complete catalogue that has yet been 
published on pipe cutters, threaders and pipe tool equipment in 





general. It is printed in two sizes, the small edition for pocket use and 
the larger one for the desk. If you will tell us how many you require for yout 


representatives, we will be glad to send you the required number. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 











Diesels Prove Value of 
Hoyt Oil Engine Babbitt 


In the big Diesel Engines similar to the 3,000 horse- 
power Diesel shown in the illustration, Hoyt Oil Engine 
Babbitt has stood the strain of trip after trip to all the 
Seven Seas. That is why engineers rely on it for oil 
engine bearings. 





The Hoyt line of babbitts is complete. There are eight 
distinctly different kinds, each of which has its own 
particular use. Send for ‘‘ Babbitt Metal Data’’, a 
booklet which you can obtain by simply requesting it. 
It contains a wealth of valuable babbitt information. 


HOYT’S GREAT EIGHT 


Genuine ‘“‘A”’ Babbitt Oil Engine Babbitt 
Eagle ‘‘A’’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 


Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL CO., St. Louis 











NEW YORK CHICAGO DETROIT 
Send for 
Booklet I Hoyt Oil Engine Bz ae is the most economical babbitt for 


o - engines. It is purposely made to withstand the strain of 
continuous running. 
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NOTHING IS APT 
TO COST SO 


MUCH 


_AS A BEARING 
THAT COST SO 


LITILe 


You men who plan, build, use or pay for 
machines of any kind, remember this: 
It costs more to replace a poor bearing 
than to buy the best one that Sts ever 
produced. And SkcfP Anti-Friction 
Bearings are the 


HIGHEST PRICED IN THE WORLD 


SKF INDUSTRIES, INC., 40 East 34th St., New York, N. Y. 





1946 





Ball Bearings 4) Roller Bearings 


FOR NEAREST & KF DISTRIBUTOR SEE THOMAS REGISTER 
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Ball Bearing Spur-Geared Winch 


For Sustaining a load automatically 








in any position 





Widely Used 
Adaptation of 
Yale Spur-Geared Block 


The Yale Ball Bearing Spur-Geared Winch 
has the advantages of the well-known Yale 
Ball Bearing Spur-Geared Chain Block, with 
added advantages that make it highly desir- 
able for use in inaccessible positions and where 
space is limited. 

The Yale Winch is ideal for long lifts of 
heavy loads because it will hold the weight 
automatically in any position. The drop 
forged steel pawl working in conjunction with 
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& the ratchet wheel and friction discs have for 
years given satisfactory service to the user 
Yale Ball Bearing with the maximum of safety. 


Spur-Geared Winch The illustration shows the mounted winch 
(mounted) with hand operating balance wheel which can 
be changed to hand chain wheel and chain 


operation like the Spur-Geared block if desired. 


As the spur-gear winch is based in design 
on the Yale Spur-Geared Block, the same ex- 
cellent features are to be found in each. To 
summarize: 


Ball Bearing load sheave—steel, bronze bushed. 
One-piece driving pinion shaft—heat-treated 
and ground to size. 








: . eas Heavy, tough, malleable iron pinion cage hold- 
YALE MAKES ; Bien de tet P i 
ing the bronze bushed steel gear and pinions. 
Yale Ball Bearing Spur-Geared Weston type load brake holds the load at all 
Chain Blocks, Yale Screw- times—has been successful in the spur-geared 
Geared Chain Blocks, Yale block for nearly forty years. 


Differential Chain Blocks, Yale 
Roller Bearing Trolleys and 


The Yaie-made steel load chain is die-formed 
—electrically welded—accurately pitched—uni- 























Cranes. form in strength and finish. 
A Complete Line of Drop-forged detachable shackle, crosshead, 
Material Handling Equipment oval pin and hook. Tested on long ton basis to 
assure ample reserve for safety in emergency. 
Cut-open view of 
Yale Ball Bearing Send for folder 
Spur-Geared We have just issued a folder giving full details on 
Chain Block the Yale Spur-Geared Winch. Copies of this may be 


had on application from us. 


The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 


Hoisting *~ Conveying Systems 


YALE MARKED 1S YALE MADE 
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Sell GRIPPERS— 
Wot “Sere”! 


Pulleys that GRIP the belt—pulleys that 
really PULL—that is the only kind that 
guarantees production efficiency. 


‘“‘Slippers’’ waste time, waste power, waste 
money. They are expensive and inefficient 

their terrific waste should not be tolerated 
by any progressive manufacturer. 


REEVES Wood Split Pulleys GRIP the 
belt—they cannot slip like cast iron or 
steel. They are stronger, lighter, run truer, 
last longer—-and they transmit more 
power. 


What kind of pulleys do you sell? “‘Slippers,”’ 
or GRIPPERS? Write today for all the 
facts about the REEVES line which has 
been a big money-maker for distributors 
since 1887. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 give 
full information about 
the construction of 


very pulley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
finest they can buy at any 
price 
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Prompt Shipments 
can be made 


Stocked in our six warehouses and at the 
factory, are twenty million cap screws 
in a full list of sizes in both S. A. E. and 
U. S. S. (new fine and coarse American 
standard) threads. Packed in strong cartons 
and in kegs -ready for immediate delivery. 
Draw upon this huge stock for your cus- 
tomers’ sure satisfaction. Cleveland Cap 
Screws are easily stocked and sold. Samples 
and price list on request. 





The Cleveland Cap Screw Company 
2925 East 79th Street Cleveland, Ohio 


Cleveland Cap Screws are 
our only product, and are 
produced by the Kaufman 
method (patented). Made 
of 1020 S. A. E. steel, and 
finished true and clean, they 
represent the utmost in skill 
and modern methods of 
production. 














Warehouses at 
CHICAGO 

LOS ANGELES 
PHILADELPHIA 
NEW YORK 
DETROIT 

ST. PAUL 
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To Help You 


BOARD OF ADVISORY 


ENGINEERS 


Mr. Wilham tamar, Cha 
Che DuPont Compan 


Robert W. Drake 
International Harvester Ce 


kW a mmmerman 


Bro pe-Chapin Co 
M Jo hn H ie 
Plymouth Ce Co 
F.G. Cobb 


Phe Arkwrights, Inc 


Winthrop B. Wood 
Joseph Bancroft & Sons ¢ 
O.G. Murphy 


West Point Mfg. Co 


Donald A. Hampsor 
Printing Machiner 


K. D,. Hamilton 
Walk Over Shox 


W. Fk. Schaphorst 
Laundri 


E.R. Stall 
J. FE. Sirrine & Co. 


Walter BE. Tait 
Brown Compan 


k. Remington 


I 
Ford Motor Compa 





POWER TRANSMISSION ASSOCIATION 


The Power Transmission Association was 
organized to promote the most efficient 
and economical distribution of power. 
It is collecting data based on plant rec 
ords. It favors no particular drive. It 
is unalterably committed to the correct 
drive in the right place and places all of 
its resources at the disposal of the power 
users of the country. 

The Board of Advisory Engineers are 
ready to help you solve your specific 
problems. 

This message to industry is made pos- 
sible through the cooperation of 


T. B. Wood’s Sons Co. 


Chambersburg, Pa. 


BOARD OF ADVISORY 
ENGINEERS 


Walter C. Becki 

Americ Light & i action Co, 
American Gas Assn 

Hh. DD. Fishe 

The New Have Pulp and Board 
( 
0 nan 

h n Co x Cory 

Nati KI Mt Assn 

L. F. Adan 

( ral FI ( 

oe 

Wag I ( 

RW. Owen 

W inghouse I & Mfg. ¢ 

M. M. t Hug 

Newport News Shipbuilding & Di 
Dock ¢ 

L. W. Robert, J 

Robert 1 Con 














will be made with New Badger Tools 
because they are the most widely used 
tools in their line, and when your cus- 
tomer once uses a New Badger he will 
always specify it on future orders. 





ADVANCE CAR WRENCH 


It is safe and cannot injure the operator. Auto- 
matically adjusts itself to any size winding tap 
found on a hopper bottom car. 


Write for further information and prices 


ADVANCE CAR MOVER COMPANY 
APPLETON, WISCONSIN 
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SHOW CUSTOMERS — 
THESE “MAN-SIZE” 
STEAM TRAPS 


\ HEN your customers ask for steam traps 

show them the Anderson line! ‘Tell them 
they are “MAN-SIZE” Traps built to do man- 
size jobs 


Ihe generous size of Anderson Traps immedi- 
ately impresses customers with the fact that they 
are perfectly capable of doing the work for which 
they were designed There is nothing frail or 
fragile about an Anderson. You wont have any 
complaints about the efficiency of these traps 
They give years of dependable, economical ser- 
vice 


Compare an Anderson Steam Trap with one 
of the cheap, flimsy, undersized traps. You will 
understand why it will outlast a half a dozen of 
the undersized kind. An Anderson is not sent 
out on free or ninety-day trials. I[t is sold fully 
suaranteed to do a man-size job and it will do it 


\s steady, positive, continuous drainers of 
condensation that give a maximum of heat in the 
heating system the Anderson line simply can't be 
equalled. Nor can they be equalled for capacity 


If you want to give your customers the best’ 
you cant do otherwise than supply them with 
Anderson Man-Size Steam Traps. 


Send for our Latest Price List 


The V. D. Anderson Co. 


1944 W. 96th St. Cleveland 
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MY FIRS SELFOILING 


HIGH PRESSURE 


})POWER PUMPS 


New standards of water service perhaps you 
are not familiar with them. Pronounced econ- 
omies in operation and maintenance cost 
remarkable records of continuous performance 
without care or attention over 'ong periods of 
time—largely increased volume over antiquated 
power pumps~— durability over longer period of 
years Yes, these and other important features 
are popularizing Myers Self-Oiling Power Pumps 
and creating a world wide market for them. 

















































Take Off Your-Hat —-3| 
iy MY ERS 














Kw WATER MY! ae RS DOOR seen 


MYERS SELEOILING 


BULLDOZER DEEP WELL 


WORKING HEADS 


Thousands who recognize the best in power pump 
construction recognize in Myers Self-Oiling Power Pumps 
many qualities essentia! in modern methods. Positive 
self-lubrication, housed working parts, improved methed 
of power application, extra large valves, higher speed 
under perfect safety, increased volume—everything that 
can be desired in power water facilities —is provided for in 
this line of self-oiling power pumps now built in styles 


and sizes to meet requirements up to ten thousand gallons 
per hour. 












FIG. FIG. 
I9960 12195 


If you contemplate purchasing power water equipment for 
home, farm or factory, or for any other purpose, write us for 
catalog and particulars before you make your selection. 


THE FLE,MYERS & BRO.S&9. 
ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOLWORKS 
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(Patented) 


U.S. Heavy Duty ({.%:") Adjustable 
Speed Grinder 


Maintains an approximate peripheral speed of 5,500 feet 
per minute regardless of the decrease in wheel diameter 
caused by wear! Uses 24-inch wheels down to 10 inches! 





THE UNITED STATES ELECTRICAL TOOL COMPANY 
Oldest Builders of Electric Drills and Grinders in the World 
2498 West Sixth Street Cincinnati, Ohio, U.S.A. 


Sac 


Portable Electric Drills 





Grinders-—Polishers 
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The New 
MORSE 


Forged Type High Speed 


DRILL 


has come to Stay 
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In one plant it increased production 53‘:. \ 
An average of 300 holes per grind was 
maintained showing it had the necessary lf 
Stamina. 
This drill is steadily winning the con- | 
fidence of mechanics everywhere by , 
Repeatedly Demonstrating its Superi- ¥ 
ority and can help YOU. | 
Try one out | 
and watch 
RESULTS 
Arbors 
Sockets 
Sleeves -_ nee a _ ™ 4 
Chucks TT, 7 ») a ‘ =) “é 
Drills eS > /™ < —- i  @ 
Cutters TWI a SOs See 
aca ST DRILL & MACHINECO. 
ea NEW BEDFORD, ,.MASS.USA. ' 
Mandrels } ; 
Taper Pins ee 
Taps and Morse High Speed and Carbon Tools Sold 
Dies by Rel:able Dealers Everywhere 
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Standard ', and 


4 
Ss inch. #4 ~ 
General Electric Universal Motor Drills. _ E— 


Motors are manufactured by General Elec- 





ae 


tric Co. : Tool Post or Center Grinders Ball Bearing Bench Grinders. 
Ball Bearing chrome nickel steel gears Made in !4 and !» H. P. sizes, For grinding small tools, castings, etc. 
which run in grease. for A. C. or D.C. Made in !4-!»-1-2 . sizes. For A. C. 
re and D.C. Also made with Pedestal 





Standard *¢-!. and °< inch General Elec- 3 and 5 H. P. Ball Bearing 5-7!» and 10 H. P. Heavy Duty Ball Bear- 
tric Universal Motor Drills Screw Feed Grinders. G. E. 40° Motor with ing Grinder. G. E. 40° Motor and Push 
Drills also made in *4-7<-1 and 1|'4 inch sizes Push Button Control S& Bi 3 Button Control. S. K. F. Ball Bearings 


Ball Bearings 


WEEE, QB_SAEAOS THE STANDARD ELECTRICAL TOOL CO. | 


Established 1912 CINCINNATI, OHIO 
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Thousands of dozens of files car- 
ried in stock for prompt delivery, 


consisting of more than 2400 - 
different sizes, shapes, ot I N J E ¢ ! O R Ss 
cuts. : 
—— The right 
ge - file for the job and 











miunediate delivery has 
saved many of our customers 
thousands of dollars. 


600,000 


Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 
ments, together with an assured and 
proper profit to the jobber through our 
established resale prices, make U. S. 
Automatic Injectors a satisfactory and 
profitable line for any jobber to handle. 


From our com- 
plete stock y oa ‘ . = > I ae s 
ss Fle “9 ta pane mirake those fine cise riminations 
1 file selection which will not only save \ 
, 


your mechanics time, but allow 


TP Eee 


them to produce a better 
finished job. Write 

for “Files of 

Precision” 

Booklet. 
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American Swiss Files 


American Swiss File & Tool Co. 
410-416 Trumbull St., Elizabeth, N. J. 


Also manufacturers of high grade hand tools for mechanics 


American Injector Co. 
DETROIT, MICH. 
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— cold-punched steel 


nuts do not fracture or 
strip. They have no burrs or 
scale. The) have the thread 
ACCHYV AC) oj a RAUKE we wae 


You can’t afford to take 
chances in a case like this 


A a matter of fact you can’t afford and freedom trom flaws of the nuts 
to take chances at avy time with that hold them together, the experi- 
inferior nuts. But if taking chances enced manufacturer specifies Empire 
ever approaches a crime, it is where the cold-punched nuts. 


failure of the part bolted together in- : 
ee , ae An eighty-two year old reputation for 
volves the loss of or injury to life itself. oa ee 
quality and uniformity is your assurance 
Where huge picces of stecl that these pieces of steel 
So} RUSSELL.BURDSALL & WARD 


depend on the strength, * BOMLENEESOMPANY © will stay on the job till 


CMICACO DETROIT «ROCKFALLS tls SEATTLE SAN FRANCISCO 


the accuracy of thread @exm=eenmmonemrmee the machine is scrap. 
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Like Time—Never Stops 


where, always, all around the clock, Cocheco 
Belts are driving the machinery of the world’s 


“Making time’ in a well known clock factory, .@) © 
turning the wheels in machine tool plants, giving 


© TRADE MARK oO 
maximum satisfaction under severe conditions in 


tronical 


al coffee plantations, in ice plants, quarries BECT ING 
and lumber mills and camps. 


The Cocheco booklet 

e quality of Cocheco Belts guarantees satisfac- on belts tells the stery 

on wherever leather belting can be used and of Cocheco Beltine— 
the best leather belting is the choice for service on cerite for it. 

most important machine drives. 


I. B. Williams & Sons, Dover, New Hampshire, U.S. A. 


Chicago New York Dayton Detroit Greenville Boston 
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Qne Man Operates It-- 


































No Tarzan—No Giant—not two men— 
but just one ordinary shopman is 
needed to force a row of Clipper Belt 
Hooks cleanly and uniformly into both 
ends of a belt up to 8 inches in width in 
1's minutes—if a Clipper No. 8 SPEED 
Lacer is used. 


It seems fantastic that by a simple 
turn of a crank a machine so small 
and so compact can develop a pres- 
sure of 45,900 pounds on a belt 
surface. It seems more fantastic 
that an ordinary man can turn a 
erank that develops such power. 
Yet this can be done—and is being 
done——all over the country—every 
day. 


To join the ends of any belt up to 8 
inches in width in |!5 minutes, a 
speed unequalled by any other beit 
lacing device, is a feat in itself. Yet 
it is just part of the every day work 
of the Clipper No. 8 SPEED Lacer. 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


When writing to Advertisers please mention Miu Suprpiies 
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: : or: oT; | 
| Don’t Overlook the “Fairbanks” Line /) 
When preparing your hand truck and wheelbarrow | 
Specifications for Spring Delivery | 
| | 
| 
| Fig. A646W—TUBULAR Fig. 221--CARGO Fig. X264--_ MORTAR | 
| A type for every purpose and a | 
| Selling Plan that Protects! | 
| THE FAIRBANKS COMPANY 
|, Boston - - . New York - - - Pittsburgh | 
Distribution In all wae ee he NEW CAT ; | 
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Here is the Bond Ajax Steel Caster, a 
new type offering radical improvements 
in strength and efficiency. This Caster 
has a real story for the Mill Supply 
Dealer. Ask us for the facts. 


BOND FOUNDRY & MACHINE COMPANY 
Manheim, Lancaster County, Pa. 
Philadelphia Office, 617 Arch Street New York Office, 256 Broadway 
Chicago Office, 39 South Clinton Street 
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TRIMO 


“Hey, Trimo, what’s become of those 
other wrenches that once were used 
around here? I guess the gaff of ser- 
vice was too hard for them, for new 
recruits kept coming in all the time. 
You fellows stick on the job with a 
grip as tight as ever. What's the 
answer, old timer?” 
































The Pipe 
Says to 
Trimo: 





“Quality, my boy, quality. The best 
steel, and then some. Design that 
takes the strain and calls for more. 
That’s what is needed away out here 
at the end of the trail where wrenches 
must be kept on hand rather than 
purchased around the corner. We'd 
put the life insurance companies out 
of business if they depended on us for 
policies, for that’s the one thing we 
don’t need. Oncea Trimo, always a 
Trimo.” 


‘Trimo 
Hands It 
Back: 





“That's talking, Trimo! And we’re the 
, fellows who know you're right. You’ve 
got the ‘feel’ of a good wrench about 
you, a grip tl at gives no quarter and 
a constitution that laughs off wear. 
You can always trust a Trimo—but get 
what you ask for. Play safe.” 


I Stand 
with 
Trimo: 





TRIMONT MANUFACTURING COMPANY 
ROXBURY (BOSTON), MASS. 


MEMO: 

When a man asks 

for a pipe wrench, 
he means a 


TRIMO 


For Sale at Hardware, Plumbing 
and Mill Supply Stores 


When writing to Advertisers please mention Mitt Surriirs 
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WERE YOU EVER BITTEN 


? BY AN 9? 


e ALLIGATOR 


HOSE old fellows can certainly 
grab like lightning and hold “‘till 
death do us part.”’ 


IT’S A HABIT WITH THEM 


Personally we are not much interest- 
ed in the alligator’s ability to grip 


But in chucks — 
That is Another Story 


Skinner Chucks are so designed as to 
rigidity, leverage, fit, material, etc., 
that they rival the alligator for grip- 
ping power. Hence our trade mark. 





Grip Quick— 
Hold Tight 


and 


They Hold Habitually 


THE SKINNER CHUCK COMPANY 


New Britain, Conn., U.S.A. 
t HF 
NEW YORK AN FRANCISCO) 
36 WARREN STREE % FEDERAL 


CHICAGO CINCINNATI 
2 W. Wasuincton BLvt 15 Broapway 








“MARVEL” 


HIGH-SPEED- EDGE 
HACK SAW BLADES 


> For Use in All 
Power Machines 





The unbreakable, 


OP FF long lasting hack 
Si y saw blade. 
<a eo 
a 


Wise Buyers Depend on™ 
MARVEL Blades for Effi- 


ciency, Speed and Economy 


Efficiency is the keynote of today’s 
industry. Efficiency means maximum 
and economical production. 


MARVEL Hack Saw Blades meet 
every test of efficiency. They cut 
fastest, last longest and are positively 
unbreakable, in any power machine. 


Buyers of tools and machines want the 
most for their money. Sell them 
MARVEL High - Speed - Edge Hack 
Saw Blades and insure giving them 
maximum value. 


Write today for descriptive 
folder showing sizes and 
prices. Free on request. 


ARMSTRONG-BLUM MFG. CO. 


“‘The Hack Saw People’”’ 
353 N. FRANCISCO AVE. CHICAGO, U. S..A. 
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have built our present position as the 
largest manufacturers of mech- 
anical rubber goods in the world 


on the basis of Effective Cooper: 
ation with Our Distributors. 


otwithstanding the present tendency of some man- 
L ufacturers to go directly to the consuming trade, 
we believe the jobber to be the legitimate distributor of 
merchandise. Our connections of many years’ stand- 
ing have developed the resources of their territories in a 
profitable way because our line has not only satisfied 
the demands but exceeded the requirements of their 
customers. 

Let us tell you more of our specific facilities for 
working with you to build business in your territory. 


of cone HL bis qt a - <« 
Rees by a3 heer 
SS f . pitas 



































BOSTON WOVEN HOSE & RUBBER CO., Cambrid 


Makers of Righ Grade Mechanical Rubber Goods for 50 Years 














ge, Mass. 
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with 


The Cincinnati Rubber Mfg. Co. of Wor 
JSC Pace 


( Tncinnatl, Ohio 


ay bigger business 
increased 
profits be yours 
during 1928™~ 
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ell these | 
steel units of 
many US “¢ AY prin dors g 


Many SMALL ARTICLES are best 
stored, indexed, and protected by Lupton 
Units, the low-cost, permanent shelving in 
most convenient form. Lupton Unit Shelv 
ing comes in seventeen bin arrangements, 
providing shelves, compartments, pigeon 
holes and divisions for all uses. Each unit, 
strongly made of sheet steel,is 3’ wide, 7’ high 
and 1’ deep, finished in velvet green enamel 
baked on and shipped assembled and ready 


LUE 


TRADE 


STEEL 


When writing to Advertisers please 







Lupton | fon MARK 


Unit No. 230. 





for use. Units are low in cost, handy to use, 
easy to move about, and neat in appearance. 

Let us give you complete descriptions of 
Lupton Unit Shelving as well as other items 
in the profitable Lupton line. Write today 
for Catalogue “*E™. 


DAVID LUPTON’S SONS COMPANY 
2239°j East Allegheny Ave. Philadelphia 


Makers cf Quality Steel Products since 1871 


ON 


JIPMENT 


mention Mitt Suppwit 
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of No. 977 ~ Flexible—Soft Center 


Fast-cutting Hack-saw Blades 
famous for temper and cut 
No. 888 Goodell-Pratt A//- ally tested by us, under actual shop condi- 


Hard hack-saw blade is made tions, in order to guard against any devi- 


from high-grade, hot-rolled steel, ation from our high standard. 























.025 inch thick, with length running You cannot buy better hack-saw blades at 
with grain. any price. 
li No. 777 is flexible. It has hard back and We also make special tool-room hack-saw 
4 teeth, with soft center. Itis not aptto break — blades, and special .028, .035, .050, and .065 
when subjected to severe twists and side hack-saw blades in all lengths for power 
strains, through operator’s awkward stance. machines. Complete details of this line and 
The teeth of all Goodell- the rest of the 1500 Good 
Pratt hack-saw blades are GOODELL-PRATT HACK- Tools, for carpenters, ma- 
SAW BLADES ARE MADE Me 
formed, sharpened and set, chinists and mechanics, are 
14 teeth to the inch 
and the holes are punched For Iron and Steel Rods or Bars covered in our 400-page cata- 
20 teeth to the inch 
by our own special labor- For Brass Tubing or Pip log, which will be sent you 
“ ; 24 teeth to the inch ; mete ~~ 
saving machinery, Every step For Soft Metals or Light Tubing free on request. No finer 
. : 32 teeth to the inch 
in the hardening and temper- For Thin Steel Sheets or Tubing tools are made than 
ing process is controlled by Beguine Modes, 36 seete te those that bear the 
the inch, will always be 
ae le shipped unless otherwise , . 7 
electric devices. specified in ordering. name Goodell 
These blades are continu- Pratt. 
GOODELL-PRATT COMPANY Soviomit. 4, GREENFIELD, MASS. 


1500 GOOD TOOLS 





% 


GOODELL PRATT . 














tL 
GOULDS PUMPS 


he line is complete and includes 


CENTRIFUGAL :--- ROTARY 

DIAPHRAGM - : DEEP WELL HEADS 

SINGLE AND DOUBLE ~ACTING 
POWER PUMPS 


GOULDS Old Reliable 
“PYRAMID” Pump 


Farnous the world over 


Without question, the Goulds Pyramid Pump is the best known 
small power pump built. For years, it has had an enviable record 
of excellent service and adaptability to a great variety of uses. Its 
features are patented and exclusive, and are not to be found com- 
bined in any other pump. Built in six sizes, with capacities from 
360 to 6840 gallons per hour. 

DISCHARGE CONNECTION From any one of four points. 

VALVE COVERS. -Each removed by loosening one nut. 

STUFFING BOX Bronze, bolted type. Ample room for 
tightening or repacking. 

PISTON ROD ~ Brass cased. 

DOUBLE GUIDE RODS - Assure perfect alignment of piston. 

MAIN AND PINION BEARINGS Extra long, babbitted, 
wick oiled; large capacity oil pockets; water cannot get 
into bearings; fitted with shims which can be removed to 
take up wear. 

ANTI-FREEZING PUMP can be drained to prevent freezing 
by removal of four plugs. 

POWER OR SIDE ARMS. Double guided to prevent wear on 
stuffing box. 

AIR ATTACHMENT Can be added here at any time to 
make the pump suitable for use with pneumatic water 
system. 

RENEWABLE BRONZE BUSHINGS At both ends of side 
arms. 

SUCTION--Connection from either side of pump 


B 


GOULDS PUMPS, INCORPORATED 


Seneca Falls, N. Y. 
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A superlative belt 
plus our help in 


selling it 


Our plans for fall and win- 
ter business are complete. 
Never have we been in bet- 
fter position to assist the 
jobber in the sale of our 
‘ product. 


A new. direct-mail cam- 
paign will go to buyers in 
your territory. We will 
gladly explain it to you be- 
fore it isgreleased. A chat 
with us¥incurs no obliga- 
tion. 


ja “i . (opie 
ae fh 


(i ld ii Tanners 


— Belt Manufacturers 


Main Office and Factory 


42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELIING 
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PATENTED 





The Most Advanced Point in 


Bearing Metal Manufacture 


ANY of the largest users of bearing metal in industry today are using Bunting 


Cored and Solid Phosphor Bronze Bars exclusively because of the superior 
texture and eminent suitability of the metal. The ease with which a Bunting Bar 
is machined into a perfectly satisfactory finished part gives it inevitable preference 
wherever bearing metal is bought under expert test and analysis. 

Bunting Cored and Solid Phosphor Bronze Bars are the result of the appli- 
cation of the most advanced metallurgical science to the production of this impor- 
tant anti-friction metal. The benefits to all users are: an economy of labor; a 
more satisfactory result, and an inherent, lasting quality in the finished part. 

There are 88 stock sizes of Bunting Bars at the factory and at all Bunting 
Branches. This makes it easy for the mill supply wholesaler to do a big bearing 
metal business with a small inventory. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
276 LaFayette St 2015 S. MicuiGcan Ave 36 OLIVER STREET 1330 Arch SrrReEt 
Canal 1374 Calumet 6850-6851 Hancock 0154 Spruce 5296 


SAN FRANCISCO = _ : 
198 Seconp StrReEEt EXPORT OFFICE 
Douglas 6245 Totevo, Onto 
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Machinists and Pipe Fitters will tell you— 


“The Only way to appreciate a Yost is 
to own one 








Machinists’ 
Vise 


Machinists’ 
Vise 





Drill Press Vise 





Swivel Base Solid Jaw 
2 Sizes 8 Sizes 
3'2” and 5” jaw 3” to 8” jaw 





Guaranteed 
Throughout! 


A Complete Line for Your 
Customers to Choose From 














24 STYLES 109 SIZES 
Chain 
Pee) Pipe Vise Combination 
fe Pipe Vise Hinge Pipe 





Vise 
4 Sizes 
3144” to 6” jaw 
4 Sizes 
Holds pipe %” to 8” Holds pipe 1%” to 21’ 








Ask for Catalogue of the Complete Line 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 








When writing to Advertisers please mention MiLt Suppcies 
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When you gamble on wire rope 
Trouble always holds the ace 








_— certainty in the quality of 
wire rope so easily obtainable, 


some men still buy wire rope on a gamble 

and those men are flirting with trouble. 
They are unfair to their machinery—they 
are jeopardizing the safety of their 
workers. Have you ever thought of this? 


When you purchase wire rope do you 
know its grade; have you exact knowl- 
edge of its tensile strength—its working 
limitations? You can say “Yes,” if it’s 


WILLIAMSPORT 
WIRE ‘Hare ROPE 


The grade is plainly marked on the Telfax 
Tape running through the core of Wil- 
liamsport rope, a permanent record dur- 
ing its life. This certainty costs you 
nothing, yet it is priceless to you for it 
removes you from the shadow of uncer- 
tainty and possible troubles. 


Why gamble—why not be safe? Specify 
Williamsport. 





Vain OF and Wor 


WILLIAMSPORT, PA. PEOPLES GAS BLDG.. CHICAGO 


W ILLIAMSPOR'T? 


CERTIFIED WIRE ROPE 


Williamsport Wire Rope Co. 














USE MADESCO TACKLE BLOCKS, THEY STAND THE GAFF 


When writing to Advertisers please mention Mitt Surpr ies, 
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Longest-Lived 
Without Repairs 


HAT’S the Model K Cyclone Hoist. 
Anti-friction bearings in all moving 
parts reduce friction to a minimum. 

Special alloy steels in load wheel and 
gears protect against the wear of constant 
use — insuring maximum safety. 

The grease packing in the dust-proof, cil- 
tight housing, keeps every part thoroughly 
lubricated. 

The exclusive gyrating yoke principle 
keeps two-thirds of the teeth in mesh at all 
times — another important safety feature. 

These are some of the exclusive construc- 
tion features of the new Model K Cyclone 


that make possible the remarkable long-life - 
showing of this hoist in competitive tests— Pa 
tests which have proved the Model K to be ¢ 

the most efficient, most economical and , 

° . “ p - 4 ¢ The 
longest-lived light-weight, high-speed chain 4 Chisholm. 
hoist ever built. The coupon will bring "EP 

e e - 0. 5028 

you complete information. gf _Lakeside Ave. 

. . . a . — ¢ Cleveland, Ohio 

THE CHISHOLM-MOORE MANUFACTURING CO. i” Gunn 

5028 Lakeside Avenue, Cleveland, Ohio e SRS ae 

Branches: New York Philadelphia Chicago Pittsburgh 2 tion cas . ; 
Representatives in all territories for prompt service ae The Model K Cyclone. 
¢ "Increasing plant efficiency 


4 through Overhead Material- 
OORE 
4 
. ¢ PION o.oo nora koa ceane nae 
ELECTRIC HOISTS 4? 
e Company P 


CHISHQ 


CHAIN HOISTS 












o 
° Address wad ssa 


eo I cenit aantoniaihnadinmieied WE iiicccccknnannes 
¢ 
¢ 


GET A C-M IDEA 


When writing to Advertisers please mention MILL Surpries 
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A Little of Your Time Plus 
Our Material-Handling 
Experience Can Mean 
Important Savings to You! 


HISHOLM-MOORE maintains 

a staff of material-handling 

experts—trained engineers with 

years of experience in solving the 

material-handling problems of 
hundreds of manufacturers. 


For one of them to make a survey 
of your plant 
will require 
very little of 
your time 
just enough, in 
fact, to show 
him how to get 
to and through 
your factory. 





GET A C-M_IDE 











things—either that you cansave 
enough time and labor toamply 
pay for proper material-hand- 
ling equipment and leave im- 
portant profits besides, or that 
your plant is 
in the best 
possible con- 
dition from 
a material- 
handling 
viewpoint. 

The serv- 
ices of the 








A careful study 
of your production problem, a few 
questions asked of your superin- 
tendent and foremen—that’s all. 


He will then present his sugges- 
tions to you and prove one of two 





> 









C-M Mate- 
rial-Handling Expert are free. 
All that he asks is a little of 
your time. 


G 


The photographs on this page sug- 
gest some of the ways C-M ideas have 
saved time and men for others. 
In each case a C-M Cyclone or 
C-M Electric Hoist has released 
from two to ten men for work 
more productive than material 
handling—results that are typical of 
thousands of similar installations. 


C-M ideas can do the same for 
you. Write 
THE CHISHOLM-MOORE MANUFACTURING CO. 
5028 Lakeside Avenue, Cleveland, Ohio 


Branches: New York Philadelphia Chicago Pittsburgh 
Representatives in all principal cities for quick service. 


please mention Mitt Supp ies, 





STOP WASTING MEN 
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users’ 
vote— 


Cheney 
Hammers 


Experienced mechanics — men 
who are using hammers most 
every day of their lives vote for 
the good hammer features em- 
bodied in Cheney Hammers. 
Hammer heads correctly tem- 
pered and made of tool steel that 
can and does withstand real 
work — heads that are securely 
joined to strong, comfortable 
feeling handles of hickory, and a 
wonderful hammer ‘“‘hang”’ or 
balance — those are the good 
things tool users cast their votes 
for in the hammer line. And 
those are the things three gener- 
tions have liked about Cheney 
Hammers. 


It is no wonder Cheney Ham- 
mers get the vote, and the car- 
riers of the Cheney line, 
customers. 


PREMEISSI 
PRENGISS 


the 


' LAFAYETTE VORK CiT 


Lh OW 








Cheney 
Nailer 


a 
nail- 
holding 
Cheney 
Hammer 
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Add strength 
to your product 


onan socket head cap screws 
are made of nickel steel, forged 
and heat treated for greater 
strength and toughness. They 
withstand the stress and shock of 
the hardest duty. 


Applied to your product, Bristos 
add to its strength, wearing quali- 
ties and dependability. 


There is a saving at the start, too, 
because Bristos cost less than many 
other socket head cap screws not so 
efficient. Send for Cap Screw 
Bulletin 821-H; samples for test, 
if you wish. The Bristol Co., 
Waterbury, Conn., makers of Bristo 


safety set screws. 


Socket Head 2, 


SCREWS 








CA 


e mention Mitt Suppiies 
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Drop -fo rged 
| from strong tough 
\| steel---heat-treated 
for extra stiffness 


No step is overlooked in the production 
of Williams’ “C™ Clamps that will add 
to their efficiency and increase their 
strength. 


For safety, convenience and dura- 
bilitv, they are unrivalled. Each is 
made for the hardest possible service 
in its class. Williams’ Drop-Forged 
Clamps are serving the needs of indus- 
try from coast to coast, because every- 
where their grip is rigid—absolutely 
dependable 


A wide range of sizes to meet every 
need. Order yours today. 


J. H. WILLIAMS & CO. 


‘“‘The Drop-Forging People” 
New York BUFFALO Chicago 
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AGRIPPA 


**“VULCAN” 


Heavy Service 
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LIGHT SERVICE 


‘“‘“AGRIPPA” 
SLs ceneral Service 


DROP-FORGED 
“Cc” CLAMPS 


When writing to Advertisers please mention Minit Surrites 








‘““LIGHT SERVICE” 
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STRONGEST 
POINT 


This exclusive weld makes 
“INSWELL” 25‘ stronger 
tells your customers what 
to re-order. No other chain 
looks like “INSWELL” or 
gives the Same service. 





Write us for information 
THE COLUMBUS McKINNON CHAIN COMPANY 
General Sales Offices: Tonawanda, N. Y. 


Factories: Columbus, Ohio, Tonawanda, N. Y. 
In Canada, McKinnon Columbus Chain, Ltd., St. Catharines, Ont. 


“(NSWELL | 
‘ELECTRIC WELD 
CHAIN 
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KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ? Sure 
Requires only heat 













KESTER Acid-Core SOLDER 


For general soldering and heavier electrical work. Self 
Fluxing —“Requires Only Heat.” 
Standard size No. 3, about '% inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges 
also available. 





Here is the small package of Acid Core Solder. So simple 
anybody can use it. Ten cans about ', pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 


For very delicate electrical and radio work. Contains 
highest quality metals and 
rosin flux. Standard size 
about3/ 32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ib. 
spools and 18 in. sticks in 
5 Ib. boxes. 
Special 
~ gauges also 
] available. 


KESTER Radio SOLDER 
(Rosin Core) 

Safe, Sure and Simple—approved by radio engineers. 
Harmless to the most delicate FG 

parts. Absolutely non-corrosive f_ Fe 
flux makes low-loss 
joints. Ten cans 
about '4 Ib. each 
percarton. Ten 
cartons (100 
cans) to the 
case lot. 











ER a 
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CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U.S.A 
o— > 
Originators and world’s largest 
manufacturers of Self Fluxing Solder 








@————® 
Your Jobber Can Supply You 
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Bull Deg Die Stocks The Power Boys , 
In 15 sizes for No. 412 for 44" to 2", with auxiliary drive up to 4"; 
pine — s No. 414 for %" to 4", with auxiliary drive up to 12". 
to 5"—plain or 


ratchet type. 


he 


E have saved as much as 35% to 60% 

on labor costs since we have been 
using the Oster Power Boy.” That’s what 
one Oster user wrote us. 


It’s these easily proven, quickly demon- 





aaa aia strated savings, plus real portability, that 
Thre fopes and sizes have made Oster Power Boys the most 
three-way or one-way. popular pipe-threading power machine 


on the market—have made them easy to 

sell and easier to re-sell. 

And the same is true of every Oster tool. 
= Write for catalog and Bulletin No. 71. 


THE OSTER MANUFACTURING COMPANY 


Receding Die Stocks 


Three sizes for 2087 East 61st Place + See F Cleveland, Ohio 
a gree Vanufacturers of the most complete line 


of pipe-threading equipment in the world. 


OSTER 
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Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list 


BLISS & LAUGHLIN, Inc. 


: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 











Cheaper Than 
Scratch Brushing 
More Uniform 


Than Acid Dips 
SAND BLASTING 


Mat Finishing — 

Satin Finishing — , 
Cleaning Castings and Patterns— 
Removing Hardening Scale — 


A better finish — 
A better color 










— LEIMANIZE— — 


with on all materials 
Get the Catalog 
LEIMAN BROS. Metals 
Glass t LEIMAN BROS. 
CONTINUOUS FEED 4 
Bakelite / 23 Walker St. 


SAND BLAST Celluloid ; New York 


_ Makers of Good Machinery 
PATENTED Compositions for 35 years. 











When writing to Advertisers please mention Mint Supprit 








January, 


19 IO 













/ 
; 
+ as 


COIN | 





TWENTY YEARS 


without a 








T HE amazing thing about this 
oilless feature of Arguto Bush- 
ings and Bearings is that it’s true! 


Absolutely ! 


monial letters and statements we 


Many are the testi- 


receive saying that over even such 
a long period of service as twenty 
years, that NOT ONE DROP 
OF OIL has been applied to 


Arguto Bearings. 


Specify Arguto— with a life five 
to six times AT LEAST that of 











rt 


ae 





bronze or babbitt metal—a:-d have 
by far the cheapest bearings per 
year. 


There’s an Arguto to fit every 
need and that need exists where- 
ever long wear, low repairs, clean- 
liness, reduced fire risks and the 
prevention of life hazards are 


desirable assets in operation. 


If you aze interested in these and 
additional advantages, write us 
now for fuller details. 


ARGUTO OILLESS BEARING COMPANY 
Wayne Junction + Philadelphia, Pa. 





OILLESS 
BEARINGS 


Outwear the 
‘Best Bronze 


hold records of 
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CAMELS—Go days without water. 


ARGUTOS 322 7 
nd Bearings {3% % 


years without a | \ 
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ARMSTRONG - 
VANADIUM 


Super-Quality WRENCHES 
ae 
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Drop torged trom chrome- 
vanadium specially 
heat treated and finished in 
nickel over copper with 
heads buffed bright. Ex- 
tremely long and light com- 
pared to. their 
Unusually 


Ste el, 


capacity. 
strong becauss 
of excellent design and 
material. (Guaranteed not 
to break or spread 


Extra Light—Extra Stro) 


\ Ca 











Sell Your Customers PER- 
MANENT Wrench Satisfaction 


Large buvers of tools are finding true 
economy in the purchase of the finest 
wrenches made. Convenience, time 
saved on thejob, long and dependable 
service on the toughest jobs make 
ARMSTRONG-VANADIUM 


Wrenches the finest buy possible. 


Push the Line that means more good 
will, satisfaction and profits for you. 
Write for special booklet showing 


description, sizes and prices. 
Sent free on request. 


ARMSTRONG BROS. TOOL CO. 


‘“‘The Tool Holder People’ 


305 N. Francisco Ave. 
CHICAGO, U.S. A. 
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Drive Right 


with 
RAHMANN 
Leather 
Belting 













There is a Rahmann 
Leather Belt for every 
drive, whether it  re- 
quires a light, medium 
or heavy weight belt. 
Also round leather belt- 
ing for light machinery. 
All are shown in our 
belting catalog. 
Sold through Distributors 

Geo. Rahmann & Co. 
32 Spruce St. New York 


NEWARK, N. J. SYRACUSE, N. Y. 


Est. 1895 
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« Accurac ~~ Performance 
J 


JF YOU should ask us to give the two dominant qualities of Cleveland’s 
“Six Famous Tools”, we should probably say Accuracy and Performance. 
Accuracy because, in 54 years of manufacturing small tools, we have 

learned to take the pains necessary to produce twist drills and reamers that 

can be depended upon to make clean, smooth holes to exact size. 
Performance because, world-wide experiences of daily users show more 
holes per drill, longer life per reamer, greater production per hour, lower 
cost per unit of operation. 
Yes, if you are interested in Accurate twist drills and reamers with real Per- 
formance records, ask your supply distributor for the “Six Famous Tools.” 


3 : - CLEVELAND 


—, 
Labw y ,- I NEW YORK-CHICAGO-LONDON 


TRADE MARK REG. U S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 


TWIST DRILL 
COMPAN Y 










-Manufacturers of Carbon and Cle-Forge High Speed Drills for every purpose: “Mezzo” 
Super-Carbon Drilis; Hand, Jobbers’ and Shell Reamers; ‘‘Peerless’’ High Speed Reamers: 
“Paradox” Adjustable Reamers; ‘“‘Quick-Set’’ Reamers; ‘‘Spirex’’ Machine Taper Pin 
Reamers; Chucking Reamers for Turret Lathes; Counterberes; Countersinks; 
Sockets; End Mills; and the ‘‘Ezy-Out’’ Screw Extractor. 
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Announcing/ 


Jacobs Chucks th 
“Three Model Standard ized Line 






MODBLS 


The Jacobs Ball Bearing 
Super Chuck 


The Jacobs Plain Bearing The Jacobs Keyless 
Improved Chuck Portomatic Chuck 


HE new 3-model Standardized Line of Jacobs Chucks comprises the Ball 

Searing Super Chuck for production drilling, the Plain Bearing Improved 
Chuck for portable and light drilling and the new self-tightening Keyless Porto- 
matic Chuck designed for use on portable tools where the hand operated feature 
is desired 


Standardization has resulted in lower stocks, greater interchangeability , 
increased turnover—yet the drilling field is covered more effectively than ever 
Concentration on fewer models makes possible a reduction in the price of the 
Jacobs Ball Bearing Super Chuck—the ideal model for production drilling 


Study catalog No. 25—it contains complete information regarding 
the advantages of standardization 


THE JACOBS MANUFACTURING COMPANY 


Hartford, Connecticut 


The World’s Largest Producers of “Drill Chucks’’ 


When writiny to Advertisers please mention Mitt SuppLres 
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Inthe Shadow Famous 
ehievements 


The first practical steam pumping 
engine ever built wascompleted in 
1698 by Thomas Savery. Recog- 
nizing the importance of boiler 
feed, Savery used two complete 
boilers with his engine ... the sole 
function of the second boiler be- 
ing to supply feed water. Needless 
to say from an operating view- 
point this first bulky injector was 
fraught with uncertainty. 

























Since then the science of engi- 
neering has given the world the 
“Penberthy” automatic injector, 
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a small device ... the essence of CELI AES RBD os 
simplicity, easy to operate and CERES, SS 
absolutely di nendable. NEESER SRN 
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PENBERTHY INJECTOR COMPANY 


ABEAKMANST. DETROIT ONTARIO, CANADA 


1242 HOLDEN AVE. 


When writing to Advertisers please mention Mitt Surriit 
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Quality and Price 


We were one of the pioneers in the manu- For sixteen years, to be exact, we have 
given our time exclusively to the produc- 
tion of wiping cloths by the most improved 
methods. Through their wide distribution, 


facture of Wiping Cloths and our many 
years of service to American industries have 


proven the soundness of our business policy exclusively through jobbers, BLUE GRASS 
to make wiping cloths of the highest grade Brand has come to be known as the jobber’s 
and sell them at a moderate price. line of wiping cloths. 


Whatever industries you sell, they need 








BLUE GRASS Wipers—for cleaning ma- GUARANTEE 
chinery, for oily shop and garage work, in BLUE GRASS _ Wipers 
: oe : on ae and polishing cloths must 
power plants, for dusting, polishing, pack- satisfy you that they are 
. . : ' exactly as _ represented. 
ing, cleaning the hands, and innumerable iM tesal atosetes, 
: a bs : : f : any and all shipments are 
other uses. The question is not so much, returnable to the factory 
1 without cost to you. In 
do they séll, as do you sell them. this connection you have 
the last word and are the 

sole judge. 











As R for Pric es 





LOUISVILLE SANITARY WIPERS COMPANY, Inc. 
759-765 South Preston St., Louisville, Ky. 














DIXON?’ 5S 
FLAKE GRAPHITE 


There is but one flake graphite and its name is DIXON. For 100 years 


















this name has been associated with graphite and today, to thousands of 
exacting men in every line of industry, it is synonymous with the best graphite 
obtainable. 

It is an ideal natural lubricant that spreads a smooth unctuous veneer 
over rubbing surfaces and reduces wear to a minimum. 

Recommended for cylinder and bearing lubrication, for coating gaskets 
packings, etc. Properly mixed with grease or oil their consumption is greatly 


reduced. . 
Coarse N D) Powdered 

No. 1 Flake 0. 4 Flake 
Write for Circular 71-C 


JOSEPH DIXON CRUCIBLE CO. 
Jersey Cily New Jersey 


1827 - 1327 
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SELL NO SUBSTITUTE 








Good > Year ‘*round Profits 








Serliza$ 


Sell a man a better wheel- 
barrow and you make a 








No. 3A .a high rade low priced good impression. The better No. 10A Mortar and concrete 
barrow of medium capacity for : D arrow built to A.G.C. stande 
general work. it works, the more he thinks ard size and construction. 


of the goods you carry. 


The longer it lasts, the 
stronger that first impres- 
sion. He is immediately 
“sold” on your place of 
business. 





No. 20 is a light weight 


No. 11 A larse capacity coal 
barrow of high grade. In- Dealers who carry the “STER- eel rah an - a yards, 
tended for general work. LING” line of standardized engine rooms, etc. 


wheelbarrows know this to be a 
fact. Many have established a per- 
manent and profitable business 
through the sales of “Sterlings.” 


Here are a few of the special 
features found in Sterling wheel- 
barrows:—-self-lubricating bear- 





No. 7AA Light Tubular, com- . 3 No. 36 A narrow tray coal 
sudan to = No. 19. Ings; 10-spoke wheel; malleable barrow for use on coal wagons, 
iron brackets; smooth wheel face; for wheeling to coal windows, 
‘ bins, etc. 
wrought steel hub; riveted and 


cast to hub spokes; fixed steel ax- 
le; ‘VV’ front tray braces; selec- 
ted maple handles; special tubu- 
lar steel handles; handles clamped 
—not bolted; top of tray rein- 
forced; channel steel legs; riveted 
No. 6A a Seneral purpose con- leg braces; extra leg shoes; 





: z No. 31 Narrow tray concrete 

ae a oy spe wrought iron handle tips; all barrows made to A.G.C. stands 
° . Size tor dry materia - e :2 P ; ; 
onuseete. parts interchangeable. ard size and construction 


It is both ethical and profitable to sell 
what is asked for and nationally adver- 
tised. We have an attractive dealer 
proposition— good discounts— good 
profit—extra heavy national adver- 
tising. Write for the facts today. 
Prompt service from factory or branch 

_— warehouse located at Chicago, New 
Wee, Fane Te. This is the York, Philadelphia, Pittsburgh, Cleve- a oe ee oe 
steel handle companion to the ; ’ ’ 


s ; barrows for foundries, indus- 
No. 6A barrow. land, Detroit, St. Louis. trials, mines, etc. 
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leave unnecessary slack 
lving around in the dirt. 

Sharp heels, heavy wheels 
donotcutand fray thecord 
because it is never on the 
floor. The surplus is im- 
mediately reeled up with- 
in the protecting case 
which hangs from an 


the way until it’s needed 
again. 

If you haven't them al- 
ready, send for Leaflet 
331 showing all Portable 
Types, or for our profusely 
illustrated Bulletin 501-F, 
which shows all Constant 
Duty Models. 


APPLETON ELECTRIC COMPANY 


1706 Wellington Avenue, Chicago, UL. S. A. 


New York— 150 Varick St. 





Reelit 


Los Angeles—340 AzusaSt. 
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Portable a BRE ees 
Reelite i +o owt Pe 
lf S08 © gina 
i = 
i. 
H 
: 
| For light that’s al the job 
b in th 
Portable Type Reelites outlet box in the ceiling. 
bring clear, unobstructed While work goes on, the 
light directly to the job light is convenient to 
in hundreds of industrial hand. focused on the job. 
plants, machine shops, The moment work’s done, 
garages and homes. They the cord rolls up likea 
recl out clean, unkinked window shade and the 
cord atatouch, but never |ight is held up out of 





Constant Duty Reelite 


For supplying power-current to 
moving machinery, such as travel- 
ing cranes, lifting magnets, boring 
mills, portable hoists and mobile 
transfer cars. It is made in several 
types and sizes, suitable for all 
needs. 





The Handy Light on a Reel 


W he iti t \dvertisers lease ention Mint Suprpri 
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One of these is better 
because its 


y Scale Free 
Spelierined 
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ERE is one pipe that is different from any other, 
The SCALE FREE Process, plus Spellerizing, dis- 
tinguishes this pipe in a way that not only makes it 
different from a manufacturing standpoint but actually 
gives it added life in service, making it particularly 
valuable in those sections where corrosion is a problem, 
In the Scale Free Process, ‘“‘NATIONAL” Butt-weld 
Pipe (sizes '» to 3-inch) is subjected to special rolling 
operations that remove the mill-scale, acknowledged to be 
one of the principal causes of interior corrosion, especially 
‘“‘pitting.’’ Scale is electronegative to the pipe metal and 
sets up galvanic action causing pitting around the scale 
areas, thereby shorteningfthe life of the pipe. 


Scale Free Pipe means: not only minimized corrosion 
because of elimination of scale, but a clean, smooth 
surface for the close adherence of galvanizing, making a 
better galvanized pipe—no scale to drop off taking the 
galvanizing with it and leaving bare spots of unprotected 
metal to corrode. Absence of scale also means full delivery 

ev 1 capacity and no trouble from damaged valve seats or 
1 y clogging of small orifices; and the additional rolling in- 
1 creases the strength at the weld about 20 per cent, making 


yee it especially desirable for the fabrication of bends and 
f et coils. 





Z ; : 
sc je” We will be glad to send Bulletin No. 7, which fully 


Sp? Pi explains the advantages of scale free pipe—the pipe that 
ipe is especially made to resist corrosion. 











NATIONAL TUBE CoMPANY 


Frick Building, Pittsburgh, Pa. 
DISTRICT SALES OFFICES IN THE LARGER CITIES 


TIONAL 


When writing to Advertisers please mention Mitt SuppLies 
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TOWELL 
aed VY ‘Tes bs be 
All Who Install * VALVES 


Have Confidence in Their Safety and Economy in Service 


Superior design, high We manufacture a com- 
grade castings, accu- plete line of steam power 


= plant appliances, bronze, 
rate processing, iron and steel valves, water 





thorough inspection, gauges, whistles, lubrica- 
F and positive testing in- tors, fusible plugs, safety, 
A sure uniform and last- blow-off, and non-return 


valves, oilers, grease cups, 


ns Ss. “le bd 
ing product and oiling devices. 














A 
= If your jobber cannot supply you 
a. with Powell Valves, write us. 
| 
os Wm. Powell C 
| un The Wm. Powell Company 
zs ) 2521-2531 Spring Grove Ave. 
Fig. 414 Cincinnati, Ohio Fig. 228 
Iron Body F. E : Iron Body F. E. 
O. S. Y. Gate Valve Safety Non-return valve 











Red Shield High Speed Drills 






The Red Shield High Speed 


Drills are thHe"Tatest d@ve!opment in 
the science of drill-making. 


The Red Shield is stamped on 


all our Drills 
They are the most efficient Twist 


Drills, both mechanically and 
metallurgically, yet produced. 


{TE STANDARD TOOL (0. 


NEW YORK CLEVELAND CHICAGO 
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A GOOD WORK THAT HAS JUST STARTED 

No sensible man will for long continue to butt his 
head against a stone wall, nor will any courageous 
man retreat or let up in his fight for what he be- 
lieves to be necessary or right on account of the road 
proving difficult, or his position becoming irritating 
because apparently surrounded by static conditions. 
There is nothing so difficult to overcome as a slow- 
up following the apparent inertia of those from 
whom you expected energetic support. 

This statement is simply preliminary to calling 
attention to a letter and a questionnaire sent out by 
MILL SUPPLIES in November to all the supply houses 
in the United States dealing in mill, mine, steam 
and allied lines of supplies, machinery and _ tools. 
The letter, we believe, was a strong and logical ap- 
peal for co-operation from the supply houses in our 
effort to obtain definite information as to the 
amount of business done by these supply houses in 
all the various lines handled. 

This report was to be on either a fiscal or a calen- 
dar year basis, using round amounts only on a dol- 
In other words. we did not ask for an 
audit of their books to obtain figures, but only for 
fairly approximate figures. 

The sole object of the movement was, and is, to 
obtain definite information as to the value of these 
supply houses to manufacturers and consumers in 
distributing manufactured products, to the end that 


lar basis. 


facts could be presented to manufacturers that 
would induce them to curtail their direct sales to 
consumers generally, and to rely more definitely on 
supply houses as the most economical and satisfac- 
tory means of distributing their products. 

It was fully realized by the mavazine that the task 
would difficult There is an 
inherent feeling in every business that its business 
is its own business, and that it would not be wise to 
permit competitors or the public to have any idea 
of individual volume. In a very definite way this is 
true, were these figures ever to be used in detail as 
individual items. But that is not the case, it being 
understood and agreed that only collective totals 
covering the field would be used. 

In its letter MILL SUPPLIES assured the supply 
houses that they were entirely safe in submitting 
their figures, as all statements received were being 
held in confidence, and would be used only to obtain 
and broadcast totals that would prove the value of 
the supply houses to the manufacturer. 

in the past only the government has been able to 
secure anything like exact figures as to the volume 
of business or profits from either our manufacturers 
or distributors. We know that even the National 
and Southern Associations, embracing the organized 
distributing associations of the country, have many 
times failed to secure anything like 100 per cent 
co-operation from members of their associations as 
to either volume of business or cost of doing busi- 


be a slow and a one. 


ness. 

Hundreds of the most enterprising houses in this 
country have returned the questionnaire filled out 
very satisfactorily, but the total number is _ not 
enough to make a showing that would prove con- 
vinecing to manufacturers who doubt the value of 
these distributing houses. MILL SUPPLIES has no 
idea of giving up this effort to aid the entire manu- 
facturing and distributing field until it can report 
a fairly definite success. 

We now appeal urgently to all houses that have 
not sent in a reply to do so at their early con- 
venience. It does not seem possible that anyone can 
doubt the loyalty of MILL SUPPLIEs to the field, or 
can from now on have any feeling that there is dan- 
ver of any information leaking out anywhere, for it 
never will. Inertia and indifference in this matter 
seem unreasonable, when a moment’s thought ought 
to convinee anyone that the time has arrived when 
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the supply houses of the country ought to unite 
definitely to overcome the opposition of department 
stores, chain stores, and the manufacturers who are 
still under the belief that direct to the consumer 
sales are economically sound. 

There is not the slightest doubt of the tremendous 
amount of industrial supplies, machinery and tools 
moving through mill supply houses, and it only 
needs a reasonably united and costless effort to place 
this information where it will work in a way to re- 
duce materially the competition of manufacturers 
now covering the country with salesmen, and fight- 
ing the supply houses tooth and nail for 
worth while order. 

it can be taken for granted that every mill supply 
house in the country believes it has a right to exist, 
serves a useful purpose in the economic life of the 
country, and that less competition from the manu- 
facturer would make life more pleasant and more 
profitable. 

All right, if that is so, just aid us in helping you 
to ease the selling pressure. Fill out the blank MILL 
SUPPLIES sent you. If you have lost it, ask us for 
another one, and we will be on our way to do a 
worth while job. 

It might be well right here to clear the situation 
in one very particular detail. This is not a fight on 
manufacturers selling the consumer direct, either in 
whole or part. There are hundreds of manufactur- 
ers who could not possibly use mill supply houses in 
distributing their products. There are others hav- 
ing one or more items that must be sold direct. 
Everybody in this field knows who and what they 
are and why this is so, certainly making it unneces- 
sary to go into detail. 

Elsewhere in this issue the orginal letter and 
questionnaire are reproduced. This is done under the 
belief that once the situation is clear and the im- 
portance of speedy action realized by supply house 
executives, united action will be assured. The mat- 
ter is certainly important enough to deserve and 
secure support, in principle at least, as we say in 
diplomatic circles, from the Southern and National 


every 





Associations, and later from the Mill Supply 
Council. 
CLEARED FOR ACTION 
While the triple mill supply convention held 


aboard the Naronic last June will perhaps always be 
remembered as marking the beginning of a new era 
in the relations between distributors and manufac- 
turers, it was scarcely more significant than the 
meeting of the Mill Supply Council in Cincinnati, 
November 29th. 

The convention gathering saw the distributors 
and manufacturers manifesting an open hearted de- 
sire to co-operate for the best interests of all con- 
cerned. The Cincinnati session saw the representa- 
tives of the three mill supply associations put to a 
test to prove the sincerity of that desire—and they 
were not found wanting. Rather, they came from 
that all-day meeting happy with the realization that 
something definite had been accomplished, that dis- 
tributors and manufacturers more 





were closely 
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bound together than ever before, and that the stage 
was all set for the beginning of real activity by the 
council. 

Last month’s issue of MILL SUPPLIES contained 
a complete account of that meeting, together with 
the plan of organization and canons of ethics of the 
council. It was decided at the meeting to continue 
the three separate associations as at present but 
ultimately with a general secretariat, and with the 
Mill Supply Council as the clearing house and regu- 
latory body. The American Supply and Machinery 
Manufacturers’ Association adopted a provision in 
its membership application blank whereby all mem- 
bers will specify that their sales policies recognize 
the distributor as the most efficient and economical 
means for distributing mil! supplies, machinery and 
tools. The National Supply and Machinery Dis- 
tributors’ Association approved a plan to discon- 
tinue its associate memberships for manufacturers, 
and to transfer those associate members not now 
members of the American Association to that Asso- 
ciation, with dues paid to May 31st, 1928. Finally, 
the council announced its determination to supervise 
continued energetic campaigns for new members of 
all three of the associations. 

Those who have boosted the Mill Supply Council 
idea from the beginning may well feel elated over 
the progress that has been made to date. There has 
been no delay in building firmly the foundation for 
What is expected to be a most effective and worthy 
organization. The representatives of the three as- 
sociations have proved that they were wisely chosen. 
They have done their work well to date, and MILL 
SUPPLIES is confident that they will continue so to do. 

The principal matter to be discussed at the next 
meeting, which will be held in Cincinnati March 6th, 
will be the 1928 triple convention, scheduled for 
Nashville, Tenn., on May 15th, 16th and 17th. Then 
other matters of importance to the mill supply field 
will come in for intensive consideration in their 
turn. This council is setting itself to do big things, 
and it is going to do them or know the reason why. 

Cincinnati has been selected as the place for the 
next council meeting because it is about the most 
central location for all members of the council. 

In conclusion, all folk in the Mill Supply field 
should read the plan of organization and canons of 
ethics. These show just what the Mill Supply 
Council is, how it operates and what it stands for. 
A little study of the canons of ethics will impress 
one with the high standard at which the council is 
aiming. The year 1928 is just starting. The Mill 
Supply Council is cleared for action. Everybody get 
behind it. Let’s go! 





POWER TRANSMISSION ASSOCIATION 
PROGRESSING 

The first annual meeting of the Power Transmis- 
sion Association was a success from every point of 
view. It was shown at the meeting that the associa- 
tion has proceeded along well planned, effective 
lines. The groundwork has been done in an admir- 
able way, and, as a result, the association is strongly 
intrenched and functioning effectively. 
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Business Very Fair Last Year 


With Bright Outlook for 1928 


Many Distributors and Manufacturers of Mill, Mine, Steam and Allied Sup- 
plies, Machinery and Tools Contribute Annual Letters, Stating Experiences in 
1927, Views as to Next Year’s Prospects and Opinions on Various Questions 
Receiving Attention — Greater Co-operation Seen as Encouraging Factor 


Business in the field of mill, mine, steam and allied 
supplies, machinery and tools during the year 1927 was 
very fair—not so good perhaps as during some years 
preceding it— but still very fair; the outlook for 1928 is 
very encouraging. These are the general conclusions to 
be drawn after reading the many letters received from 
distributors and manufacturers for the Annual Review 
Number of MILL SUPPLIES, which is presented herewith. 

MILL SUPPLIES is proud to present this review. It 
is comprehensive. It is authoritative, for it comes from 
men whose lives and energies are bound up in their work, 
and who speak from experience. It is straight-forward, 
for those who have so willingly contributed letters have 
spoken straight from the shoulder and have not hesitated 
to bring out the facts as they are, and their thoughts 
on various subjects. 

The Mill Supply Council and its activities, margins 
of profit, price cutting and the many other questions 
receiving the attention of people in the field are discussed 
boldly and interestingly. 
in the fact that distributors and manufacturers are 


Much satisfaction is expressed 


moving toward greater co-operation and unanimity of 
interest. 

In general, there seems to be every good reason for 
regarding 1928 optimistically. The farmer is in better 
shape financially than he has been for some time, credit 
is easy, building continues at a high rate, the automobile 
situation is better and business generally seems to have 
been improving of late. 

But it is not MILL SUPPLIES’ purpose to take up space 
to present its opinions. This is the distributors’ and 
manufacturers’ issue in every sense of the word. So, 
expressing sincere appreciation to those who have sent 
in letters, we refer our readers to the letters themselves, 
and urge them to read every one of them. 

Edward P. Welles, President, Charles H. Besly & Co., Chi- 
cago, and Chairman of Mill Supply Council: 

What does 1928 have in store for the mill supply busi- 
ness? In answering this question, one naturally must base 
his opinion on past experience. Taken all in all, 1927 has 
been a good year, when one makes due allowance for contin- 
gencies over which business has had no control—namely, the 
floods in the Mississippi Valley and New England, adverse 
weather conditions, ete.; changes in particular industvies, 
especially the automobile industry, where old model machines 
have been abandoned and new ones projected, thus affecting 
companies furnishing parts and accessories for both; over- 
production and over distribution, coupled with decreased de- 
mand and falling commodity prices in many lines, naturally 
affecting gross dollar sales and spread. 

I am most optimistic for 1928, owing to the fact of com- 
plete harmony between manufacturers and distributors and 
the formation of the Mill Supply Council on a solid founda- 
tion, and with definite plans to benefit both manufacturer and 
distributor, which are being fully explained through the trade 
press as fast as the new plan of operation is developed. 
Our industry has been putting its house in order and dis- 


counting all past performances. Stocks are being well 
balanced and inventories are low, and plans to overcome 
hand-to-mouth buying are being carried into effect. Ex- 
penses have been budgeted and economies introduced. Sales 
policies covering co-operation and co-ordination are being 
established following the Golden Rule. All of this will tend 
to make business more pleasant and profitable, and we urge 
the continuance of the splendid co-operation that has been 
given the officers in charge in carrying out the well developed 
plan. 

This continued co-operation, with the wonderful field that 
we have in our great country for the distribution of all of 
our products, cannot have any other than a successful con- 
clusion. Future business being planned on this basis, we are 
confident that the political outlook will cause little disturb- 
ance, 

S. P. Browning, President, The Ohio Valley Pulley Works, 

Maysville, Ky.: 

Nineteen twenty-seven is turning out about as we had an- 
ticipated. The total volume will not be quite as large as for 
1926, but on the whole is satisfactory. The mainterance of 
sales volume has required a little closer attention this year, 
but. taking everything into consideration, I believe the net 
return will be just as satisfactory for 1927 as it was for 1926. 

We are in a period of sharper competition than we have 
had for many yvears. The concerns which are well managed 
and which pay close attention to details of purchasing, man- 
ufacturing and sales will, we believe, continue on a satisfac- 
tory basis. It is certainly going to be hard for the fellows 
who run by rule of thumb. 

I have recently read summaries of reports of the various 
cabinet officers made to the president for inclusion in his 
message to congress. Mr. Hoover’s views particularly are of 
value in establishing a proper viewpoint of what may be 
expected for next year. There will be constantly present 
throughout the year severe competition and narrower profit 
margins than those with which we have dealt for a number of 
years past. This situation will, no doubt, cause many fail- 
ures among smaller manufacturers and mercantile organiza- 
tions; in fact, drive many of them either into consolidation, 
or into retirement from business. 

The larger industrial and merchandising organizations will 
benefit from this process—so will the consumer. Doubtless 
it will require another year or two before all of us recognize, 
as we should, that smaller profit margins than those to which 
we have been accustomed, are normal, and that business 
methods must be adjusted to them. Those of us who learn 
the lesson quickest will survive longest. The proper develop- 
ment of plans for carrying on our business under these con- 
ditions—and at a profit under increasing competition—is the 
best lesson any of us have learned in 1927, and will be the 
best ground work for success in 1928. 

We believe that mill supply dealers should keep their 
stocks complete, so that immediate service may be given their 
customers, but we do not believe that it will be wise, or 
necessary, to anticipate requirements far in advance. Rail- 
roads are making excellent deliveries, and most manufac- 
turers are making prompt shipment. A volume of small or- 
ders constantly recurring will, in the end, give the best re- 
sults for both the manufacturing and distributing interests. 

At the present time, there is an ample supply of capital, 








and at reasonable rates. The agricultural situation is much 
better than a year ago—prices are higher and legislation for 
enactment by the present congress is being prepared. Should 
this come through in a fairly satisfactory form, the financial 
situation of that great consuming portion of our population, 
represented by the agricultural element, will be better than 
for several years. 


ployed, and at 


it has been Labor generally is well em- 
a satisfactory remuneration. We have had 
fewer industrial disturbances this year than for a long time, 
and no major disagreement among employers and employes 
is, at present, in prospect. 

To sum up the whole situation in one sentence, it is our 
thought that most of us should feel satisfied with 1927, and 
start in the new year with a feeling that 1928 will be equally 
satisfactory if we do our part. 

T. C. Keeling, President, Nashville Machine & Supply Co., 

Nashville, Tenn.: 

Our 1927 business has been substantially larger in volume 
than 1926, but the margin of profit has not been proportion- 
This condition is doubtless 
distributors in the mill supply 

One of the causes for this condition is the continued decline 
in commodi prices. We find that commodity prices on the 
approximately 7!s per cent 
a supply distributor who turns his stock 


ate to the increase in volume. 


true of other business. 








average have declined during 
1927. Fo three 
times per year, which is a fair average for southern distribu- 
tors, taking into account both large and small houses, the 
loss due to contraction of inventory is equivalent to a reduc- 
We believe this fact 
the complaint 


tion in profit of 2'2 per cent on sales. 
alone accounts for a large part of from dis- 


tributors that they are not making adequate profits, as this 


factor has been operative since 1920. Distributors have 
found that, while they have apparently added what they were 
accustomed to consider a fair margin, the net profit at the 
end of the year has proved inadequate, and they have under- 


taken to remedy the situation by increasing volume of sales. 
Increased sales effort has resulted in increased overhead ex- 
pense, and the net result leaves the distributor with insuffi- 
cient profits. 


There are indications that distributors are learning that 


they cannot serve their customers adequately unless they 


maint: 





financial position, and this can only be 
ing adequate profits. We as distribu- 


be educated to restrain our impulse to secure vol- 











he expense of profit, and there are constructive 

oday as never before to make plain to dis- 

ributors the ¢ iral of more businesslike methods of 
selling 

I therefore enter 1928 with genuine optimism, and, pro 

vided always that no unforeseen change in fundamental con- 

ditions tal place, the mill supply distributor in the South 


ought to fare much better in 1928 than he has fared in the 


three prec eding’ years. 


Alvin M. Smith, President, Smith-Courtney Co... Richmond, 
Va.: 
While business has not been as great in volume with us in 
1927 as it was in 1926, the percentage of profit has been 
higher; this despite a continuation of ruinous, cut-throat 


prices on staple goods by many mill supply distributors seek 
this field. Collections have been fair to good, 


ing business in 
and our credit losses will 

We believe th: e have seen a greater spirit of co-opera- 
manufacturers and distributors during the 
that spirit and the feeling of the 
utor upon the 


be at a minimum. 


tion between the 
laSt year, ana 
necessity for part of the manufac 


t believe that wherever groups of 
ustry will make a proper study of 
they will quickly see that they can sell 


cheaply through the distributor than 


Irer are grovy 





manutacturers 


ition costs 


their distrib 


their products more 
they can direct. 


We hope to see 


tory profits, in 


with satisfac- 
Basic conditions would seem to point 
condition; yet, we have the old fetish of the 
presidential election year confronting us, and still may expect 


a better volume of business, 
1G9VR 


towards a bette. 


continued ignorant and unbusinesslike price-cutting competi- 
, aah 
tion. We soi 


etimes wonder how long distributors operating 
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in a common field will continue to cut each other’s throats 
for business on staple products from which they do not secure 
sufficient profit to cover carrying charges, not to speak of a 
collection and distribution charge that must be added. 
Howard Coonley, President, Walworth Company, Boston: 

Nineteen twenty-seven has been a year of disappoint- 
ments. A volume somewhat less than 1926 had been ex- 
pected, but no one anticipated such a decline as has taken 
place during the closing months of the year. As a matter 
of fact, 1927 started off with evidences of activity and it 
was not until the second quarter had passed that the decline 
set in. 

A number of factors contributed to this decrease. 
industries from which manufacturers of stee! 
and iron products obtain a considerable portion of their busi- 
ness, were decidedly off color. This was particularly true 
of the oil industry, which last spring suddenly adopted a 
policy of drastic curtailment in all its development work. The 
industries which supply equipment and materials to the 
farmers also have been decidedly below par, and from these 
we normally expect a very wholesome tonnage. The fact 
that there has been continued activity in the building trades 
and large developments in power fields, has not served to 
counteract these declines. There can be no gainsaying the 
fact that the disappearance from the market of the Ford 
company’s business has had a industry 
generally. 

With the decline in volume has come in all the metal 
lines a contagion of price competition such as has not been 
seen since 1921. However, with the forward march of this 
country, this condition can only be temporary, and we look 
with optimism. Money is easy, 
wages good, the farmers of the West and South for the first 





Some 
of the great 


decided effect on 


toward 1928 considerable 
time in years are in position to invest in new equipment, the 
petroleum situation has improved, and Ford is back in the 
market. It is difficult indeed to look forward to the future 
with anything but satisfaction. 


Alvan T. Simonds, President, Simonds Saw 
pany, Fitchburg, 


and Steel Com- 
Mass.: 

It seems evident now that since the war business in the 
United States has been moving in short cycles of about three 
with peaks in 1920, 19253 and 1926, and with depres- 
sions, more or less severe, in 1921, 1924 and 1927. This is 
not at all strange, for since 1884 to date, a period of 43 
American business has through fourteen of 
Some of them have been less than three 


vears, 


years, passed 
these short cycles. 
vears in length and a few have been as long as four. 

Since the spring of 1926, according to the leading  statis- 
tical organizations, the volume of business has been slowly 
moving down until we are (December 19) in or at the bottom 
ff a mild depression or Indications are that we 
to move upward out of this to the next peak in 
1928, or possibly in 1929. Business will, without doubt, make 
its annual spring spurt in the spring of 1928. Building opera- 
tions will feel the effect of this directly, and the lumber 
mills indirectly and a little more slowly, according to how 
large the stocks on hand may be. 

While the general movement of business in 1928 and the 
spring of 1929 is likely to be upward, this does not mean 
that total volume for the year 1928 will necessarily be larger 
than that of 1927 or as large as that of 1926. It simply 
means that we shall, sometime during the year, definitely 
find ourselves on the up grade. If easy money continues, the 
movement will be accelerated. If, because of gold shipments 
or for any other reason, money rates should move higher 
for any considerable length of time, and to any considerable 
extent, the revival of business might be slowed up so that 


recession, 


are now ready 


the next peak would not occur in 1928. 


W. H. Eager, President, Whitman Barnes-Detroit Corpora- 
tion, Detroit: 
Nineteen twenty-seven in our business has not been en- 
tirely satisfactory either from the standpoint of volume or 
This has been due to causes with which we are all 
familiar—namely, the slow business prevailing in some of 
our principal industries—and does not need elaboration here. 
The vear 1928, looking at it from this point of view, seems 


profit. 
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to promise better conditions both as to volume and_ profit. 
Several important issues which have hung over the market 
through the present year, particularly in the automobile 
field, seem to have been cleared away quite satisfactorily. 
There is one thought that is constantly recurring to me as 
deserving some consideration. 
“hand-to-mouth” buying. 


It is this question of so-called 
There seems to be a tendency to 
carry this idea to unnecessary and unwise extremes. In the 
laudable endeavor to curtail purchases and reduce invento- 
ries, the situation now confronts a number of industries that 
consumers’ stocks are very low, dealers’ and jobbers’ stocks 
are low to fair, and manufacturers’ stocks are also low to 
It is not only possible, but quite probable, that a num- 
important commodities are likely to show an actual 
shortage of no mean consideration during the fore part of 
1928. 


fair. 
ber of 


Should this result, as it generally does, in advancing 
prices, it will prove in many instances that hand-to-mouth 
buying has not been so profitable as it has heretofore ap- 
peared. In using this new principle of hand-to- 
mouth buying—we have got to learn how to balance properly 
our carrying charges with prices that can be obtained through 
quantity buying. It that we have overlooked 
this point, and let us hope that 1928 will show us more clearly 
just how to strike this balance. It seems to me that 
all around wouid be very much better therefor. 


business 


seems to me 
results 
W. J. Radcliffe, President, The E. A. Kinsey Co., Cincinnati: 

I wish very much that I could report to you that the year 
1927 was better than 1926. Unfortunately that is impossible 
for us to do, but, taking everything into consideration, we 
feel that we have had a fairly satisfactory year. 

We naturally are optimistic as to the prospects for 1928, 
and, generally speaking, we should have more business, espe- 
cially during the first six months, than we did in 1927. 

As we see it, there was never a better opportunity for 
closer co-operation between the distributor and manufacturer 
than there is at the time, and I believe that both 
realize the opportunity presenting itself now for closer co- 
operation, and I feel sure that this method will increase the 
profits for both the manufacturer 
1928. 


present 


and the distributor for 
S. Dunean Black, 
Towson, Md.: 
Our 1927 business in the United 
run about the same volume as 
ness has more than doubled. 
We believe that will be better than in 
1927. The resumption of activities by Ford will in itself in- 
fluence all business favorably. 


President, The Black & Decker Mfg. Co., 


States and Canada has 


1926, and our foreign busi- 


business in 1928 
The application of electricity 
to many tools formerly regarded as strictly hand tools is pro- 
gressing rapidly and a number of new 
tool line will undoubtedly appear in 

This, with the fact that volume production is 
enabling the tool manufacturer to give the consumer more 
and more for his dollar, is bound to increase the electric tool 
business. 


items in the electric 
1928. 


together 


Also, lately there have been many new develop- 
ments in electric tools designed exclusively for high speed 
production work. The results accomplished by these new pro- 
duction tools have been so far beyond those possible one year 
ago, that manufacturers of various commodities will be 
obliged to revise greatly their estimate of the possibilities in- 
herent in portable electric tools of the high production va- 
riety. 

The electric tool business is becoming more and more a 
highly specialized business, requiring a large volume to en- 
able the electric tool manufacturer to accomplish the results 
outlined above. 

H. E. Haiman, General Wheelbarrow Company, Cleveland: 

Our impression of the situation is that business is a 
tougher job than ever, but the business can still be gotten, 
and at a profit, by those who work harder and more intelli- 
gently than their competitors. 

During 1927 a number of our distributors, in the 
very adverse conditions, were enterprising enough to seek 
new outlets and keep right on going where competitors in 
the same territory were doing nothing at all. We did our 


share to help them by working out new improvements to 


face of 


a 49 





make their propositions more perfect for the 
were going after. 

One course open to distributors, which may lead to bette: 
business and profit, is to specialize instead of spreading out 
their efforts, and to specialize on lines where their manufac- 
turers either have put, or have the ability and willingness to 
put, sales appeal into the product. 

As regards 1928, we are looking forward to it with rea- 
sonable confidence. Let’s hope that the papa forecaster and 
all the little forecasters are correct and that general business 
conditions will be stronger. 


market they 


H. H. Kuhn, General Manager, The Hardware & Supply Co.. 

Akron, Ohio: 

During the last year this section of the state enjoyed a fair 
volume of business, and from present indications this should 
continue well into 1928. 

Competition has been very keen, and it is becoming more 
difficult to make a fair return on the investment necessary to 
give service to the trade. 

We hope that all manufacturers, distributors and consum- 
ers can look back on this year with satisfaction, as in our 
opinion the baby which was born will accomplish much good 
in our business structure. We refer to the Mill Supply 
Council. 

It is composed of men thoroughly trained in their respec- 
tive lines and always willing to give of their time to benefit 
not only themselves, but others; and we can certainly expect 
much good to come from their efforts. We all owe to them 
our whole-hearted support and co-operation. 


Nathan Fried, Johnson Belting Company, New York: 

From our observation, we believe that the year 1928 is 
going to be an extremely profitable year for the manufac- 
turers. Prices will be materially higher. 
have a seller’s market. 

Competition will be extremely keen. Consumers are not 
going to play “Santa Claus.” Purchases by purchasing 
agents are being constantly scrutinized, resulting in purchas- 
ing agents being constantly on their mettle to purchase to 
best advantage. We believe that mill supply distributors 
should give considerable thought to arranging their affairs so 
that they are able to compete with manufacturers selling 
direct. Mill supply distributors, in most cases, will receive 
preference, prices and conditions being equal. 


We are going to 


A large number of mill supply distributors are using anti- 
quated methods of distributing and purchasing. It is an old 
saying that “Goods well bought are half sold.” Mill supply 
distributors should thoroughly familiarize themselves with 
the quality of the products of manufacturers. They should 
not take it for granted that what they are buying is of the 
best value. The old story of the mill supply distributor say- 
ing, “*‘We have handled this line for such a long time that we 
would not consider making a change,” 


gressive. 


is certainly not pro- 

Changes are necessary. 

Charles T. Bush, Vice-President, The Chas. 
Detroit: 


\. Strelinger Co., 


While we are usually 
business 


somewhat hesitant about making 
forecasts, we feel most optimistic as to the year 
1928. As far as our territory is concerned, we are confi- 
dently anticipating a busy year next year. We feel quite 
sure that the production of motor cars, trucks, ete., will far 
outdistance 1927 production. The advent of the new Ford 
car, With the worldwide interest that it has created, has 
already started the upward trend in the entire motor car 
manufacturing field, and this month (December) 
a considerable increase in our volume of sales. 
The airplane manufacturing industry in Michigan, as well 
as throughout the country, is making rapid progress, both 


has shown 


as to number of companies engaged in the industry and as 
to total number of planes produced. The coming year should 
show a still greater expansion in this industry. 

In Detroit, despite curtailed production and the fact that 
many workers have been unemployed during part of the year, 
savings bank deposits have increased from month to month, 
almost without exception. This that the 
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MARCOGRAM NUMBER ONE 


WHEN PURCHASES ARE 
CONCENTRATED THE 
JOBBER’S DOLLAR HITS 
THE VERY BULL’S-EYE 
OF BUYING POWER 





This is particularly true of 
Mechanical Rubber Goods. It is | 
important for you to know that 
THE MECHANICAL RUBBER 
COMPANY provides the most 


complete and concentrated line. 











1. The most complete line of mechanical rubber goods 
manwvfactured. 
2. Quality standardized and above question 
3. Sales exclusively through distributors. 
4. Effective, business-building sales assistance. 
5. A profitable cost basis. 
Ask us more about our distributor arrangement 


The Mechanical Rubber Go. 


CLEVELAND, OHIO 


“We Back'the Jobber” | 


When writing to Advertisers please mention Mite Suppuit 


The Mechanical Rubber Company’s line gives n 
distributors these combined ddvantages: / 
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Successful Meeting of Power 
Transmission Ass’n Was Held 


First Annual Gathering at Hotel Commodore, Marked by Valuable Reports and 
Interesting Addresses— Survey of Field Received and Programme of Merchan- 
dising Advisory Committee Announced—Advisory Engineers Make Recommenda- 
tions—All Officers Re-Elected and R.C. Ball Added to List of Vice-Presidents 


The first annual meeting of the Power Transmission President: W. H. Fisher, secretary, T. B. Wood’s Sons 
Association, held December 7th in the Hotel Commodore, Company, Chambersburg, Pa. 
New York, not only brought to the fore the progress that Vice-Presidents (Kach represents one division of the 


has been made by the association association) : Frank H. Willard, Benjamin A. Keiley, Wil- 
in its brief existence, but demon- liam R. Simpson, 8S. A. Ellicson, Wylie K. Lee, E. D. Me- 
strated that it is proceeding on Kown, F. L. Curtis, and R. C. Ball. 


a definite and promising plan of The directors of the association and the divisions they 

work. represent, together with the number of vears they were 
In delivering his report at the chosen to serve, are as follows: 

opening session President W. H. Power Transmission Division—George C. Miller, presi- 

Fisher declared that more prog- dent, Dodge Manufacturing Corporation, Mishawaka, 





; ress had been made than he had__Ind., three years; J. E. Henry, secretary, The Medart 

POWER TRANSMISSION ASSOCIATION anticipated a year ago, and his Company, St. Louis, two years; George B. Mitchell, vice- 

The Adopted Emblem  Yeview of the activities of the president, Union Drawn Steel Co., Beaver Falls, Pa., one 
association and the other reports — vear. 

and recommendations submitted bore him out in his Leather Belting Division—Frank H. Willard, presi- 

statement. The meeting was well attended and members’ dent, Graton & Knight Co., Worcester, Mass., three 

showed an enthusiasm that augurs well for the future years; George H. Fisher, president, The Fisher Leather 


of the organization. Belting Co., Inc., Philadelphia, two years; Edward H. 
All officers and directors of the association were re- Ball, president, Chicago Belting Co., Chicago, one year. 
elected, and, in addition, one new vice-president and four Fabric Belting Division—Benj. A. Keiley, president, 
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new directors were chosen. The new vice-president, R. & J. Dick Co., Inc., Passaic, N. J., three years; John 
R. C. Ball, president of the Philadelphia Gear Works, was’ F. Duffy, treasurer, Scandinavia Belting Co., Newark, 
elected to represent the newly created chain gear and N. J., two years; Z. F. Harshton, genéral manager, Im- 
speed reduction mechanism division, while Mr. Ball and _ perial Belting Co., Chicago, one year. 

F. A. Emmons and D. G. Wheeler were named as directors Pulley Division—William R. Simpson, vice-president, 
of the association representing that division. H. A. The American Pulley Co., Philadelphia, three years; S. P. 
suzby was added to the list of directors representing the Browning, president, The Ohio Valley Pulley Works, Inc., 
accessories division. Maysville, Ky., two years; George L. Reeves, president, 

Following are the officers of the Power Transmission Reeves Pulley Company, Columbus, Ind., one year. 

Association for the ensuing year: Hanger Division—-S. A. Ellicson, president, Chicago 
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The Dodge Distributor 


—Consultant to Industry— 











HE properly qualified dis- 

tributor of Dodge prod- 
ucts iS more than a store 
salesman. He is a consultant 
to industry. He represents an 
organization of unlimited re- 
sources for the manufacture 
of industrial equipment. 


With the aid of Dodge prod- 
ucts, data and engineers, the 
Dodge distributor assists ex- 
ecutives of industry to equip 
their plants for smooth and 
economic operation. He is 
backed by huge stocks of me- 
chanical equipment* at the 
Dodge Plant in Mishawaka 
and the warehouses at Oneida, 
N. Y., and Chicago. His value 
to industry in maintaining the 


Power Transmitting, Material Handling, Special 
Machinery, Dodge-Timken Bearing Applications. 








uninterrupted flow of the 
world’s production is almost 
beyond estimation. 


There are 500 Dodge Distribu- 
tors operating under 13 differ- 
ent sales offices, putting Dodge 
experience and facilities at the 
command of all industry—and 
thereby making their service 
to their respective communi- 
ties exceedingly valuable. 


Dodge Manufacturing Corporation 
Mishawaka, Indiana 





Distribution 


Fifteen District Sales Offices 
located in Chicago, Milwau- 
kee, Minneapolis, Cleveland, 
Cincinnati, Oneida, Boston, 
Philadelphia, New York, 
Newark, Atlanta, St. Louis, 
Houston, San Francisco and 
Portland cooperate with 500 
leading mill supply and ma- 
chinery dealers in making 
Dodge service immediately 
available to industry. 
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Pulley & Shafting Co., Chicago, three vears; Charles M. 
Murray, president, Transmission Ball Bearing Co., Inc., 
Buffalo, two vears; H. T. Hallowell, president, Standard 
Pressed Steel Co., Jenkintown, Pa., one year. 
Wylie K. Lee, president, Clipper 
Belt Lacer Co., Grand Rapids, Mich., three years; H. A. 
Buzby, president, Keystone Lubricating Co., Philadelphia, 
two years; William D. Young, vice-president, Cling-Sur- 
face Co., Buffalo, N. Y., one year. 
Tanners and Curried Leather Division 


Accessories Division 


Ik. D. McKown, 





WILLIAM R. SIMPSON 


vice-president, Hans Rees’ Sons, New York, three vears; 
Hiram S. Brown, president, Central Leather Co., New 
York, two vears; Henry W. Boyd, president, Armour 
Leather Co., Chicago, one year. 

Rubber Belting Division—F. L. Curtis, vice-president, 
The Manhattan Rubber Mfg. Co., Passaic, N. J., three 
years. 

Chain Gear and Speed Reduction Mechanism Divi- 
sion—R. C. Bail, president, Philadelphia Gear Works, 
Philadelphia, three vears; F. A. Emmons, sales manager, 
Foote Bros. Gear & Machine Co., Chicago, two vears; 
D. G. Wheeler, sales engineer, The Whitney Mfg. Co.., 
Hartford, Conn., one vear. 

The president, vice-presidents and treasurer compose 
the executive committee. 

FIVE REPORTS OF PARTICULAR INTEREST 

MILL SUPPLIES carries in this account of the Power 
Transmission Association meeting five reports to which 
special attention is directed. One is the annual report 
of President Fisher, which is reprinted in full and gives 
an excellent idea of what the association did during the 
first vear of its existence. The second is the report of 
the very important merchandizing advisory committee, 
which is also printed in full. This report shows the find- 
ings of this committee and outlines the proposed pub- 
licity and selling programme. This will be of particular 
interest to mill supply houses handling power transmis- 
sion equipment. In this report are listed the members 
of the two sub committees, one of them the publishers’ 
relations committee and the other the dealers’ relations 
committee. The latter is composed of representatives of 
distributors. Manufacturers, distributors and their 
salesmen will benefit greatly by reading the address de- 
livered at the afternoon meeting by William Staniar, 
chairman of the board of advisory engineers, on “Me- 
chanical Transmission Economies.” This address, which 
is reproduced almost in full, will aid them in their sales 
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efforts. Mr. Staniar directs attention to the importance 


( 


f mechanical transmission equipment and cites the need 
for closer attention to its selection by industrial users. 
The fourth matter to which particular attention is 
directed is the report of the survey of the field by Homer 
S. Trecartin, engineer. The fifth is the list of recom- 
mendations of the Board of Advisory Engineers. 

The annual meeting really consisted of three sessions. 
While the association proper was meeting in the west 
ball room, members of the board of advisory engineers 
gathered in Tavern Room C to take up technical matters 
related to power transmission. At noon the members of 
the association and advisory engineering board, mem- 
bers of the American Society of Mechanical Engineers 
who were present and other guests gathered at luncheon 
in the west ball room, and the luncheon was followed 
by a number of interesting addresses. Representatives 
of the department of commerce, the American Society of 
Mechanical Engineers, the American Engineering Stand- 
ards Committee and Mr. 
gramme. 


Staniar were on this pro- 


Morning Meeting of the Association 

The morning session of the association was called to 
order by President Fisher. He then delivered his annual 
report which was as follows: 

One of the most interesting chapters of the biography of 
a man is the account of that period of his earlier life when 
he was planning and preparing to take up his life’s work, 
and usually that period was one of the most critical of his 
whole career. 

As it is with individuals so also is it with organizations, 
and as we have just ended our first official year of existence. 
so also have we passed through what perhaps will be our 
most critical year. Certainly it has been a most interesting 
period. 

A year ago the transmission industry was just awakening 
to the fact that it was high time to inaugurate a co-operative 
movement to protect and promote the interests of the various 
industries involved. We realized then that the practice of 
direct driving was seriously affecting manufacturers of ma- 
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terials used in the mechanical transmission of power and we 
recognized the necessity of taking some concerted action to 
meet and counteract this growing tendency to transmit power 
by other than mechanical methods. 

Today we have the nucleus of a large and powerful organ- 
ization, fully and completely officered, functioning satisfac- 
torily and rendering efficient service to all of its members. 

REVIEW OF YEAR’S ACCOMPLISHMENTS 

During our first year we held three directors’ meetings and 

six executive committee meetings, and while it may be dif- 
(Continued on page 89) 
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1780—Wire Scratch 
Brush. Straight back 
brushwithextralong 
wires for general use 
The wire used in Os- 
born ScratchBrushes 
is the first quality 
tempered steel, 
drawn especially for 
scratch brush use. 





28—Bridled Casting Brush. This 
brush contains more wire than the 
ordinary casting brush. Heavy 
sheet iron bridles minimize vibra- 
tion and reduce breakage of end 
wires. Will give 2 to 3 times the 
length of service. 





1779—Wire Scratch Brush. 
Made with curved back 
For removing pant, var- 
nish and rust. 





BETTER 


1781 





Wire Scratch 
Brush. Standard 
Shoe Handle 
for household, auto 
or factory use. 


WEARING BRUSH 


W he 


Brush 


Long Life— 
Efficient Service with 
Osborn Wire Brushes 


Painters, above all other workers, demand long 
wearing service and permanence of cutting 
qualities in wire scratch brushes. 


The fact that Osborn Wire Brushes are well 
and favorably known among the painting 
trade is evidence of their better-wearing 
qualities. 


In Osborn Wire Scratch Brushes, the wire is 
scientifically treated to assure permanent cut- 
ting quality—each brush is shaped to make 
the particular job for which it is intended 
easier and quicker. 


Osborn’s standard—A Better-Wearing Brush 
for Every Use—is fully demonstrated in its 
line of wire scratch brushes. 


Tw OS80RN MANUFACTURING LOMPANY 
5401 Hamilton Avenue 


Branch Offices 


New York Detroit 
San Francisco 


Cleveland, Ohio 


Chicago 
os Angeles 






1777—Steel Wire 
Scratch Brush. A 
narrow brush for 
pattern makers and 
brazier’s finishing 
work, cleaning archi- 
tectural iron work, 
figured brass and 
small castings. 


Brush. 
tempered flat steel wire 
—veryv strong and dura- 
ble. Made in severalsizes. 





7—Plain Wire Casting 


Made of special 
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niformity of Demand Returning 


Valve and Fittings Index and Other Studies Indicate Tendency 
Toward Balance of Exchange Between Industries, Which Augurs Well 


JOSEPH H. BARBER* 
Assistant to President and Chief Statistician, Walworth Company 
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The 
experience 
of the 


volves and fittings. 


monthly index is not based upon any single company’s 
but is de veloped from broadly sé le cted MeUSHTES 
quantitu of demand in all those that 
The inde ze has bec vw COrre cted for inne le- 
vent seasonal fluctuations and price 


industries USE 


od iatiows, 


As the current postings of the Valve and Fittings In- 
dex show, demand is moving irregularly, about on a flat 
level. Since our reasoning argues that the general trend 
should be upward, the reluctance of the curve to rise is 
no doubt caused by the nearness of the inventory period. 
The delay in improvement is probably temporary. 
times we “step back” so to speak, “in order to jump the 
better.” Certainly the present lull will make possible 
a more solid foundation for the advance when it 
come. 


sSome- 


does 


At a time like the present, when many of 
barometers are indicating gloomy declines 
ance are contradicting each other, it is well 


our accepted 
and the bal- 
to single out 


the few barometers that get at the causes 

of business fluctuations. The Valve and saad | 
Fittings Index gets back to fundamentals ; i 
and measures the quantity of demand in all ao ? 
those industries that use valves and fittings ARN 


which includes nearly all industries. 

A manufacturer thinks of ‘‘business” in 
terms of his shipments against his custom- 
ers’ Financially he must figure 
profits against actual shipments to his job- 
ber customers; but, to him, business is good 
when his are ordering in large 
quantities, and business is bad when job- 
bers’ orders are scanty. When conditions 
change for the better, returning confidence 
‘ule confined to individual indus- 
tries but becomes rather general. Records _— 
show that jobber ordering rises and falls at F 
very nearly the same time in all industries, 
but this fact is usually obscured in the “barometers” of 
production, shipments, prices or values. The Valve and 
Fittings Index measures order-placing by jobbers on 
manufacturers, and records in timely fashion their cur- 
rent action based on their judgment as to the future. 

After a depression, when the index line rises, usually 
demand in-nearly every industry seems to rise in a sort 
of mass movement. But at the height of a boom, some 
industries have risen much while others have risen only 
a little. Therefore, great irregularities develop during a 
hoom, and, as a consequence, demand sags generally until 


orders. 


jobbers 


is notasa 


Copyright, 1928, Walworth Company. 





I—Chart 


a uniformity of demand is again restored. Fortunately, 
at the present time the trend is toward a greater uni- 
formity and a better balance than has existed for many 
months. This is significant, for, while increasing irregu- 
larities forecast a decline of demand, increasing uniform- 
itv and better balance as between industries precedes 
recovery of demand and renewed activity. 

This rule demonstrated in the research studies 
that eventually yielded the Valve and Fittings Index. We 
had studied many order records from national trade asso- 
ciations and from varied industries. Each series, if not 
representative of total United States ordering conditions 
in its industry, is at least a good sample of a broad ter- 
ritory. Figure 2 shows one way of studying those rec- 


was 


ords. Each series of demand figures was made into an 
index based on the average month of 1921-1924 as 100 
per cent. In the earlier vears there were 12 sets of 


records, so at each monthly location at the left hand of 
Figure 2, there are twelve dots, each of which represents 
the level of ordering that month in one of the industries. 
At each monthly location during most of the recent vears, 
there are about thirty dots, each showing the level of 
ordering that month in some one of the broader list of 
industries for which records were then at hand. 

It was easy to show up the mass movement of all or- 
dering demand by recognizing a few facts. Each month 
some industries are erratically high and some may be 
erratically low. On Figure 2 the upper faint line is drawn 


ean nec ee 
- r AVERA® | 
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1925 171826 3 +s 


the Mass 





22 1994 | 
the “Scatter” or “Concentration ot 


d of Demand in AMani; Industries. 


51 a a (ES ae 


Showing 

T i 
so as to exclude the two (or, in later years, three) er- 
ratically high dots each month. The lower faint line is 
similarly drawn to exclude the erratically low dots each 
month. The middle heavy line is drawn through the mid- 
dle dot of each month. 

These three separate lines upon the chart emphasize 
the trend of the mass movement of demand. At certain 
times, the extended “scatter” of the dots, which widens 
the area between the two fine lines, shows that there is 
then a great irregularity in the distribution of the de- 
mand: whereas, at other times, a close “clustering” of 
all the dots, which narrows the distance between the two 
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DROP FORGED 
STEEL VALVES 
& FITTINGS 
Specified By 


JENKS& BALLOU 


CONSULTING 
ENGINE ERS 








Dependability-- 


the power to perform a day day in 


and day out without variation is the outstanding 
chasactathtlc of Vogt Valves. Jenks & Ballou, leading consul- 
tants in Steam Engineering, recognized this fact 


in specifying the valves for the new Turbine Hall 
of the Narragansett Electric Light Company of 
Providence, R. | 


HENRY VOGT MACHINE Co. 


INCORPORATED 
LOUISVILLE, HY. 
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lines, indicates an approximate uniformity of activity as line) very definitely reflects all of the major fluctuations 
between all industries. This essentially good balance of | suggested by the area between the upper and lower faint 
exchange between all industries usually represents a lines. Moreover, when there is a decisive upward or 
sharing of fair profits on the part of all industries. This downward movement the Valve and Fittings Index has 
is best in the long run, for no single industry can long the advantage of showing the fluctuation a little more 
profit at the expense of another industry. decisively than the “middle dot” line that appeared as 

In mid-1919, the “scatter” had been reduced to a nar- the heavy line upon figure 2. In general, however, it is 
raw range. Business was only at normal—but all were clear that the Valve and Fittings Index is a representa- 
sharing about alike at that fair level. After nine months, tive measure of the mass movement of demand in a wide 
and during the period marked “A” on figure 1, prosperity assortment of industries and the significance of the 





had come—but it had not come alike to all. The “scat- fluctuations revealed by the Valve and Fittings Index 
ter” was over a relatively wide vertical area. This was should prove of timely, informative value to all those 
an unhealthy condition. Such a condition | -ysaapn os [eq 
always precedes and forecasts a downward oe, Hen en ee Oa a | He Baar! duck cli 
mass movement that continues until ap- . A} os & os9e1 924 HONTHLY AVERAGE” | 


proximate balance is restored. In 1921 busi- 
ness had collapsed to sub-normal levels but 
the scatter had been reduced and all indus- 
tries were sharing and sharing alike, even 
if it were a sharing of adversity. Never- 
theless, the re-established balance assured 
a definite recovery, which took place in 1922. 
This kind of sequence occurred again in 
1923 when, at point B upon figure 2, this 
scatter widened so much that there was 
recurrence of a great irregularity of de- 
mand. In the first quarter of 1923 the 
more “sensitive” industries had gotten re tevhle! : . : : : 
twice or three times as great a volume (Cigia 1 sae r. _ a | a a 
of orders as in the first quarter of 1922, Figure 3—Valve and Fittings Indea Shown Against Background of the 
, Mass Trend of Denend in Many Industries. 
while at the same moment demand upon ; 
other industries was scarcely any better than in the who are affected by the fluctuations of general demand. 





first quarter of 1922. Business cannot be permanently At a time such as this when the accepted barometers 
founded upon such irregularities in the exchange of de-  ceem to be contradicting each other, we need to be doubly 
mand. So the faint lines sagged down, drawing closer careful to true up our perspective. Some economists have 
together toward the end of 1923. taken great pains to argue at length that inflation existed 

During the third quarter of 1924, a very close cluster- and still exists in 1926 and 1927. They claim that the 


ing again suggested that industries were sharing and ear marks of inflation may be readily observed. They 
sharing alike and this condition just preceded the marked — point to the loans of all the banks in the United States, 
rise of demand upon the part of many industries, at the and comment that they have risen from $28,687,000,000 
point marked “C” in early 1925. The irregularities that in 1921, to $36,040,000,000 in 1926. They are concerned 
occurred then at the very opening of 1925 were presently because investment securities held by these banks in- 


corrected and ever since 1925 there has not been a repeti- creased from $11,379.000,000 in 1921 to $15.814.000.000 
tion of the wide irregularities and great scatter that in 1926. It is true that both of these increases have 
occurred either in early 1920 or early 1923. This condi- been continuing into 1927. These economists are worried 


tion of generally continuing uniformity in the exchange because in New York alone, loans to stock exchange 


‘eae 


of demand between industries has probably been one otf — brokers increased from approximately $750,000,000 in 


the greatest factors tending toward the elimination of 1921 to around $4,000,000,000 in the fall of 1927. They 
serious business fluctuations either up or down. note that the average price of fifty leading stocks has 


On the other hand, there was a very definite swell of | climbed from a low point of $58.35 in 1921 to a high 
demand up through 1925 and then downward through point of $180 in 1927. And it is unthinkable, in their 
1926 and early 1927 that shows that the swings of the minds, that building construction, increasing from $2,- 
business cycle are still with us. Still, since figure 2 827,000,000 in 1921 to $7,172.000.000 in 1926 can con- 
shows that no great irregularity occurred at any time — tinue at any such levels. 
during the moderate boom of 1925 and 1926, there can 
be no great accumulation of irregularities needing “cor- 
rection.” As a matter of fact, there has been enough 
protracted sagging of demand during the last few months 
so that the upper and lower faint lines upon figure 2 
have been drawing closer together, and the fourth quar- 
ter of 1927 will probably complete that close clustering 
of dots upon the chart that will suggest good uniformity 
of demand as a basis for the next general upward move- 
ment. 


They claim that these exhibits all prove that we have 
had, and are passing through, a period of great inflation 
and that this “inflation’’ must necessarily wind up in 
financial disaster. But, what is the definition of ‘“‘infla- 
tion?” Certainly, a mere “rise” is not in itself inflation. 
Healthy expansion and growth are not to be condemned. 
We must distinguish between business expansion and 
mere empty inflation. In both expansion and inflation we 
usually have rising prices, increasing production, advanc- 
ing wages and an enlarged trade turnover. The difference 

By way of emphasizing what all this means in terms between the two is to be found chiefly in the field of 
of our Valve and Fittings Index, figure 3 is introduced credit, but there are other differences. We have infla- 
to show the Valve and Fittings Index against the same tion when we leap before we look; when we spend more 
background of the mass movement of demand as charted than we get: when commodity prices rise faster than 
in figure 2. We are not surprised to see from figure 3 production; when employes are paid more to turn out 
that the Valve and Fittings Index (the middle heavy less: when employers produce more than is being con 
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To Begin With— 


Convenient sizes, accurate casting and even texture throughout 


make Johnson Bronze Bars especially economical and desirable for 
the manufacture of special bronze parts. 


All the sizes for which there is any demand are found in the 32 solid 
bars ranging from !%" to 4! 3" in diameter and in the 192 different 
cored bars ranging from 1/%” to 6” outside diameter and from 7s" to 
3" inside diameter. All the 224 different sizes are 12” long. 


Careful compounding and casting of these bars insure homogeneity 
throughout and accurate conformity to measurements. Special 
attention is given to the precise centering of the cores in the cored 


pl: i 
bars, to eliminate waste that would otherwise result from rough- 
ing cuts. 


i <7 
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Further economy lies in the fact that these bars may be obtained 
immediately, direct from warehouses conveniently located at New 
Castle, Chicago, Kansas City and San Francisco. 


JOHNSON PRODUCTS 
Piston Pin, Tie Rod, Steering 
JOHNSON BRONZE CO. fpucite."Soring Bie, Spring 
, Shackle, Generator, Starting 
Newcastle. Pa. Motor, Special Miscellaneous 


JOHNSON Y 


and Solid Bronze Bars. 
BUSHINGS BEARINGS BAR BRONZE 
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sumed; when growth of government expenditures exceeds 
that of taxable income and the ability to pay; when stock 
prices are jacked up out of proportion to corporate earn- 
ings; When deposits shrink, but loans increase faster 
than the value of securities and production to be financed; 
when interest rates stiffen in the face of narrowing 
profit margins; and when the generally reckless specu- 
lators and business operators would try to “hog’’ busi- 
ness away from the more conservative administrators. 

When these conditions exist we have long since passed 
from a condition of healthy expansion into one of fever- 
ish inflation. But the facts today do not point to any 
such situation. With reference to all of the statistics 
cited, there is almost complete justification for each 
increase. It is true that, as a country, we have been for- 
tunate in having a gold supply that could back up our 
active utilization of the many opportunities providing for 
healthy expansion. But the signs are yet to develop that 
we have over-used or over-expanded beyond the limit of 
our resources. 

Quite the judging the present 
symptoms in the light of those we have just enumerated, 
we have clearly gone in a direction opposite from that 
of inflation—prices have been declining while production 
has been increasing’; emploves are turning out more even 
though in total they are being paid less; interest rates 
have been declining; government expenditures and taxes 
are being reduced; savings bank deposits, life insurance 
sales, and the like, show that individuals are not over- 
spending; and there is generally an attitude of caution 
that makes us look before we leap. It is inconceivable 
to think of these as symptoms of inflation; rather, that 
they forecast a period of renewed expansion. 

These considerations, therefore, confirm the deductions 
from figure 2. The analysis there depicted a gradual 
restoration of the uniformity of demand as between in- 
dustries. There is a tendency toward a balance of ex- 
change between industries, so that they are “‘sharing and 
sharing alike.” We cannot all be lifting ourselves up by 
the boot but if all industries are producing 
greater output more effectively; if they are exchanging 
their products upon an equitable basis and are consuming 
the goods that are produced; and if we have the credit 
resources to facilitate the necessary transfer of these 
yoods from one set of hands into another, then we have 
only to press forward to still better goals ahead. 


contrary, economic 
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NEW CORPORATION FORMED 


The F. E. Myers & Bro. Co., Ash'and, Ohio, to Offe: 
S<me of Stock for Sal2 to Public 


At a meeting of stockholders of The F. E. Myers & 
Bro. Co., Ashland, Ohio, early in December, action was 
taken to authorize sale and transfer of all property and 
assets of the existing corporation over to a new corpora- 
tion organized under the same name. 

The new company will have an authorized capital stock 
of $3,000,000 in 6 per cent cumulative preferred stock 
and 200,000 shares of no par value stock. Officers of 
the new company and the management will remain the 
same as in the old organization, but two new directors, 
representing financial interests, have been added to the 
board. 

The officers are as follows: P. A. Myers, president; 
John C. Myers, first vice-president; Guy C. Myers, sec- 
ond vice-president; A. N. Myers, third vice-president; G. 
D. Myers, fourth vice-president; F. B. Kellogg, secretary- 
treasurer. In addition to the officers, the following are 
members of the board of directors: T. W. Miller, The 
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Faultless Rubber Co., Ashland; J. R. Nutt, president, The 
Union Trust Co., Cleveland, and L. B. Williams, vice- 
president, Hayden, Miller & Co., Cleveland. 

It is the intention of the management to list pre- 
ferred and common stock on the Cleveland stock ex- 
change, and shares can be purchased by the public. It 
has been announced by officials of the Myers company 
that a substantial amount of both preferred and common 
stock has been sold to the brokers and will soon be offered 
for sale to the public. 

“It will be the policy of the company to expand and 
develop and to make the industry an even more impor- 
tant factor in Ashland and community than it has ever 
been before,” stated President P. A. Myers. “We are 
enjoying a steady volume of business, and the outlook 
for the coming year is very favorable for a substantial 
increase in the sales of our line of goods.” 

The F. E. Myers & Bro. Co. is a manufacturer of hand 
and power pumps, water systems, hay and grain unload- 
ing tools, barn, factory and garage door hangers, store 
ladders, etc. The company was started by the late F. E. 
Myers, who was joined later by his brother, P. A. Myers, 
the latter having secured patents on a double-acting force 
pump and a glass valve seat cylinder. The partnership 
Was incorporated in 1921, at which time F. E. Myers was 
made president and P. A. Myers first vice-president and 
general manager. When F. E. Myers died, late in 1923, 
P. A. Myers was elected president, which position he has 
heid since that time. The company has grown steadily, 
both in the way of increased business and plant expan- 
sion. Seven hundred people are employed by the com- 
pany in Ashland. 


STANDARDIZED CHUCK LINE 


Jacobs Mfg. Co. Issuing 25th Anniversary Catalogue 
Showing New Se*-up of Produc‘s 


The Jacobs Mfg. Company, Hartford, Conn., is issuing 
a new catalogue. known as the 25th anniversary edition, 
Which not only marks a birthday in the life of the com- 
pany, but lists a new standardized line of chucks, which, 
according to the company, is the result of many months 
of study, development and engineering work and co- 
operation on the part of drilling machine manufacturers. 

The standardization process has resulted in a marked 
reduction in the number of models to handle various 
drilling needs, yet a type of chuck is provided for every 
purpose in the field. the company states. This stand- 
ardized line of chucks will be known as the Three-model 
line of Jacobs Chucks and will consist of seven ball bear- 
ing super models for use on drill presses, lathes and other 
production machinery; eight plain bearing improved 
models for portable tool and light drilling use, and four 
of the new self-tightening models which will be known 
as the Jacobs Keyless Portomatic Chucks, designed espe- 
cially for use on portable tools where the hand operated 
feature is desirable. The company states that a high 
degree of interchangeability has been secured between 
all these models. 


Know These Manufacturers? 

MILL SUPPLIES has received inquiries as to the names 
of the manufacturers of Red Crown elevator belts and 
Dean’s patent friction clutch. If vou know the names 
of either or both of these manvfacturers, will you send 
the information to MILL SUPPLIES, 
street, Chicago? 


537 South Dearborn 
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This Mark is 
Your Guarantee 
of Absolute . 


Accuracy 
Uniformity 
Stability 








Taps, Dies, Screw 
Plates and Reamers 


are rated by the degree of pre- 
cision with which they cut threads 
and ream holes. 

The reputation for accuracy and 
dependability held by Butterfield 
Tools extends over a period of 
45 years. 














The demand created during that 
time keeps Butterfield Tools | 
moving in regular volume to the 
industries of the country. Many 

supply houses number them 
among their preferred lines be- 
cause of their steady sale and the 
satisfaction they give the user. 








Catalog 19 will be sent you upon request. 
~ “ 7 


BUTTERFIELD & CO. owision 


Union Twist Drill Co. 
Derby Lime, Vt..U.S. A. Rock Island. Quebec, Canada 
New York, 62 Reade St.; Chicago, 11 So. Clinton St 


Detroit, 406 E. Woodbridge St.; Toronto, 67 Adelaide St., 
West: Montreal, 131 St. Paul St., West 
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Greatly—Have You? 


Several Hundred Distributors Have Mailed in Replies, But More 
Answers Are Necessary if Survey Is to Carry the Desired Weight 


There appear on this page reproductions of a letter 
and questionnaire sent out by MILL SUPPLIES during 
November to distributors of mill, mine, steam, and allied 
lines of supplies, machinery and tools. 

The letter was an appeal for co-operation from supply 
houses in the effort of this magazine to obtain definite 
information on business done by supply houses in all the 


THE CRAWFORRIPUBLISHING CO 





November 15, 19£7. 
Attention: 
The President. 


Dear Sirs: 


Are you willing to do something to sell 
of the supply house? 


the manufacturer cn the soonomio value 


Will you prove it by giving a few minutes of 
partment's time in furnishing us with informa 
figures froz other supply housee, will 
facturers of your value? 





Vericus associations have tried to assemble these fac 
of inertia in the field proved true, and their off 






<6, but the frequent charge 
te failed. 

MILL SUPPLIES is wi 
epreading the inf 
the enclosed form. 





to spend many bundrede of dollars in gathering and 
in massed form, which is requested of you in detaii on’ 





Do you trust us? Will you help by filling out +t 
company is absolutely confidential. 


he form? The detail and nam of 


Byen a fifty percent return is useless. No one believes in returns multiplied by 
two or four for totals. 





We believe MILL S 


is the proper agent to do this work. With a right return, 
we wil 


th all other legitimate agencies to spread the good news. 





co-operate 


necessary. Round a@ounts are. Here is your chance to sit 
can be made a tremendous force for good to you and your 





pee, please. Put them on the enclosed blank, and enclose 


addressed envelope before you. 





Very hopefully yours, 
MILL SUPPLISS 


CCC /EM Bait ar. 


various lines listed. The recipients of the letters were 
asked to fill out the questionnaire and return it as soon 
as possible. 

Exact figures were not asked in the letter. All the 
figures requested were the amounts of sales of the lines 
listed for the last calendar or fiscal year, on a dollar basis 
and in round numbers—not exact figures. 

It was brought out in the letter that the information 
submitted by distributors would be treated absolutely 
confidential. Positively no information on the business 
done by individual houses will be published or given out 
to anyone. MILL SUPPLIES simply wants to obtain these 
figures to secure the total sales of the various lines 
through supply houses. This would then provide definite 
information to present to manufacturers in an effort to 
induce them to rely more definitely on supply houses 
as the most economical and efficient medium of dis- 
tributing their products. 

One of the most important competitors the supply 
house has today is the manufacturer who sells direct, or 
the manufacturer who distributes through supply houses 
but offers only half-hearted support to them. There has 


been much discussion on the question of supply house 
distribution. MILL SUPPLIES believes thoroughly in the 
advantages of dealer distribution, and heralds them at 
every opportunity, but figures are far more convincing 
than general statements. If the manufacturer leaning 
toward direct selling or the one not supporting his dis- 
tributors properly sees in honest-to-goodness figures the 
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amount of business done in his line by supply houses dur- 
ing a year, he may be thoroughly converted. 

All the distributor is asked to do is to state whether 
or not he handles a certain line, whether he conducts a 
special department for any of the lines named, approxi- 
mate annual sales for last calendar or fiscal year on each 
line and the number of salesmen specializing on this 
line, if anv, as well as the total number of salesmen. 

MILL SUPPLIES urges the distributors to fill out their 
questionnaires and send them in at the earliest possible 
moment. Several hundred filled-out questionnaires have 
already been received, but the total figures presented to 
manufacturers must be representative of the great bulk 
of supply houses if they are to carry any weight. Pick 
up your questionnaire now. It will take you only a few 
minutes to look up the figures and fill it out. If your 
questionnaire is missing, write to The Crawford Publish- 
ing Co., 537 South Dearborn street, Chicago, and another 
will be sent to you. 

As stated in the letter, MILL SUPPLIES stands ready to 
spend any amount of money necessary in gathering this 
information and spreading it in massed form. 
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THE TEXTILE MILL 
SUPPLY COMPANY 


Keeping Pace With the Needs of An Industry 


Hk notable development of the textile 
industry in the South is one of the out- 
standing facts of American industry of today. 
The years of service rendered by Mr. Fred W. 
Glover as Chairman of the Textile. Committee 
of the Southern Supply & Machinery Dealers’ 


\ssociation have contributed to the success of 


the mill supply jobbers in the South in serving 


When writing t \dvertiser 


pl 


this growing industry. The new catalogue of 
Mr. Glover’s own company, The Textile Mill 
Supply Company, was built on the Donnelley 
Unit Selection Plan. This plan offers equally 
expert service to jobbers specializing in steam 
supplies or machinists’ supplies or mine supplies 
or contractors’ supplies or electrical supplies or 
plumbing supplies or automotive accessories, 


ise mention Mitt Suppiies 
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200 or 300 


“Assistant Salesmen” 
for $3.00 or $4.00 per week 








j 


A THIS time when you are making plans for increasing 
the effectiveness of your selling, consider how much more 
your salesmen can get from their territories if you reenforce each 
of them by sending 200 or 300 “‘assistant salesmen”’ in catalogue 
form to help them with the engineers, superintendents and pur- 
chasing agents whose business they are soliciting. 


There isn’t a salesman in your organization who would not 
agree that he can earn $5.00 or $10.00 per week in additional 
profits for you from his territory if he has the aid of a good catalogue 
of your goods in the hands of the buyers. 


And yet, by adding, say, $3.00 or $4.00 per week to what 
you are already putting into the salary and traveling expense of 
each of your road salesmen, you can have the finest of catalogues 
on the Donnelley Unit Selection Plan. 


The cost of any jobber’s catalogue depends on the number of 
articles he shows, and the number of buyers to whom he sends 
catalogues, but we shall be glad to make a survey of your individual 
requirements for quotation at your office, without expense or 
obligation. 


And we can enable you to have these fine new catalogues at 
work for you before the Summer business 1f you but say the word. 


JOBBERS’ CATALOGUE DEPARTMENT 


R. R. DONNELLEY & SONS COMPANY 


Builders of Mill Supply Catalogues Since 1904 


731 PLYMOUTH COURT CHICAGO 


When writ to Advertisers please mention Mitt Supprit 
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Belting Organization’s Flying Start 


Newly Formed American Leather Belting Ass’n Held Enthusiastic 
Dinner and Meeting in Hotel Commodore, New York, December 6th 


An enthusiastic and successful dinner and meeting of 
the newly formed American Leather Belting Association 
and others in the industry who were interested, was held 
in the Hotel Commodore, New York, Tuesday, Decem- 
ber 6th, on the evening preceding the first annual meet- 
ing of the Power Transmission Association. 

An important feature of the meeting was the reading 
of a resolution on the disbanding of the National Associa- 





tion of Leather Belting Manufacturers by George H. 
F. HW. WILLARD 
Fisher. The resolution, which is self-explanatory, is as 


follows: 

“Whereas, the members of 
ot Leather Belting 
assembled on 
reliable 


the National 
Manufacturers, in 
December 6th, 1927, have been informed 
authority that leather belting manufac- 
turers are of the general opinion that one leather belting 
manufacturers’ association would better promote the in- 
the trade, and the trade’s obligation to the 
public, than would several associations, therefore, be it 

“RESOLVED, that the National Association of Leather 
Belting Manufacturers disband, and it hereby instructs 
its secretary, George H. Blake, to proceed to liquidate 
its affairs and turn over such balance of its funds as 
may remain after liquidation, to the American Leather 
Belting Association upon having received 
as to the best method of so doing.” 

In view of this action by the National Association, it 
was expected that a meeting of the Leather Belting Ex- 
change would be heid soon to consider the proposition of 
disbanding in the interest 
ization. 

There are 25 charter members of the 


Association 
annual meeting 


on 


terests of 


legal advice 


of having one general organ- 


new American 


Leather Belting Association as follows: Alexander 
Bros., Inc., Philadelphia; E. P. Alexander & Son, Inc., 


Philadelphia; Baldwin Belting & Leather Co., Inc., New 
York; Charles Bond Company, Philadelphia; Browning- 
Roberts Belting Co., Knoxville, Tenn.; Chicago Belting 
Co., Chicago; L. P. Degen Belting Co., San Francisco; 
The Fisher Leather Belting Co., Inc., Philadelphia; Grand 


Rapids Belting Co., Grand Rapids, Mich.; Graton & 
Knight Co., Worcester, Mass.; Holyoke Belting Co., Hol- 
voke, Mass.; E. F. Houghton & Co., Philadelphia; Charles 
L. Ireson Co., Boston; Laurence Belting Co., New York; 
Missouri Belting Co., St. Louis; Moloney Belting Co., 
Chicago; Page Belting Co., Concord, N. H.; Philadelphia 
Belting Co., Philadelphia; Geo. Rahmann & Co., New 
York; F. Raniville Co., Grand Rapids, Mich.; Chas. A. 
Schieren Co., New York; Schwartz Belting Co., New 
York; Whiting Leather & Belting Co., Long Island City. 
N. Y.; I. B. Williams & Sons, Dover, N. H.; J. E. Rhoads 
& Sons, Philadelphia. 

F. H. Willard, president of the association, presided 
at the meeting. Mr. Willard asked Secretary Julian H. 
Alexander to read a letter explaining the purpose of the 
meeting, which had been sent to leather belting manu- 
facturers. 

AIM IS ONE ALL-EMBRACING ASSOCIATION 

Secretary Alexander read the letter, which told briefly 
of the formation of the new association, on October 20th, 
and which stated that the organization is ‘designed to 
meet the universal demand for one strong, all-inclusive 
organization of the trade.” The report of the organiza- 
tion meeting, which was also read, stated that all the 
active manufacturers of flat leather belting in the United 
States and Canada are eligible for membership, and 
that: “The objects of The American Leather Belting 
Association shall be to promote a better understanding 
and feeling of co-operation among the leather belting 
fraternity, to collect and distribute such information 





JULIAN ALEXANDER 


for the good of the trade as the association may decide, 
and to take up any routine or emergency work which may 
seem desirable from time to time.” 

There followed discussion of the suggested plan for 
gathering from individual members the aggregate 
monthly volume of sales by weight and value, the totals 
of all reports to be submitted to members within the 
month. Submission of this data would be entirely vol- 
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untary. It would be submitted te the Tanners’ Council 
and distributed by the latter, and information furnished 
by individual companies would be kept strictly confiden- 
tial. The reports would be supplied to only those mem- 
bers sending in the information. No definite recom- 
mendations were made or adopted regarding the collection 
and distribution of the data, however, and the whole 
plan is tentative as yet. 

Explaining the idea of reporting sales volume in an- 
swer to a question, President Willard spoke as follows: 

“Most men have found it very valuable to have statis- 
tical information in regard to the total volume of the 
industry in the country. The Tanners’ Council is a 
shining example of that. It has enabled them to oper- 
ate intelligently in their readjustment of the production 
and readjustment of the very difficult situation in which 
they found themselves in 1921. But the Tanners’ Coun- 
cil is not the only example of it; almost every trade 
that I know anything and I have 
with many of them—are using statistical 
information for the general use of the membership. 
You go to the United States Census Bureau and get 
statistical information on almost everything, and it has 
proved of value to most lines of business. 

“We have felt that we could well afford to collect this 
information. It would be collected from those who are 
willing to send in the information to the central bureau, 
where it would be classified and returned to you, showing 
the total figures of all the reports of all the members as 
classified in accordance with whatever schedule we may 
adopt, and at the same time your proportion of the per- 
centage of the total would be given to you.” 

Next came the reading of the constitution and by-laws 
by Arthur H. Rahmann. G. Arthur Schieren was chair- 
man of the committee, but asked Mr. Rahmann to read 
the report. There followed discussion, and the associa- 
tion voted to instruct the executive committee to study 
the constitution and by-laws, and, if they meet with 
their approval, to adopt them. 

George H. Fisher then read the resolution disbanding 
the National Association of Leather Belting Manufac- 
turers. 

“T want to say that I think that a most generous liqui- 
dation of an organization, the most generous I have ever 
heard of,” said President Willard in commenting on the 
resolution. “It certainly is very generous of them to 
turn their funds over. They have hundred 
per cent along the right lines.” 

During the course of the meeting, F. W. 
Browning-Roberts Belting Co., spoke in part as follows: 

“T am not a member yet. I came up here to look it 
over. I am convinced I want to be a member. Any 
industry can’t grow without organized effort, and I be- 
lieve the leather belting manufacturers and the leather 
industry as a whole for the last ten years have been 
very much disorganized. Every industry we have—the 
cement industry, the electrical industry, the mechanical 
industry—is very highly organized. Our industry 
can grow; it is not a dying industry, but it can only 
grow by organized effort. I believe this organization 
that you are perfecting tonight can accomplish that end. 
That can only be accomplished, in my mind, by intelli- 
gent and co-operative advertising. That doesn’t mean 
going and spending a lot of money advertising here and 
there, but advertising along a line to encourage manu- 
facturers who are putting in direct drives and putting 
them in without regard to what the result will be, to 
think and weigh the proposition before they make those 
installations. It can be done... . It is up to the leather 
belting people to show those manufacturers that it is 


association about 


discussed it 


gone one 
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more economical to transmit power with leather belt- 


ing, and it can be done. It can only be done by or- 
ganized effort, not by being selfish about it.” 
MOFFAT AND GOODWIN ON PROGRAM ME 

Interesting addresses were delivered by Fraser M. 
Moffat, president, Tanners’ Council of America, and Wil- 
liam L. Goodwin of the firm of Goodwin, Nicholas & 
Morton, merchandising counsellors. 

Mr. Moffat told how the Tanners’ Council had elimi- 
nated fear, fiction and friction by obtaining certain truth- 
ful and essential figures from individuals. Whatever 
has been accomplished, he said, has been accomplished 
because members have tried to tell the truth to one an- 
other. 

“The suggestion that you use the mechanism of our 
office is a very kindly one,” said Mr. Moffat. “I am 
glad to present myself to you as your host, and what- 
ever machinery you may find desirable or available there, 
I ask you to make use of perfectly freely, assuring you 
that your confidences will always be respected. 

“Modern business is organized. We do not do busi- 
ness as we used to, even five years ago. You are entitled 
to collect for your own benefit the facts relating to 
closed transactions, so long as you make proper use of 
those facts. The most progressive organizations in this 
country find that by the proper collection of facts— 
and there is one thing that goes with that, an intelli- 
gent use of those facts—they are proceeding to sound 
progress. ae 

“One of the policies we adopted five years ago was 
the organization of what is known in my office as the 
trade survey bureau, and in that bureau there works a 
careful statistical economist. His job is to take these 
dull, uninteresting facts and put them into simple, gra- 
phic form, in such shape that we tanners can under- 
stand them. Every now and then, without regard to 
time of vear or month, something startling or some- 
thing interesting comes up. Out it goes. 

“We are using every known means to present to the 
tanners and to all the leather industry every month, 
sometimes every week, the essential facts relative to a 
world wide situation, for the present raw material situa- 
tion is acute and extremely interesting.” 

Officers of the American Leather Belting Association, 
as announced in last month’s issue of MILL SUPPLIES, 
are as follows: Frank H. Willard, Graton & Knight Co., 
Worcester, Mass., president; R. M. Pindell, Jr., Alexan- 
der Bros., Inc., Philadelphia, first vice-president; G. H. 
Fisher, The Fisher Leather Belting Co., Inc., Philadel- 
phia, vice-president; Julian Alexander, E. P. 
Alexander & Son, Inc., Philadelphia, secretary-treasurer ; 
executive committee—Frank H. Willard (ex-officio), 
Messrs. Pindell, Fisher and Alexander; Edward H. Ball, 
Chicago Belting Co., Chicago; G. Arthur Schieren, Chas. 
A. Schieren Co., New York; P. C. Brown, I. B. Williams 
& Sons, Dover, N. H.; W. T. Bell, Page Belting Co., 
Concord, N. H. 

THOSE PRESENT AT THE DINNER 

Those present at the dinner and meeting in New York 
were as follows: 

tobt. M. Pindell, Jr., and 
Bros., Ine., Philadelphia. 

Julian Alexander and L. L. 
Inc., Philadelphia. 

John H. T. Riley, Allentown Leather Belting Co., 
town, Pa. 

Ernest L. 
New York. 

Cc. A. Haugh, Baltimore Belting Co., Baltimore. 

F. G. Bennett, Beardmore Belting Co. 

C. Carter Bond, Charles Bond Company, Philadelphia 

(Continued on page 838) 


second 


Robert F. Holden, Alexander 
Smith, E. P. Alexander & Son, 
Allen- 


Baldwin, Baldwin Belting & Leather Co., Inc., 























How Much 
Babbitt Metal 
Did You Sell 
Last Year? 


=r e{ABBITT is still the favorite bearing 
i metal and the demand for it is 
4 constant. 








How many pounds did you sell last year? 
Did you get all the business to which you 
were entitled, or did you just take what 
came to you? 


We have shown those distributors who have 
stocked our metals how they could increase 
their babbitt sales. And they have done it. 


Our plant is capable of large production and 
we carry warehouse stocks throughout the 
country. Our sales helps are real helps. 
Join forces with us and sell more babbitt next 
year. Ask for samples of our sales literature. 


ARGUS SMELTING COMPANY 


393 Seventh Ave. New York City 


Warehouse stocks in Savannah, Ga., Portland, Ore., Memphis, Tenn., Houston, Tex., and New York City 
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ituation in the Mill Supply Fie 


L.V. Benjamin, in Rowell Company’s House Organ, Considers Some 
of the Problems and Urges Support of Mill Supply Council 


L. V. BENJAMIN 
Vice-President and Sales Manager, Rowell Manufacturing Company, Appleton, Wis. 


From the very time that industry took on a mechanical 
mantle and actually manufactured different types of mer- 
chandise there was a growing need for maintenance and 
production equipment. As production and efficiency de- 
veloped the industries indirectly created and developed 
new industries, so that they might make additions or 
repairs without causing great delays and costs to the 
production system. 

These new industries are known today as manufac- 
turers of mill supplies. For an example, take electricity 
as it came into its own. Just stop to think of the cry that 
went out when Edison made the first electric bulb. Every 





L. V. BENJAMIN 


city strove to be electrically illuminated and powered. 
The tremendous amount of equipment required can 
hardly be imagined. The result was, plants were put into 
operation to make the necessary equipment. They were 
hard for shipments. There was no time for 
shut-downs or delays. Equipment had to be maintained. 
FOR SUPPLY 

Many other achievements in the engineering world 
were being confronted with the same demand, and what 
was the result? Maintenance equipment being manutfac- 
tured in Chicago could not be gotten to New York in 
time to eliminate the losses and delay in production, so 
warehouses were opened at the central points of demand. 
It was a very costly method for every 
of each or a few items to open up these warehouses. In- 
vestments, taxes and operating costs soon began to make 
the mill supply manufacturers sit up and look things 
over. Some tried out the idea of combining their dis- 
tribution points, but this also had its setback, and eventu- 
ally this brought about the organizing of companies for 
the purpose of distributing mill supplies. Some of these 
companies carried all the lines required by certain types 


pressed 


HOW NECESSITY HOUSES AROSE 


Reprinted from “Rowell,” Issue of December, 1927 


manufacturer 


of industries. They are known today as mill supplies, 
mine and mill supplies, machinery and supplies, railroad 
supplies, oil well supplies, plumbers’ supplies, heavy hard- 
ware, etc. 

It was not long ago that one could ask for almost any 
type of equipment in his line, and get most any make he 
wished out of their stock. Distributors were forced to 
carry too many different makes of the same equipment to 
meet the demand of the trade. 

A new condition has arisen, however, to change quite 
pronouncedly the methods for the distributor to operate 
his business. It is being called by the industrial world 
“hand-to-mouth buying.” This means that the manu- 
facturer who used to buy his stock of files or belting and 
other maintenance equipment for a six months or year’s 
supply, is now buying only as he needs it. This appar- 
ently did not lessen the costs of operating for the dis- 
tributor, because he was getting as many if not more 
orders, but smaller ones. It was costing just as much 
to handle this kind of business as it was when orders 
were larger, in fact many found it out too late and have 
become liquidated. 

The distributors of today who are forging ahead, are 
weeding out all of their inferior lines and carrying only 
one type of each product in their lists. These are used 
as leaders in their field, and they put sales effort behind 
them because they only choose a product of merit which 
nets them a profit, if advertised and the manufacturer 
stands behind it. 

ALTERATION IN METHODS OF MANUFACTURERS 

This has brought about considerable alteration in the 
method previously used by the manufacturer of mill 
supplies, in both his sales promotion plans and his dis- 
tribution platform. He is finding that if he wishes to 
continue in the game, he will have to protect his distrib- 
utors and back them up as much as possible. He must 
advertise more extensively and keep his products before 
the field. He must also create a demand for his products 
with direct mail, etc., and open up 
down sales resistance as much as possible. 


fields and cut 
To manutac- 
turers who carry out this platform, success is just as 
certain as is destruction to those who do not heed the 


new 


present day demands of backing their distributors. 

It is for these reasons that the Mill Supply Council 
was formed, namely to bring the manufacturer and the 
distributor closer together, so that the present conditions 
could be met with, and a co-operative platform of distri- 
bution laid out. More power to the council. 

Yes, we say more power to the council, but is it a 
phrase merely uttered for show, or is it sincere? We 
must all fully realize that the council cannot accomplish 
a great deal without the sincere backing and co-opera- 
tion of every right thinking member of the three associ- 
ations which are taking up this work for the existence 
and progress of mill supplies. There are always those 
in every movement who wish, and in fact a great many 
succeed, to slide into success or glory on the efforts and 
merits of others. We must all remember that this is not 
a small problem today, namely distribution, and every 








one of us should be willing to put his shoulder to the 
wheel and aid in this movement. Too many are willing 
to offer their opinions, and too few are willing to get 
into the harness and work for progress. 
GET OUT AND WORK WITH THE COUNCIL 

Members of the council should be placed in a position 
to call on members for the services of members and re- 
ceive them. Will vou, if you are called upon, accept or 
decline? Are you, like many others, too busy with your 
own private affairs, and not bearing in mind that you 
as an individual and also your business, is vitally con- 
cerned in this movement? Let the other fellow do it, is 
easy to say, but we must remember that as an individual 
conducts himself so shall his character be established. 
The character of a corporation or company is decided 
the same way, and we all know that we prefer to do busi- 
ness with an organization of character and reputation. 

Knowing these things as we do, should be an incen- 
tive to all of us to do more for progress. When we re- 
flect back to the origin of what is now called the mill 
supply field, it is then that we can readily see the indis- 
pensability of such products and their distribution. It 
seems that there is certainly an evil element of some 
kind or other existing in this field, and it certainly must 
be found and crushed out of existence. Won’t it be a 
revelation in mill supplies, when all manufacturers and 
distributors can declare a profit at the end of each year? 
If we cooperate with one another and aid the council, it 
is very probable that this may be the result. 
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OPERATIONS IN PROGRESS 


W. E. Hettrick & Son Report Prompt Installation of 
Machinery Speeded Manufacturing 


W. E. Hettrick & Son., Inc., Toledo, Ohio, report good 
progress although the company has been organized only 
a few months. Installation of all machinery for the man- 
ufacture of stitched canvas belting, canvas covers and 
other canvas goods was made so promptly that actual 
operation has been in progress for some time. 

“W. E. Hettrick heads the new company, and it is 
interesting to note that all the Hettricks are with this 
company and have no connection whatever with any 
other company,” the company states. “In addition to 
more than 35 years experience which Mr. Hettrick brings 
to the new organization, he has surrounded himself with 
men all highly experienced in the canvas goods line, both 
from the manufacturing and sales standpoints, most of 
whom have for many years been associated with him in 
this kind of business.” 

W. E. Hettrick & Son, Inc., are specializing in the 
manufacture of belting and canvas covers. The com- 
pany states that business already booked insures steady 
operation for some months. The company’s offices and 
factory are at Prouty and Hiett streets, Toledo. 
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Investigation of Distribution 

A letter received by The National Supply and Machin- 
ery Distributors’ Association from the Federal Trade 
Commission states that the latter has undertaken an in- 
vestigation of the various factors entering into and af- 
fecting the distribution of commodities. This investiga- 
tion has been undertaken with a view to establishing a 
guide for congress in future legislation on price fixing, 
distribution and kindred topics. The subjects to be con- 
sidered by the commission include the advantages and 
disadvantages of price maintenance, motives for and ef- 
fects of price cutting, whether it increases volume and 
whether it has eliminated manufacturers and distributors 
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from business, and other facts pertinent for the consid- 
eration of congress with reference to legislation on this 
subject, together with the character of legislation, if any, 
which should be recommended by the commission. The 
commission submitted a questionnaire. 


>. 


J. H. CONNORS PROMOTED 


Named President of The Republic Rubber Co. 
Watson Continues as Chairman of Board 


£4 


J. H. Connors was elected president of The Republic 
Rubber Co., Youngstown, Ohio, at a meeting of the board 
of directors, December 5th, succeeding John J. Watson, 
who continues as chairman of the board. 

Mr. Connors served his apprenticeship in the rubber 
industry in the Boston branch of The B. F. Goodrich 
Rubber Co., under the supervision of E. E. Leach, a 
prominent figure in the New England trade. In 1916 





J. H. CONNORS 


Mr. Connors was promoted by Goodrich to the manager- 
ship of Diamond mechanical sales in Philadelphia. In 
January, 1920, he assumed the position of manager of 
Diamond mechanical sales for the Akron Sales Division 
in Akron, Ohio, and later was given jurisdiction over the 
tire sales of that division. 

While Mr. Connors was manager in Philadelphia, the 
late Edward H. Fitch was district manager. In January, 
1922, these two men undertook the rehabilitation of The 
Republic Rubber Co., then in the hands of the receiver. 
Mr. Fitch became general manager of Republic under 
Receiver C. H. Booth, with Mr. Connors as assistant 
general manager. In June, 1923, when The Republic 
Rubber Co., was acquired by The Lee Rubber & Tire 
Corporation, Mr. Fitch was elected president and general 
manager of the reorganized Republic company, with Mr. 
Connors as his assistant. Following Mr. Fitch’s death, 
John J. Watson assumed the presidency, while Mr. Con- 
nors became vice-president and general manager, which 
position he held until his election to the presidency. 

Under Mr. Connors’ active administration, the com- 
pany’s progress has been notable. In addition to a stand- 
ard line of mechanical rubber goods and tires, the com- 
pany’s lines have been broadened to include various new 
lines, including automotive specialties. The Youngstown 
plant of the company has been developed to a_ fine 
physical condition. 
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Melville Mix Died December 11 


Mr. Mix Was President of Dodge Manufacturing Co., Mishawaka, 


Melville W. Mix, for many years president of the Dodge 
Manufacturing Company, predecessor of the Dodge 
Manufacturing Corporation, Mishawaka, Ind.; for two 
terms president of the American Supply and Machinery 
Manufacturers’ Association, and former mayor and civic 
builder of Mishawaka, died suddenly Sunday afternoon, 
December 11th, at 4:15 o’clock in the Elkhart, Ind., Gen- 
eral hospital. 

His death was attributed to a heart attack. He under- 
went a major operation on Saturday, December 10th, but 
his condition was regarded as favorable until Sunday 
afternoon, when he was suddenly stricken. Some of his 
close associates and friends point out the fact that grief 





MELVILLE W. MIX 


overshadowed much of the last year of Mr. Mix’s life, as 
during that period there were several deaths in the Mix 
family, including that of his son, Kenyon Mix, who died 
suddenly in a Chicago hotel only a few weeks ago. 

Mr. Mix is survived by his widow, Mrs. Cella Kenyon 
Mix: a daughter, Mrs. Willard Fleming, Ann Arbor, 
Mich., and a sister, Mrs. Ida McKinnon. Funeral serv- 
ices were held Wednesday afternoon, December 14th, at 
2:30 o’clock in the late home, 434 Lincolnway, W., Misha- 
waka. Rev. L. C. Rogers, grand prelate of the Knights 
Templar and dean of St. Paul’s Pro-Cathedral, Misha- 
waka, officiated, and the services were in charge of the 
Knights Templar. Pallbearers were William G. Crabill, 
South Bend, and C. A. Ostrom, Duncan J. Campbell, E. 
H. Ahara, W. H. Tupper and Dr. H. J. Graham, all of 
Mishawaka. The body was placed in the receiving vault 
of the Mishawaka City cemetery. The wheels of the 
Dodge Manufacturing Corporation were stopped for 
several minutes at the time of the funeral in tribute to 
the memory of Mr. Mix, and a delegation of officials of 
the corporation attended the funeral services. The flag 
over the city hall of Mishawaka was flown at half mast, 
while a delegation of public officials of Mishawaka, 
headed by Mayor Walter Michaels, attended the funeral. 

Melville W. Mix was born in Atlanta, Ill., November 
16th, 1865, and went to Mishawaka after completing his 


for 27 Years and a Former President of the American Association 


education in his home city. He was connected with the 
Dodge Manufacturing Co. for 37 years, starting in as an 
attendant at the exhibit which the company had at the 
Cotton Centennial Exposition in New Orleans, where the 
initial showing of Dodge products was made. He became 
permanently identified with the company, in Mishawaka, 
January 25th, 1886, as its first office boy, his duties in- 
cluding supervision of the subscription and mailing lists 
of the company’s pioneer house organ, Power Transmis- 
sion, now The Dodge Idea. Mr. Mix worked up through 
the ranks as billing clerk, shipping clerk and in the order 
and sales departments. In 1890, when the Dodge Manu- 
facturing Company acquired the business of its Chicago 
representative, the Rice Machinery Company, Mr. Mix 
was placed in charge, the business later becoming the 
Chicago branch of the Dodge Manufacturing Company. 

In September, 1894, Wallace H. Dodge, president of the 
Dodge Manufacturing Company and uncle of Mr. Mix, 
died, and Mr. Mix was recalled to Mishawaka and made 
vice-president of the company, a year later being ad- 
vanced to the presidency, which office he held for 27 
years. He retired in 1922, when he disposed of his hold- 
ings to interests identified with the new corporation. 

When the Dodge Manufacturing Company was origin- 
ally incorporated by Wallace H. Dodge, Will W. Dodge 
and their mother, Mrs. Elizabeth Dodge, the capitaliza- 
tion was $50,000. At the time when Mr. Mix became 
president it had been increased to $250,000, and the total 
resources were less than half a million dollars. Mr. Mix 
began a programme of successful expansion, and his abil- 
ity as chief executive of the company is apparent when it 
is realized that on December 31st, 1921, the company’s 
resources exceeded $9,000,000, and that, in addition to 
the original manufacturing organization, it had acquired 
or developed several subsidiary companies: The Dodge 
Sales & Engineering Co., Mishawaka; Dodge Steel 
Pulley Corporation, Oneida, N. Y., and the National 
Veneer Products Company and the Burn-Oil Engine Com- 
pany, both of Mishawaka. In 1919 the Dodge Manufac- 
turing Company of Canada was organized and acquired 
the Canadian factory and business of the Dodge Manu- 
facturing Company. Mr. Mix directed all these enter- 
prises. At the time of the world war the strenuous ef- 
forts of Mr. Mix made possible maximum co-operation of 
the company with the government, and he gave his best 
efforts to the period of reconstruction which followed. 

The ascendancy of Mr. Mix to the presidency of the 
Dodge Manufacturing Co. marked the beginning of a 
new era of industrial progress and prosperity in Misha- 
waka, then a growing city, but lacking many of the civic 
improvements which came a few years later. Under Mr. 
Mix’s guidance the trade limits of the company were 
widely expanded and the plant was greatly enlarged. 

Mr. Mix served two different terms as president of the 
American Supply and Machinery Manufacturers’ Asso- 
ciation, these beginning in May, 1907, and May, 1918. 
He was mayor of Mishawaka for two terms. 

Mr. Mix never sought any other office, although he was 
consistently a Democrat and party worker, and a leader 
in city government problems. He was a member of 
every Masonic order in Mishawaka at the time of his 
death, and was a 32nd degree Mason. 

































































































































































































































































































































































































innual Review Letters 
(Continued from Page 49) 
really have money, and this is further borne out by the 
large amount of Christmas buying that has been done. 

A great many large new buildings have been erected in 
Detroit and vicinity this vear, and a great many more are 
under construction or being planned at present, indicating a 
heavy building programme for this district the coming year. 
Among these are many large plant additions and new fac- 
tories. This shows that business leaders in this section are 





forward to a larger volume of business in various 
industries in this section. 

As far as the machinery market outlook is concerned, we 
find that automotive manufacturers are realizing that, to 
keep in the front rank, their machinery must be the most 
productive and most efficient, and their purchases of ma- 
chine tools are governed accordingly. In this industry, prac- 
tically speaking, a machine tool becomes obsolete when some 


+ 


other machine comes into the market that will show a greater 


production. The same rule applies to tools and other equip- 
ment. Particular attention is being paid to material han- 
dling systems—soniething to keep the product in motion from 
operation to operation, in the most rapid and economical 
manner. 


Practically all lines of industry and trade, ir 


our territory, 

are looking forward to a big year in 1928. 

Charles E. Brinley, President, The American Pulley Com- 
pany, Philadelphia: 

The year nineteen twenty-seven was a somewhat closer 
vear than 1926. Business on the whole during 1927 was in 
less volume than the year before. To make money, manu- 
facturers have found it necessary to hammer down costs and 
pare the expense accounts. Keen competition, with none too 
much margin, has been the rule—nor have we seen the end 
of this feature of business. Nevertheless, 1927 was not bad, 
probably a useful vear in calling attention to the fact that 
is necessary to learn how to prosper in normal times as 








it 
well as in boom times, a fact which a good many people find 
it difficult to accept because they have become used to the 
boom or near boom and have come to count on it. 

In our transmission lines we have had no real cause to com- 
plain, though we could have handled a greater volume and 
would have been glad to have it. 

We are not frightened by the prospects for 1928. We ex- 
pect good orders after January 1, and there will be a lot of 
business moving. Nevertheless, it wili not be an easy year, 
in our opinion. It will be worth while to keep on one’s toes. 


W. T. Read, Vice-President and Treasurer, Morse Twist Drill 

& Machine Co., New Bedford, Mass.: 

The general report on 1927 business shows, in most in- 
stances, a decreased volume as compared with 1926, al- 
though certain high spots have prevailed in some lines, and, 
as is usual under such conditions, competition has been keen. 

No change has been apparent in the method of buying, 
although it appears to the writer that the jobber or distrib- 
utor in many cases is overlooking an opportunity by not 
carrying sufficient stock to care for the immediate district he 
serves, capitalizing this very hand-to-mouth movement in- 
stead of forcing the consumer to shop around among such 


stocks as may be available. 

Profit margins have necessarily been lean, although we 
believe there is a better understanding generally in all lines 
for the need of prices commensurate with costs, rather than 
a blind meeting of any kind of competition. 

We look for fully as good business conditions during the 
coming year, and there are some factors which lead us to be- 
lieve that there may be better volume and conditions. 

DD. D. Peden, Vice-President and Treasurer, Peden Iron & 

Steel Co., Houston, Texas: 

The Texas cotton crop for 1927 is estimated at 4,280,000 
bales by the United States Department of Agriculture in its 
inal report for the year. The price at which this crop has 
been sold averages about $100 a bale, or a total of approxi- 
mately $428,000,000. This, in addition to the other major 
crops raised in Texas in 1927, will bring the total agricul- 


tural income up to approximately one billion dollars. As 
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this new money begins to flow through the usual channels of 
trade, it will be reflected by increased activity all along the 
line. 

Our business as wholesale distributors of hardware and 
mill supplies is in a large measure dependent on the pros- 
perity of the agricultural interests of the state. Good crop 
years and good prices for all farm products, as a rule, mean 
good business. The yield and the prices for this year’s crops 
have been very satisfactory and the new year has a promis- 
ing outlook. 

We believe the year 1928 will be better than 1927 in the 
mill supply end of our business because Texas is attracting 
new industries of all kinds, and this section particularly 
seems to be in the spotlight. This is no doubt due to the 
continued development of the Houston Ship Channel. Re- 
cently two major industries have completed plants on the 
channel, increasing the number to 69, with many more seek- 
ing sites. As the channel territory develops, it opens up new 
outlets for mill supplies, and as the state as a whole will no 
doubt in a very few years take its place in the first rank of 
industrial states of the Union, the mill supply business, in 
our opinion, has a bright future. 

While competition has been very keen, and profits very 
thin, we are closing a satisfactory year, and our company is 
very optimistic for the future. Our new catalogue will help 
us in securing some new business also. 

J. H. Williams, President, J. H. Williams & Co., Buffalo: 

In the field of machinists’, pipe fitters’ and automotive 
supplies, 1927 with us has fallen considerably short of its 
predecessor, due chiefly to the diminishing volume of the last 
half year, for the first half was almost on a par. While fore- 
casts for 1928 thus far publicly expressed seem to differ 
widely, we look for a considerably increased volume over the 
first half year, with the second half depending largely upon 
the political outlook. This and other factors are too far re- 
moved at this time to warrant an intelligent prediction, but 
we do believe that, inasmuch as our merchandised products 
are distributed almost entirely through distributors, our ex- 
perience will not vary greatly from those which will gener- 
ally prevail in the mill supply field. In this field we shall 
continue our policy of co-operating with our distributors 
through specialty men, through sales helps, through all pos- 
sible avoidance of competition with distributors, and we will 
continue our endeavor to urge the users of our products to 
obtain them from the distributors and at a price that will 
protect distributors to the limit of what the distributors 
themselves are accustomed to accept in the district in ques- 
tion. 

As to the factors which have heretofore prevented in many 
lines realization of reasonable compensation for the distrib- 
utor and the utmost co-operation with the manufacturer, 
what industry in general has long needed more than any- 
thing else to make these accomplishments possible is relief 
from the antiquated and restrictive interpretations of our 
anti-trust laws, without which real and permanent prosperity 
in this and other lines of business will probably never be 
realized. 

As to the mill supply industries in particular, their next 
greatest need is a reorganization of past ideas and habits 
that will bring the various collective bodies of manufacturers 
and distributors in some form under one common and neutral 
management that can work, with the individual industries as 
the manufacturing units, and the dealers locally as the dis- 
tributing units, each reinforced by the experience of other in- 
dustries and other local distributing units, which will pro- 
mote uniformity and stability of distribution on more of a 
national basis than has been possible in the past. To “omit 
no word or act” that will tend to accomplish this result, the 
American Supply and Machinery Manufacturers’ Association, 
this company and the writer personally are publicly and ir- 
revocably committed. 

Arthur H. Squier, Treasurer, Squier, Schilling & Skiff, New- 

ark, NN. 3.2 

Our 1927 sales will be about the same as those for 1926. 
As to gross and net profits, we will be unable to tell until 
inventory has been taken. Last year, 1926, was a banner 
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vear with us in all respects. It showed increases in sales, 
gross profits and net profits, and a decrease in expenses. 

This year will probably show a slight decrease in gross 
We have succeeded in reducing some expense items, 
while others have increased. 


profits. 


Collections this year have been worse than in any of the 
three previous years. On the other hand, losses have been 
considerably less than in those years. 

Nineteen twenty-seven has not come up to our expectation, 
but we do not feel greatly disappointed. Every year cannot 
We have made a fair profit this year, 
and left it in the business. It will not show on our statement 


be a record-breaker. 


as merchandise, or fixtures, or accounts and notes receivable. 
It has been used to reduce our current liabilities. 

We look for general prosperity in 1928, but no matter what 
the vear has in store for us, we feel we are in good shape to 
meet what comes. 

The above tells our story. 
among distributors. 


Now, a word about: co-operation 


The present condition of the mill supply business is the 
fault neither of the manufacturers nor of the consumers. 
The distributors themselves are solely to blame. 

The writer feels that if the distributors co-operate to ask 
manufacturers for closer help and protection, and to ask 
consumers for higher prices for supplies, little progress will 
be made. On the other hand, if the object of distributor co- 
operation be to render better service to the consumer at 
lower prices, and to offer the manufacturer of supplies as 
near 100 per cent efficiency in distributing his products as is 
possible, the benefits to the distributors will be in direct pro- 
portion to their efforts. 

And that is what we want-——results in proportion to ou 
efforts; but our efforts must be in the right direction—to 
fulfill our obligations as distributors most efficiently and 
honestly. 


L. V. Benjamin, Vice-President and Sales Manager, Rowell 

Manufacturing Co.. Appleton, Wis.: 

G. D. Rowell & Son and Rowell Manufacturing Co. did not 
do the business which they should have done in 1927. Ac- 
cepting the conditions existing, which are claimed to be the 
main reason for the decline in business for 1927, we 
that we cannot attribute all of the blame to that source, be- 
cause we have found considerable reasons within our own 
management. 

During the past year it has been our main objective to 
readjust our business policies to as near as possible a 100 
per cent distribution plan. This has brought about a con- 
siderable increase in our advertising quota, has created a 
publication called 
“Rowell.” The first number of this publication was printed in 
June and sent out to all distributors on our lists, the purpose 


direct mail department and also a 


being to create a closer contact between the distributors and 
their salesmen and our own organizations. At this writing 
we have a mailing list of 1500, and it is increasing each 
month. 

We look forward to a successful vear for 1928, due to ow 
changes in policies, and we are sure that with the co-opera- 
tion of our distributors and their salesmen this will be 


brought about. 


Ed C. Teuscher, General Manager, Teuscher Pulley & Belting 

Co., St. Louis: 

In your letter of December 7th you ask us to give you our 
impression of the mill supply business during the year just 
closing. We recall that last year we wrote you on the same 
subject, telling you what an effort we had been making to 
uphold resale prices in this market, and what success we 
were having. We have continued this policy during 1927, and 
while we do not yet know the extent of the dividends that 
our plan will pay, we do know that we have had during this 
year the best year from the standpoint of sales and building 
up good will among our customers that we have ever had in 
the now nearly thirty years that we have been in business 

There are in St. Louis, as in every other large city, some 
weak-kneed sisters who are continually cutting prices, but as 
our specialty, as our name implies, is power transmission 


machinery and belting, we can only answer for those of our 
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competitors who furnish power transmission machinery and 
belting. 

The writer often wonders why the Power Transmission 
Association does not take up this important phase of mer- 
chandising as one of its first activities. The dealer is often 
discouraged by the fact that the manufacturer has no sales 
policy and will sell the consumer at as low or a lower price 
than he does the dealer; therefore the dealer will often look 
for other lines, and consequently the power transmission 
machinery line suffers. We have seen cases in this market 
where the manufacturer has quoted cast iron pulleys to the 
consumer in small quantities at a price equivalent to 50 per 
cent discount from list, when his published discount to the 
dealer was 35 per cent. The same evil practice is followed on 
hangers, bearings and other transmission equipment, with 
belting of all kinds coming under the same sad influence. 

In our case, when we make a price it is on the basis of the 
price we have established either for the dealer or the con- 
sumer, and that is our price and we don’t mean maybe. Such 
strong red-blooded concerns as the Rockwood Mfg. Co., The 
American Pulley Co., the Lewellen Mfg. Co., the Transmis- 
sion Ball Bearing Co., the R. & J. Dick Co., and Main Belting 
Co., whose lines we handle in power transmission machinery, 
encouraged us to uphold our prices; and it is our contact with 
concerns such as these and others whose lines we handle, 
coupled with our policy of upholding our prices, that has 
made our doing business this year a pleasure and not the 
nightmare that price cutting has made for us and many 
others in this territory in the past. 

While it is rather hard to predict what next year will 
bring, in view of the fact that it is a presidential year, every- 
thing seems set for a satisfactory run of business for the first 
six months, and possibly longer. The only cloud on the 
horizon that the writer notes is the uncertainty caused by 
the radical step of the Ford Motor Co. in putting its present 
car on the market. It looks to us as if the day of big profits 
in the automobile manufacturing industry has passed; but the 
automobile industry has its dealer and distributor situation in 
much better hand than the mill supply and kindred types of 
businesses. It is possible that, while motor manufacturers 
will not make as much money as in the past, their dealers 
will. 

What would happen to the motor car industry if the 
owners of automobiles could buy direct from such people as 
Ford or General Motors at a price as low or lower than 
either of those companies were selling their dealers or dis- 
tributors? You, no doubt, know that that is exactly what 
many manufacturers of power transmission machinery and 
belting are doing, and we think that it is this practice that 
has been so discouraging to many dealers in the transmission 
field and has led them to go into other lines and eventually 
out of their original line entirely. We presume you know of 
many cases of this kind. 

We trust that other dealers, and manufacturers, too, will 
follow in the footsteps of our price policy to the advance- 
ment, we are sure, of the business in general. 


P. F. Reichhelm, President, American Swiss File & Tool Co., 

Elizabeth, N. J.: 

Our business for 1927 shows an increase in volume over 
that for 1926, but the net profits are not as satisfactory. We 
attribute this to hand-to-mouth buying, which seems to have 
become a habit with some dealers, who buy only in quan- 
tities to meet their immediate needs; in other words, they 
have allowed their stocks to become depleted and have only 
been placing small or pick-up orders with us to take care of 
their urgent requirements. 

There is no doubt in our mind but what we would have 
had a more profitable year if some of our distributors had 
carried adequate stocks so as to give the consumers prompt 
The placing of small quantity orders with us has 
materially increased the cost of doing business and has no 
doubt also been reflected in the profits of the sales made by 
some of the dealers. 


service. 


We are, however, looking to the new year with optimism, 
and, from all information we have been able to obtain in our 
line, business should continue in a fair volume for 1928. We 
have confidence enough in our various distributors to believe 



















































that they will co-operate with us in every way and see the 
injustice of expecting the manufacturer to carry the bag, 
and we hope they will prepare for a better and bigger busi- 
ness tor 1928. 

We are making every preparation to take care of any busi- 
ness offered and also to carry a sufficient sized stock to give 
all orders the very best and prompt attention. 


\. Morris Carey, President, 
Company, Baltimore: 


Carey Machinery and Supply 


We are looking forward to the new year with a consider- 
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hope and confidence, principally because we 
that our business is better organized, and that we are 
better equipped to do business than we have ever been before. 
We were taught some pretty severe lessons in 1926. We had 


volume of business 


a substantial 


that year, but our gross 
profits were so unsatisfactory that we made up our minds 


to pass up certain types of cheap business that we had been 
taking and handle our pricing system on a very much more 
scientific and intelligent basis, and although we have done 
less business this year than we did in 1926, we are hoping 
and expecting better results. 

We think the time has come when dealers should have a 
ittle more « and independence in establishing their 
them. While it looks to us as if 
resale price, where there is no collusion between 


ourage 
own prices, and sticking to 
a reasonable 
are able to see, a combina- 
manufacturers with each other, or dealers with each 


factories, is legal, as far as we 
tion of 
to maintain certain fixed prices is absolutely contrary 

. whether the a written one, or whether 
it is an implied agreement, or a so-called gentleman’s agree- 
The only 


man’s agreement and a written agreement, if there is any, is 





agreement is 


ment. difference that we can see between a gentle- 
that a gentleman’s agreement should perhaps be more care- 
ful and more carefully kept. 

confidently 


illy entered into, 


While we hope that the situation in regard to 


resale prices may be clarified sooner or later by congress, 
ve ve much doubt whether any change will be made in 
regard to agreements between manufacturers with each other 
or between dealers with each other for the maintenance of 


certain fixed prices (though of course there may be certain 
modifications of the present law, which may make it easier 
for u to get a more reasonable profit), and we feel that 


ianufacturers or who working under 





dealers are 





ag are treading on pretty thin ice, and may sooner 
or later be called to account for it. 
In the writer’s judgment there is hardly any question be- 


the present time more important than the 
and we feel as if it were up to all decent 
business concerns to stand rigidly by the laws of the country, 


> country at 


naintenance of law, 


whether they approve of them or not. 
T. W. Lewis, President, Lewis-Brown Company, Inc., Mem- 
phis: 


Conditions during 1927 for the Memphis and Helena terri- 
I been fairly satisfactory, taking into consideration 
itions that we have gone through. With the 
‘ing, which we had to overcome, and the very 


tory have 


quiet conditions of the hardwood lumber industries of all 
inds which have extended through this entire year, we have 
enjoyed a fair volume, not quite as good as 1926, but from a 
profit standpoint better. 


time we find our volume running a little 
last with price conditions sta- 
bilizing themselves and the margin of profit better. 


At the 


ahead of 


present 


our volume year, 


For the future, I believe that the Memphis tirade territory 
enjoy a good volume of business, with better market 
conditions than we have had for several years, as we expect 
a great deal of construction work to open up in the spring, 
and we are looking forward to a good year for next year. 
Frank Collins, President, The Toledo Pipe Threading Ma- 


chine Co., Toledo, Ohio: 
It unque 


yutors are 


tionably a fact that the manufacturers and dis- 
The Central Supply Associa- 
co-operating with the Harvard Bureau, 
hich Bureau will analyze the results of a questionnaire that 
being « 


making progress. 


right now 


irculated among its members, and it is believed that 
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with the results of this analysis the distributors will be 
shown a picture that will be very helpful indeed. Many dis- 
tributors today are handling a large amount of merchandise 
at less than cost and depending upon the profit accruing to 
other lines, such as specialties, to carry the burden. 

I feel that 1927 has been a satisfactory year to the indus- 
try, and the outlook for 1928, even though it be the year in 
which we will elect a president, is bright. Building reports 
are very satisfactory indeed and that is always indicative 
of progress. The stock market has been very firm and that 
could not maintain in the face of a poor year ahead of us. 
It is now up to the manufacturers and distributors to more 
nearly know the costs of doing business, and, rather than 
attempt to increase sales volume at the expense of profits, to 
increase the sales of profitable items and either merchandise 
at a profit those they are now selling at a loss, or discontinue 
them. 

I can’t pass this opportunity and not call your attention to 
the fact that legislation is now pending in congress that will 
be extremely helpful to all distributors if passed. I refer to 
the re-introduction of the Kelly-Capper bill which would 
legalize contractual relations between manufacturer and dis- 
tributor as to resale price maintenance, and it is to be hoped 
that all of your readers will use their best efforts to influence 
the congressmen and senators from their respective districts 
to give this measure full support and insure its early adop- 
tion. 


G. L. Reeves, President, Reeves Pulley Company, Columbus, 

Ind.: 

If it were true, I would savy 1927 was fully satisfying. It 
should have been, for it was the largest and best year’s busi- 
ness we ever had, but the irony of fate decrees that the 
normal business man, if he be neither an egotist nor a fool, 
is never satisfied. 

If he looks backward, he sees the hundred and one things 
he should have done but did not, and if he looks forward, he 
is confounded by the multiplicity of things he should do and 
is circumscribed and thwarted by his own limitations. 

Our good President Calvin C. says we are very prosperous, 
and some other wise man says that prosperity is our natural 
condition, so there you are. Business is good and it is going 
to stay good. 

Well, we hope they are right, and what’s the harm of work- 
ing and planning and scratching and snorting just like we do 
it? If we all go out with determination to make 
1928 a good business year, and work like beavers to that 
end, it will be a good year. If we go out timidly, distrustful 
and skeptical, and throw only a half hopper of corn into the 
mill, we may expect, and we will get a scanty measure of 
meal. 

Presidential vear has long lost its bug-a-boo. If politicians 
could kill a community, we Hoosiers would have been resting 
on the cold, marble slab long ago. They may send the whole 
“bloomin” caboodle of our officials to the Atlanta “coop,” and 
the plain, every day farmer and laboring man and business 
executive of Indiana will march quietly along the even tenor 
of their ways towards progress and prosperity. 

A very wise old executive of long ago has said, “As he 
thinketh within himself, so is he.” 

I am going to think that 1928 in the affairs of 
Pulley Co. is going to be the greatest, the most prosperous 
year in its history, and, the good Lord willing, I am going to 
roll up my sleeves and spit on my hands and work like a 
Trojan to that end. 


believe 


Reeves 


W. L. Leech, Sales Manager, P. Wall Manufacturing Supply 

Co., Pittsburgh: 

There is no problem that cannot be solved if enough time 
and thought are devoted to its solution. The problems of 
manufacturers faced with countrywide over-production, in- 
creasing distributive costs, the reticence of distributors to 
take on new lines; the problems of distributors faced with 
increasing handling costs, close competition and price cutting 
among themselves, manufacturers trying out the experiment 
of direct selling because distributors order in too small quan- 
tities and for a multitude of direct shipments—all of these 
puzzling factors in the movement of industrial merchandise 
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are nearer to a sympathetic understanding now than they 
were a year ago. 

Future progress of both manufacturers and industrial dis- 
tributors lies only in mutuality of understanding. The more 
closely manufacturers scrutinize their selling costs the 
greater will appear the fallacy of direct selling. The sooner 
distributors come to a true realization of their obligations to 
their customers and to the manufacturers they represent, the 
sooner will many of the bugaboos of their business fade away. 

We look for closer co-operation between manufacturers and 
their distributing agencies during 1928. Much has already 
been done along this line during the year just closed, but we 
feel that the drawing together of the three industrial associa- 
tions will be a big additional factor in bringing about even 
more mutually profitable understandings in the near future. 
We hopefully trust that by the end of 1928 many of the 
worries and perplexities that loom so large now will have 
dwindled to the point where they may be said to be well 
under control. 


H. W. Strong, Treasurer, The Strong, Carlisle & Hammond 

Co., Cleveland: 

Our sales for 1927 are considerably less than for 1926, the 
bulk of the decrease being in our machine tool department. 
All of the lessened business in the Cleveland and Detroit 
territories is largely accounted for, we presume, by the 
smaller automobile purchasing throughout the year. 

As to the coming year, we are inclined to think there will 
be some improvement in machine tool buying during the 
second and third quarters, but we do not look for any very 
great improvement in the immediate future. 

Dixon C. Williams, President, Chicago Nipple Manufacturing 

Co., Chicago: 

An examination of the various business weather maps for 
the last few months together with reports so far available 
from many of our industries does not disclose very satisfac- 
tory results for 1927. 

While the tonnage which my company like others has en- 
joyed has been of good proportions, prevailing low prices 
have begotten like profits, and this appears to have been true 
generally, and leads me to the conclusion that in the process 
of further readjustment, which seems inevitable, there will be 
a “shaking out” among manufacturers and dealers which 
may prove to be rather severe. 

As one considers the possibilities for 1928, conflicting fac- 
tors present themseives. Prominent among those that are 
unfavorable may be mentioned decline in factory employ- 
ment and payrolls; the report of the Federal Reserve Board 
for October and the first half of November, which decidedly 
is not optimistic nor indicative of any expansion in trade for 
the near future; a recession in retail trade; the continued 
deep depression in our oil industry; the unsatisfactory con- 
dition of our textile industries; the slump in net earnings 
of our railroads, our high gold exports, placing the federal 
reserve ratio below what it was a year ago, showing a de- 
crease of our stock of monetary gold of 93 millions by ex- 
portation, the heaviest since 1925, and leaving us with a 
smaller stock of gold than at the beginning of the year, and 
less than at the end of 1924. 

Added to this are the uncertainties arising from our 
political situation, the approach of a presidential election and 
dangers from the meddling of a newly assembled congress 
whose members are not always of the highest mental calibre. 

Confronting this are many favorable factors namely: An 
easy money market; disposition of manufacturers to decrease 
physical inventories; the exercise of greater caution in com- 
mitments; the disposition of curtailment wherever possible; 
the certainty of fair tax reduction; the resumption of opera- 
tions by Henry Ford’s plants which have been practically 
idle since last May, and, last but not least, the decided im- 
provement in our agricultural situation. 
have been excellent. Cotton, corn, wheat, feeds and livestock, 


Crops, as a rule, 


due to increased prices, will add several hundred millions of 


dollars more to our farmers’ wealth than last year. 
For the second quarter of 1928 I have much expectancy 
and fond anticipations. 




















































































A. G. Snider, President, Hide Leather & Belting Co., In- 
dianapolis: 

We have found conditions in the mill supply field during 
the year 1927 very much as they were in 1926. If anything, 
margins have been closer and overhead somewhat higher. 

The volume of business for the first nine months was about 
on a par with the corresponding period of 1926. October 
and November, however, showed a considerable recession, 
with some improvement in December. 

We are rather optimistic with respect to 1928. We believe 
that greater effort in the direction of stability of prices will 
be seen in 1928 than for a number of years past. It is 
becoming increasingly apparent that while volume is desir- 
able, profit is far more desirable and necessary. If condi- 
tions are at all good in 1928, we shall see our merchants more 
intent on obtaining a fair margin of profit on each trans- 
action than merely putting orders on the books regardless of 
whether they carry normal profits. Someone has said that 
business has been running around in circles for several years. 
We believe that in no line has this been truer than in the 
mill supply business. 

Speaking for our company, our policy fer 1928 will be to 
book only profitable business, regardless of the effect on ow 
volume. 


Farnham Yardley, President, Jenkins Bros., New York: 

The year that is closing has not been as good with us from 
a sales point of view as the year 1926. The falling off in 
sales has been traced to certain districts, and is attributable 
to known causes. 

Notwithstanding the fact that next year is a presidential 
year, we are looking forward to a good year from a business 
standpoint. We base our prediction on the fact that the 
agricultural regions show a recuperative power due to good 
crops and that the rates for money continue low, and, con- 
sequently, the credit facilities seem to be ample. 


Joseph A. Scallan, President-Treasurer, The Scallan Supply 

Co., Cincinnati: 

Our business during 1927, while not as large in volume as 
1926, will show a greater percentage of gross profits, which 
we think is very encouraging. We attribute this to the fact 
that we have paid particular attention to profitable special- 
ties which carry the protection of the manufacturer—spe- 
cialties which cannot be bought direct and have a resale price. 

We are sure both the distributor and manufacturer under- 
stand what the other fellow wants, as we have been dis- 
cussing this for some months, and if these discussions and 
talks will bring about the proper co-operation between the 
distributor and manufacturer, the profits will show a_ sub- 
stantial increase during 1928. 


Raymond Seabrook, Secretary, Nason Manufacturing Com- 
pany, New York: 

In our experience, the year 1927 has been marked by an 
over supply of material and by too many sellers. As a re- 
sult, there has been cut throat competition and a starvation 
ration of profit. However, in the face of this, and no doubt as 
a further result of it, there is a growing sentiment in favo 
of more stable methods of merchandising. Within the last 
quarter of the year in particular this sentiment has become 
an actuality by the return of many manufacturers to what 
have been considered for many years legitimate channels 
of merchandising. 

Henry Ford, when interviewed on the subject of the ‘“Ro- 
mance of Business” as pictured by some of our more florid 
mercantile writers, is reported to have said, ‘The only object 
of running a business is to make money. If there is any 
other object, I don’t know what it is.” Here we have a most 
clear cut and worthy objective defined by shepherd Ford, as 
he gently does his bit to shoo the strays into the fold of 
common sense. 

For the year 1928 indications do not point to an inex- 
haustible volume of business from which profits may be 
drawn as from a reservoir, but volume chasing never has 
been, per se, a source of great fortune. We are inclined to 
base our hopes for the new year upon better methods of doing 
business, and in particular upon a clearer understanding that 
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This result can 

providing for and holding to a selling 

price with a fair margin of profit. 

J. W. Priebe, President, Stritt & Priebe, Inc., Buffalo: 
Stating the facts frankly, business during the year has 

been quite satisfactory and the volume practically the same 

as the year previous. 


the object of business is to ‘“‘make money.” 
be obtained only by 


Conditions during the year have been highly competitive, 
and the writer has found that many of our good friends in 
the jobbing business here apparently have forgotten the item 
of profit in making quotations, particularly where quantity 
was involved. Undoubtedly this condition was brought about 
primarily through anxiety of the jobber to increase volume. 
It is quite apparent that this condition exists more or 
throughout the entire country; however, it is the 


less 


writer’s 


opinion that such a condition is to be deplored. 
Undoubtedly when the summing up of a year’s business 


takes place, many of the houses which have followed a price 
cutting policy throughout the year will be brought up sharply 
to a realization of the waste of energy and effort in doing a 
volume of business without proper return, and for this reason 
we look forward to considerable improvement in the coming 
year. 

We might add that our company has refused to have a part 
in this price cutting situation, and while we might have had 
a greater volume of business, we are inclined to feel that the 
final results will be much more satisfactory. 


Irving W. Lemaux, President, Indianapolis Brush & Broom 

Mfg. Co., Indianapolis: 

Our 1927 business 1926 and I am of the 
opinion that ithe coming year, even though a presidential year, 
will see a good volume of 

The trend of the 


elimination of 


was equal to 


business. 
toward consolidation and the 
expense—which, of course, will 
make for better conditions and elimination of a lot of unbusi- 
nesslike practices throughout the country. 

The mill supply business is most 


times is 
unnecessary 


that there 
the mem- 
bers of which are working very hard, and who, in my opinion, 
are now perfecting plans that will put the 
whole in a much better shape than it 
Every 


fortunate in 
has been formed this year the Mill Supply Council 


industry as a 
has ever been before. 
should lend his 
efforts to help the members of the council in the wonderful 
work they are doing. 


manufacturer and distributor best 


J. E. Dilworth, President and Treasurer, J. E. Dilworth Com- 
pany, Memphis: 

The volume of business for the Memphis territory in our 
line has been somewhat curtailed during 1927. Our volume 
is less than 1926 and we do not anticipate very much profit 
from this year’s business. 

We have had a lot to contend with down here, as the floods 
of last spring were a severe setback to the entire territory 
and much more than the general public can 
appreciate unless they are on the ground and can get it at 
first hand. 


far-reaching 


a lot of 
good, the 
money from this crop has not been as wide- 


and in the flood district 
price has 


The cotton crop is short, 
land is idle, and 
distribution of 
spread 


while the been very 
as if a larger crop had been made. 
We are expecting very good business in 1928. 


will be kept 


Our stocks 


up as usual and we will be here to serve our 


customers as in the past. 
Vance C. Boyd, Sales Manager, Standard Supply & 
ment Co., Philadelphia: 


Equip- 
It is extremely difficult to endeavor to 


conditions in 1927 with 


describe business 
resultant reactions, without experi- 
encing all the sensations induced by a good drama. 

In my letter last year, I predicted that during the first six 
months of the year would be better 
than the months, which in 
proven true. 


business volume 


has 


and 


greater last six our case 

Practically all of our volume business, carrying a decent 
percentage of profit, “opportunity” sales, secured by 
concentrated efforts and intensive cultivation on the part of 
our salesmen. The 


was 


condition of “hand to mouth” buying con- 
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tinues to characterize the purchases of the majority of our 
customers, and in some instances plants were practically 
closed down for the major portion of the year, which, accom- 
panied by the curtailment of railroad purchases and the 
dullness of the automotive and radio industries in this ter- 
ritory, proved quite a handicap to overcome. 

We won our battle chiefly through instituting rigid econ- 
omy and curtailment of overhead expenses, which will result 
in 1927 being a much better year than 1925, but not equalling 
1926 by about 25 per cent. The rigid economy practiced and 
the heroic co-operation of the employes in aiding in the econ- 
omies are worthy of commendation. 

Our salesmen have gone through the entire year concen- 
trating their efforts to the nth degree, without going stale 
or sloughing, as sometimes characterizes continued intensi- 
fied efforts over a long period of time. 

I want to stress a few particular points. 
have learned in 1927 are: 


The lessons we 


1—Rigid economy without restriction of activity. 
2—Curtailing of overhead expenses when seemingly im- 
possible. 

The united co-operation of all departments. 

The possibility of making a good profit when volume 

is materially lessened. 

In conclusion let me make my predictions for 1928: No 
business condition is miraculously altered or bettered unless 
influenced by some such conditions as war or a cataclysm, 
hence the normalcy will practically remain during 
1928, but with a much better tone, so that mill supply dis- 
tributors should have their best months from March to Sep- 
tember, inclusive. The early months of the year, as well as 
the closing months of the year will be somewhat disappoint- 
ing, in that they will just be about 
sponding months in 1927. 


present 


the same as the corre- 


J. M. Hottel, Vice-President and Secretary, Delta File Works, 
Philadelphia: 
We are pleased to state that we have accomplished every- 
thing, and then some, that we set out 
our letter to you last 


to do, as indicated in 
December. 

We believe that the merit of our product, backed by the 
sound selling policy, has made it an outstanding line among 
our Delta Fraternity and while the general tool 
consumption has not been as much in 1927 as it was in 1926, 


members, 


we have been able to enjoy an increased business that has 

been satisfactory to all our distributors as well as ourselves. 

We are looking forward, notwithstanding the hoodoo that 
generally overtakes business in a presidential year, to an in- 
volume for 1928, and we confidently believe there 
will be a larger consumption generally in 1928 in the general 
tool line of al! kinds than in the year just closing. 

L. H. Shingle, 
delphia: 
Replying to yours of December 7th regarding business for 

1927 and the outlook for next year, wish to advise that we 

believe the consumption of leather belting in 1927 was slightly 

less than in 1926. 

During the year hides from which belting butts are made 
almost doubled in price, which naturally resulted in a very 
sharp increase in leather costs; and the market is still ad- 
vancing. 


creased 


President, Shingle-Gibb Leather Co., Phila- 


Leather belting prices have advanced only 20 per cent, 
therefore it is anticipated further advances may be necessary, 
which will undoubtedly curtail consumption of leather belt- 
ing somewhat, although it is not believed that this will be 
at all serious; and it is hoped that the beneficial effects of 
the Power Transmission Association and the newly formed 
American Leather Belting Association will more than offset 
the disadvantage of the advancing market. 

We feel that the outlook for general business in 1928 is 
equal to or better than the outlook was a year ago, therefore 
we look forward to 1928 with optimism and confidence. 


F. W. Swanson, President and General Manager, Globe Ma- 
chinery & Supply Co., Des Moines, Iowa: 
Nineteen twenty-seven has been a disappointment; the 
year ahead, 1928, should, however, be better. We depend 
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NLL QUPPLUES 


BANEW POLICY &@ 
FOR AN OLD COMPANY 


ry cyt 

The. new ownership of te ny 

FORD CHAIN BLOCK JM Chain 
CO. believes in JOBBER ( built, as you “probably 
DISTRIBUTION and de- ; : 

sires to cooperate with know. This business will 
the jobbers rather than 
to compete with them. 


Hoists has been 


be turned over to you. 


ya\-ta (o)0) os ame D> law loltialeye 
A preference for Ford is secured in each local- 


hain Hoists has been es- ; ; ; 
C ity, direct selling will be 


tablished over a long 
period of years among 
thousands of the coun- 
try’s greatest industrials. 


discontinued and orders 
passed through the job- 
bers. 
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Aggressive Merchandising and Advertising will support jobbers of 


the Ford Chain Block Line. 


FORD CHAIN BLOCK CO., PHILA. PA. 


When writing to Advertisers please mention M1iLt~t Suppiies 





*CV is a Bonney 
trademark register- 
ed in the U.S.Patent 
ice. 
Chrome Vanadium 
Registered August 
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Bonney *CV Chrome Vanadium 
W renches are put up in sets for almost 
every class of work, as illustrated. 
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Bonney Forge €? Tool Works 


Allentown, Pa. 


Makers of Special Service Wrenches of Chrome Vana- 
dium, Carbon Steel Drop Forged Wrenches, Pipe 
Wrenches, Vises and Drop Forgings and the 
Bonney Rim Tool. 


BONNEY SOCKET SET No. W 
$19.00 


When writing to Advertisers please mention MILL SuPPLIES 
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Flexible 
Couplings 


You can correct unavoidable shaft 
misalignments with Medart Insu- 
lated Flexible Couplings. Designed 
specifically for connecting shafts 
that are not in proper alignment— 
either angular or lateral and that 
are liable to get out of alignment 
through shocks and jars. Simply 
built — powerful — trouble-proof, 
Particularly advantageous in motor 
drives—they act as shock absorbers 
between driving and driven ma- 
chines. Indorsed by thousands of 
users. Immediate shipments on in- 
stant notice. 


7 





Catalog 
AS 


A valuable book that is more than a 
catalog. Contains tables for com- 
puting strength, horsepower, capaci- 
ties and sizes of shafting for various 





needs. Tells how to use couplings, | 


hangers, bearings, clutches, pulleys, 
rope drives, etc., most advantageous- 
ly. Gives rules for figuring gear 
speeds and dimensions. Many other 
features. Wellillustrated. Discount 


sheet permits ready price computa- ~ 


tion, hence facilitates buying by 
mail all that you need from one 
source of supply. 


Get Medart Catalog No. 43 and 
discount sheet —Jfor Everything 
in Line Shafting Equipment and 
Bulletin on Timken - Equipped 
Line of Industrial Applications. 


(Formerly Medart Patent Pulley Co.) 


and Seattle ‘ . 
Office and Warehouse in Cincinnati 


When writing to Advertisers please mention Mitt Supp irs 


The Medart Company 


General Office and Works, St. Louis, U.S. A. 
Offices in Chicago, Philadelphia, Pittsburgh, 


New York 





Short Center 
Belt Adjuster 


Eliminating the shortcomings of 
open belt drives, Medart Short 
Center Belt Adjusters possess the 
good features of other drives. Auto- 
matically compensate for varying 
loads and varying tensions. Solve 
high-speed reduction problems. Re- 
duce bearing pressures and friction 
losses, increase arc of belt contact, 
save space. Widely used for driving 
line shafts, jack shafts, generators, 
air compressors, pumps, blowers 
and similar equipment. Quick ship- 
ments. 


MANUFACTURERS OF POWER&8TRANSMITTING AND KINDRED MACHINERY 


PA 
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HIGH PRODUCTION SHOPS PREFER 


BLACK & DECKER 


Portable Electric ‘Tools 
“With the Pistol Grip and Trigger Switch” 








Syracuse Washing Machine Corporation, Syracuse, N.Y. 











7 wt 
_ 
wie 


Black & Decker Portable Electric ‘ 

rills are u on various parts of | | Ps 

the assembly line. The illustration [| y — ae = A ae Pome 
shows the Black & Decker Heavy : oe Bench Stand is i in running 
— a Drill ——— Ul down the adjusting screw for a 
im assembling the tray to tan F 

frame. ; : rotary wringer spindle bearing. 


Black & Decker 
Electric Socket 
Wrenches are 
suspended over 
the assembly 
lines, saving 
much time in the 
running up of 


PRODUCTION SHOPS ALL OVER THE WORLD ARE SAVING TIME AND REDUCING THEIR COSTS THROUGH 
THE USE OF BLACK & DECKER ELECTRIC DRILLS, ELECTRIC NUT DRIVERS, ELECTRIC TAPPERS AND 
ELECTRIC GRINDERS 


Carried in Stock by the Leading Mill Supply Jobbers 





The BLACK ee DECKER. MFG. CO. 
TOWSON, MD., U.S. A. 
Black & Decker Mfg. Co., Limited, Toronto, Ontario ‘ Black & Decker, Limited, Slough, Bucks, England 





Branch Offices with: Service Stations in 


BOSTON NEW YORK OAKLAND, CAL. ATLANTA ‘DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEA’ 


When writing to Advertisers please mention Mitt Supplies 
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Annual Review Letters 
(Continued from Page TOD) 
until that is thoroughly on_ its 
throughout this district, we can’t have a normal business. 
We are very much encouraged, however, about the margin 
of profits. We feel that the distributors of mill supplies are 
and more that they are not operating fac- 
tories, that they are not able to operate on a Ford produc- 
tion plan, and service institutions that they are, a sufficient 
gross margin is necessary if a net 
the year. 


upon agriculture feet 


realizing more 


is shown at the end of 

We are encouraged to believe that some of the mill supply 
distributors in the larger 
realized 


centers like Chicago have finally 
things, and that realization on the part of 
the mill supply distributors that for the service they render 
a profit is 
effect. 
Nineteen twenty-eight should be a better year than 1927 


ee 
R. M. Gattshall, Advertising Manager, The Republic Rubber 
Company, Youngstown, Ohio: 


these 


necessary and justified, will have far reaching 


The activity of the mill supply dealers through their re- 
spective associations and the council gives promise of better 
things for 1928. That in itself 
feeling of optimism we possess. 


H. B. Mehring, H. 


is enough to warrant the 


B. Mehring & Co., York, Pa.: 


The year 1927 is not going to prove a failure in profits by 
decreasing volume, but rather, we feel, net us a small profit, 


due largely to a policy pursued judiciously from the start of 
the vear. 

We started out by eliminating practically one-fourth of 
our preceding year’s volume and refused to accept any orders 
on certain lines that were not paying us a profit to exceed 
our overhead. We are now, we feel, rightfully entitled to 
be optimistic for the year of 1928. We are not necessarily 
new lines that we have 
just recently added that are exclusively our own in this terri- 
tory and which pay a legitimate profit. We 
chandising for any 


depending on volume, but on some 
are not mer- 
manufacturer so that he can ride through 
on profits that are willingly paid by other manufacturers. 

It is well to get the price the goods are worth and not to 
be bluffed into selling them 
they are worth. 

The year 1928 should be, even though it is a presidential 
election year, a fairly good year, from the outlook of expen- 
litures by our government and the railroads, which, we un- 
lerstand, must replenish. 


for the price some nut thinks 


H. P. Ranney, President, The Bettcher Stamping & Mfg. Co., 

Cleveland: 

We are pleased to advise that the year 1927 has been more 
satisfactory than the previous year insofar as our production 
of material required for the supply business is concerned, 
and we show a considerable larger production on items which 
we make for the supply business than we did the previous 
year. The profits. however, have not been equal to the pre- 
vious year due to the tremendous competition which has 
existed throughout the year. All things considered we feel 
that we have had a very fair year. 

As to the prospects for 1928, we believe they are much 
brighter than prospects appeared a year ago, and from all 
indications the coming year is going to be a much better and 
more profitable one than the year just closing. 
dential years are always looked 


While presi- 
forward to as apt to be 
pretty lean, we feel that the coming one may prove an ex- 
ception, as there is a tremendous amount of building now 
in evidence and a major part of the contemplated work will 
undoubtedly be started. 

We believe the first half of the coming year at least will 
prove more satisfactory than was the first half of this year, 
although competition will be keen and manufacturers will 
be obliged to step out lively, with wide awake salesmen and 
with production methods improved to the last degree for eco- 
nomical costs. 


W. Albert 
One is 


Banister, Banister & Pollard Co., Newark, N. J.: 


never satisfied with the accomplishment of any 


year’s business, as I believe we are all setting a standard for 


fo 





ourselves that is impossible to be reached. In our particular 
case, while we have not reached the goal we had hoped, we 
are not unhappy in the accomplishments that have been made 
and we look forward to a fuller and better year next year. 


C. D. Garretson, President, 

Wilmington, Del.: 

The 1927 rather spotty. We have gone 
through a very poor garden hose season, due to the weather 
conditions, but our mechanical 
good and increasing. 


Electric Hose & Rubber Co., 


year has been 


hose business has been very 

We have also gone through a year in which some manufac- 
turers have endeavored to distribute their products direct 
and have not taken into consideration their extra cost of 
distributing directly to the retailer and consumer, as opposed 
to having it done for them by a distributor; and have, there- 
fore, run away with the mistaken idea that they could sell 
these same retailers and consumers goods at the same price 
that they sell to their distributors. The result has been a 
general price cutting situation which has materially affected 
profits. Prices are so low now that I believe the manufac- 
turers are opening their eyes to the merchandising problem. 
We, therefore, have hopes that next year the conditions will 
be materially better due to sound merchandising, and the 
profits will necessarily show a fair 
ment. 


return on our invest- 


W. H. Glatt. Sales Manager, Victor Balata & Textile Belting 
Co., New York: 


Business on 


the whole for the year 1927, we believe, has 
been generally satisfactory, however, more or less spotty and 
competitive, which has resulted in extra selling effort, with 
additional selling expenses, particularly, we believe, owing to 
the fact that there was a general tendency throughout the 
whole year for more or less “hand to mouth” buying. 

Several industries, such as the textile and oil industries, 
have suffered, although we believe business for 1927 will be 
recorded as satisfactory with every indication for good and 
healthy business for 1928, particularly the first six months, 
as, generally speaking, stocks are comparatively low. 

As to our own business, the year 1927 has been very satis- 
factory, with an increased volume despite the advance in the 
cost of raw materials such as cotton. 

G. C. Edgerly, President, Interstate Machinery and Supply 

Company, Omaha, Nebr.: 

The year of 
memory. 


1927 is not going to be exactly a pleasant 
We started out the year with a considerable feeling 
of optimism, and as month after month passed by, thought 
surely better business was on the way, but now we are near 
the year’s end, and our hopes have not been realized. We 
believe that we can without fear of contradiction that 
practically all lines of business in this territory, have shown 
a falling off from 1926. This in the face of excellent crop 
results in We have come to the conclusion that 
we were expecting good business a little too soon. 

There is no doubt now but that the farmer has, to a large 
extent, paid off his old indebtedness, and the country banks in 
consequence have money again in hand. The general feeling 
now is that of optimism for the coming year. The basic 
conditions seem right, better than they were at this time 
last year. Competition is keen and gross profits are not 
what they should be. 


Say 


Nebraska. 


All that we see to do is to keep a 
watchful eye on the expense accounts, cut out small margin 
lines and aggressively go after business for the year ahead. 
A. A. Kartholl, Secretary, Brownie Manufacturing Company, 

Fort Wayne, Ind.: 

During the year 1927 the number of orders we received far 
exceeded those of any former year. The total amount of 
these orders was very satisfactory. 

One noticeable feature pertaining to orders in 1927 was 
that as a general rule they were small, proving the continued 
tendency of most buyers not to stock up. During the last 
couple of months a change in this regard has been noted, as 
quantities are somewhat larger. This appears to augur an 
optimistic attitude toward business conditions in 1928. 

As this is the era of small orders, quick service is naturally 











demanded. 
shipments 


We have made it a practice to take care of all 
promptly. To this we attribute our increased 
We look forward to a good year in 1928 despite 
the fact that it is presidential campaign year. 


business. 


Walter W. Peacock, Manager, E. S. Stacy Supply Company, 

Springfield, Mass.: 

Our year to date has not been satisfactory from the stand- 
point of volume of sales, in comparison with 1926, but it has 
been satisfactory from the standpoint of increase in gross 
profit, which we are most keenly interested in. This we be- 
lieve has been accomplished by our cutting down on the 
number of items we supply, and carrying a more representa- 
tive stock in the items that we have retained, and intensify- 
ing our sales efforts on the items carrying the most substan- 
tial gross profit. 

This does not necessarily mean specialties entirely, as we 
have had very good results in pushing quickly consumed 
units, for we find that by putting our cards on the table with 
our various consumers, they are more than willing to meet 
us half way; and also are more than willing that we should 
make a livable margin of profit, when the situation has been 
explained to them. This has greatly clarified the situation 
in our section on the items which were previously considered 
of no account, due to the poor profit in same. 

We are looking forward to a satisfactory year in 
both as to volume and profit. 


1928, 


J. M. Hargrave, President, The Cincinnati Tool Company, 
Cincinnati: 
Our volume in dollars for 192 


7 will run about five per cent 
than 1926. Our physical volume will run about three 
per cent greater. We find that small orders have increased 
in number, and we also find that orders calling for shipment 
direct to buyers’ customers have increased in number. These 
two conditions should be corrected by the trade in some way, 
for they will inevitably cause increased costs which must be 
carried finally by the consumer. 

We see no reason to expect poorer 
months than have had in the past, 
reasons for thinking that it may be better. 


less 


the 
there 


business in next 


few we and are 


Edw. H. Ball, President, Chicago Belting Company, Chicago: 
I feel that general business in 1928 will be fairly good, but 
with probably less volume than the year just closing, and also 


less than 1926, but volume should be greater than preceding 
years. Competition will be keen in every line, and in the 


scramble for volume, profits may be lost sight of, but the 
year 1928 should be a good year for those concerns that 


attend strictly to business, watch their costs and push sales 
aggressively, and in doing so pay more attention to an honest 
profit per sale rather than blindly seeking volume at any 
price and hoping for a profit in the final check-up. 

P. W. Klinger, President and General Manager, The Klinger- 

Dills Company, Dayton, Ohio: 

Our business so far in 1927 is about 20 per cent in volume 
1926. The net profits will be about the same as in 
1926, as the increased volume has been secured at increased 
sales expense. 


above 


October and November business dropped considerably be- 
low preceding months, but we now note a more optimistic 


attitude among our principal customers, and anticipate a 
satisfactory year for 1928. 
Fred E. Best, Sales Promotion Department, Clipper Belt 


Lacer Company, Grand Rapids, Mich.: 

We are pleased to say that business in 1927 has been very 
satisfactory. The new Clipper SPEED Lacer No. 8, recently 
put on the market, met with instant approval, and more 
than one thousand of the larger plants in this country have 
adopted this new model, which is giving them entire satis- 
faction. Judging from present indications, 1928 should be a 
good year in our line of business. 

\. C. Rynders, White Star Company, Wichita, Kan.: 

The year has been very fair with us in practically all lines. 
It would have been an excellent year had it not been for 
floods and the depression in the oil fields for most of the year. 
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As to the future, the crop this year has been fairly good, 
and if the prospects continue fair, next year should be a 
fairly good year, with the exception that it is a political year, 
and on this account we discount the prospects a little. 

A good share of our work is consigned to grain mill and 
hand industries, and a great many of these have been putting 
their house in order, and it will not 
class of work for next year. 


leave so much of. this 
J. L. Pitts, President, Brown-Roberts Hardware & Supply 

Co., Ltd., Alexandria, La.: 

While our volume of business for the present fiscal year is 
off about 20 per cent as compared with the previous year, 
we believe that we have no right to complain, especially 
considering damage that was done by the flood so late in the 
spring, which cut off a very large part of our productive 
territory. While our volume has been somewhat less, I be- 
lieve there is a tendency on the part of the distributor to 
secure a better profit on the staple items which all of us 
found we were handling on too close a margin. 

For the next twelve months I do not see much improve- 
ment, but, to the contrary, I am afraid that it will be a 
year of gradually receding prices, with orders hard to get. 
Looking beyond this period, however, I think this section of 
the country is due for an era of prosperity which should last 
over a period of years. 

M. B. Skinner, President, M. b. Skinner Co., Chicago: 

Before speaking of the general business situation, I wish 
to make a very general remark. There is one thing that 
always occurs to us at this season of the year. This is the 
bugaboo of inventory. We know of no correct it, 
but we cannot help but mention it. 


way to 


Although inventory is a plain bookkeeping proposition 
(especially in these days when everyone has a_ perpetual 
inventory), it seems to us that, generally speaking, the 


inventory period is allowed to disrupt selling organizations 
for at least six weeks at this time of year, and as the sell- 
ing organization is the most costly department in the busi- 
ness, it is really a very serious matter. Selling activity from 
December lst to January 10th ought to be at its height. 
Instead, “inventory talk” is allowed to keep it at a stand- 
still. 

Looking ahead to the year 1928, it seems to us that it is 
going to require hard work and the best efforts of everyone 
to maintain a normal gain in the specialty business. This 
is going to be particularly true in our case, as we expect 
to be somewhat disrupted by moving our manufacturing de- 


partment about April Ist into a new and modern plant, 
which we are building at South Bend, Ind. However, we 
have put a great deal of thought on the proposition and 


expect to hold interruptions down to the minimum. 
Generally speaking, the outlook is bright for those who 
work and are not too much frightened by that mystic phrase 
“presidential year.” 
J. E. Shaw, Vice-President, Machinists’ Supply Co., Chicago: 
Nineteen twenty-seven has been satisfactory. A general 
slowing up during the latter part of the year has kept us 
from showing an increase in volume over 1926. In spite of 
this, however, we have made definite strides towards exacting 
a greater percentage of profit, and are gratified to find that 
we were able to do so without antagonizing our customers. 
Through a definite programme of concentration, how- 
ever, certain of our lines are ahead of 1926. These are, in 
practically all cases, specialties carrying a substantial profit, 
and lines on which we have exclusive privileges. We feel 
that this one fact alone has made 1927 a most encouraging 
year, and with the probability of fair business during 1928, 
pursuing the same policy, we expect to enjoy a more satis- 
factory year than any since the war. 
George C. Davis, President, G. M. Davis Regulator Co., Chi- 
cago: 
In summing up the business of the past year, 1927, it can 
be said that we have enjoyed a normal year of business. 
Our business is conducted almost entirely through job- 
bing trade connections, and we have had the pleasure of be- 
coming more closely acquainted with them, and they have 
responded with a generous share of their business in our 
line. 
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We think the jobbers have maintained our established 
prices in a very satisfactory way, to our mutual advantage. 

We anticipate that our future relations will be as pleasant 
and accumulative in business, and we look forward to a 
good year for 1928 in spite of the fact that it is presidential 
election year. 


EK. I. Garrett, President, Puget Sound Machinery Depot, 

Seattle: 

The chief industry of the Pacific Northwest is lumbering. 
This has not been a profitable year for lumber mills. There 
has been a lot of unfortunate and unnecessary cutting of 
prices by the manufacturers; in fact, their methods of mar- 
keting lumber are not at all commensurate with the im- 
portance of the industry. There has been little, if any, new 
construction of sawmills. 

The next most important industry with headquarters in 
Seattle is the salmon canning industry. This was an un- 
fortunate year for them. In southeastern Alaska the fish 
pack was a failure, so that business with the canners is 
below normal. 

Other lines of business have been prosperous and have 
in some measure made up for the deficiency of business in 
mill supplies from the lumber and salmon canning interests. 

Competition is very keen. Margins are small. We are 
looking forward to a good volume of business next year, 
but expect very narrow margins of profit. 


D. K. Swartwout, President, The Swartwout Company, Cleve- 
land: 

We are just closing our 1927 year, and, taken as a whole, 
it is reasonably satisfactory, although neither the sales nor 
the profits quite reached our optimistic views of a year ago. 

The competition has been very severe throughout the year, 
requiring extraordinary sales efforts, which has had some- 
thing to do with increased cost of sales and that is something 
I think we will have to meet again for 1928. On the other 
hand, this condition has resulted in prompting wide awake 
manufacturers to cut their costs, not only on manufacturing, 
but on distribution. That is something that all manufac- 
turers who expect to stay in business must meet sooner or 
later. 

We have kept our maximum advertising schedule for 1927 
and are increasing it to some extent for 1928. We have been 
very glad indeed to include your excellent publication as an 
advertising medium to the distributors both for 1927 and 
1928. 


P. L. Pryibil, Vice-President, Midwest Steel & Supply Com- 
pany, Inc., Bradford, Pa.: 

We are hopeful for a substantial increase in the volume 
of our lines going to the mill supply trade during 1928. 

It doesn't appear as though there are any outstanding 
commercial features on which to base an assumption for next 
year other than greater general stabilization and possibly an 
appreciable increase in sales of automobiles and_ kindred 
products. 

Our total volume for 1927 was not quite equal to 1926 
due in a measure probably to slacking off in industrial build- 
ing, by which our lines are affected. 


C. W. Bourne, President, Frictionless Metal Company, St. 

Louis: 

Our business for the year now rapidly drawing to a close, 
while ‘ 
1923-1926 period, and naturally is most encouraging. Re- 
ports reaching us from various sources are exceptionally 
optimistic as to 1928, which opinion we fully share. 


‘spotty” at times, shows a great improvement over the 
] : 


Chas. E. Curtis, President, The Western Tron Stores Co., 

Milwaukee: 

The year 1927 has been productive of much progress in 
the distributing industry. Especially outstanding have been 
the activities of the Bolt and Nut Association, through whose 
fearless and energetic efforts the distributors have been 
brought more closely together for a common good. I believe 
that the realization of the success of this achievement has 
instilled a new courage for enlarged undertakings in this 
direction, as we have observed that honest co-operation in 
our industry will bring about immediate fruition. 

The keen competition prophesied for 1927 was apparent, 























































































but thanks to the enlightenment received from our National 
Association and the Bolt and Nut Association, this much 
feared competition was changed to a marked degree from 
what might have been destructive activity to constructive 
effort, and the successful distributor has been universally 
recognized, not as the one who showed a big volume of sales, 
but the one whose practices were the result of intelligent, 
co-operative and fair policies. Such a one not only operated 
his business profitably, but also aided in bettering the in- 
dustry, and by reason of his fair practices and healthful 
condition, has increased his value to his trade and com- 
munity. 

I believe that the impetus of right activity and sincere co- 
operation so firmly instituted in 1927 will gather force in 
1928, and the mill supply industry will arrive at an economic 
position of greater and better service to our national develop- 
ment and yield a greater return to invested labor and capital. 


Paul Armstrong, President, Armstrong Bros. Tool Co.. Chi- 
cago: 

Nineteen twenty-seven has been a very satisfactory year 
for us. Sates will run a trifle less than they were for 1926, 
but improved methods and equipment will maintain profits 
at a satisfactory level. in spite of the fact that we are 
giving better values in quality and finish than ever before 
in the 35 years of our company’s history. 

Another very satisfactory feature of our 1927 business is 
the growth in distributor co-operation; about 90 per cent of 
our business passes through the hands of distributors lo- 
cated in every part of the country, which certainly indicates 
their appreciation and approval of our policy of price pro- 
tection for the legitimate distributor and no direct con- 
tacts with consumers. 

It is our opinion that business in 1928 will be equally 
as good as 1927, with full consideration of the fact that it 
will be presidential election year. 

L. A. Clark, President, Samuel Harris & Co., Chicago: 

It is needless to say that we are very optimistic for 1928. 
While 1927 has not shown the volume we had hoped for, we 
feel that it has been a fairly good year. 

We have great hopes in the Mill Supply Council, which 
ought to function in a way that the distributors are hoping 
it will. Personally I have great faith in the men that are 
at the head of it. We not only feel that the distributors’ 
power will be greatly increased with the manufacturers, but 
that there will be a more friendly attitude of distributors 
toward one another, and we feel that great results can be 
obtained through co-operation of the distributors. 

We do not feel that there is going to be a record year 
ahead of us and do not look for anything in the way of a 
depression. As I stated before we are very optimistic for 
1928. 

F. H. Deisher, President and Treasurer, Royersford Foundry 

& Machine Co., Inc., Royersford, Pa.: 

The year of 1927 closes. While not satisfactory, we find 
our volume up to within seven per cent of last year. While 
the total business is as above, the kind of goods produced 
is different. The power transmission end of our business, 
which has always been the dominant factor, has declined, but, 
being alert to existing conditions, we were successful in in- 
creasing our other lines. 

We believe, however, that through the concerted co-opera- 
tion of the new Power Transmission Association, the chief 
function of which is to give information, “Drive Right” will 
bring back the use of power transmission lost through the 
misapplication of transmission equipment. 

We believe 1928 is going to be a fair year—nothing funda- 
mentally wrong—and with our increased efficiency, we are 
going to get results. While retaining all our sentiment in 
business, yet we are facing the facts. 

S. S. Clary, General Manager, James MeGraw, Inc., Rich- 
mond, Va.: 

Our experience for 1927 is that business in this section of 
the country has been very sluggish. It seems not only to 
be our experience, but also that of most everyone with whom 
T have talked. 

We have gotten this year about our usual number of 
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Why it was written 
Ist Because The Republic Rubber Co. stood at the 


cross roads of sales policy—in position to follow 
the “direct seller” route, or, the route of serving the ulti- 


mate consumer through distributing channels. 


2 | Because of a firm belief in the economic sound- 
ng- ; ; ‘ 

ness of marketing Mechanical Rubber Goods 
through the medium of bona-fide established distributors 


of industrial supplies. 


3 A settled conviction that mutual advantages 
could be gained through a merger of manufac- 
turing ability on one side and the underlying sales op- 


portunities and ability on the other. 


Because of a desire to follow selling procedure 
th— | 
which the distributor had, in conventions and 


elsewhere, indicated as proper and satisfactory. 


A complete willingness to clearly establish the 

th— _ 
basic sales procedure of Republic in order to de- 
velop a definite understanding between Republic and its 


prospective market. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


Belting Molded Goods to day solicitation. 
Lathe Cut Goods 


=e Packing 


























The Sales Policy 
of the Republic 
Rubber Co. 


written by J. H. Connors, 
President of the Company, 
October Ist, 1923 


What it means to Mill Supply 
Distributors 
if It’s a standard measure by which a manufacturer 
may be judged. 
nd Used properly, it becomesa most eflective weapon 
against improper competition. 


2 Its promulgation marked an era of rehabilitation 
of the distributor of Industrial Supplies. 


Ath It established The Republic Rubber Company as 


a proven ally of industrial distributors. 


It merits for Republic the high regard and sup- 
th— tie 
port of all distributors truly interested in the 


Mill Supply Industry. 











1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 


2 A quality of product uniformly good 
* and capable of delivering service re 
sults that should reasonably be expected. 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


Freedom from competition from his 
* source of supply, either direct or in- 
direct, among the trade covered by his day 


5 Selling helps of reasonable amounts 
* sothat his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 


| | 
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orders but many of them were small. The tendency has been 
more than ever toward hand-to-mouth buying, which of 
course is probably good business on the part of those doing 
it, but has meant that we have done less business at about 
the same cost. The only redeeming feature has been that 
notwithstanding the fact that quite a number of our jobbing 
friends have been taking business at a very small margin 
of profit and in some instances about cost, we are showing 
a little better margin of gross profit than last year. 

We started out the year with the idea of working more on 
profits than volume and have tried to live up to it through- 
out the year, although in some instances we too have taken 
some business on too little profit. 

The slowing 
particular section, I am 


cause of up in business conditions in this 
unable to state. It is certainly 
not for lack of money, because plenty of money seems avail- 
able and our collections have been fairly good all the year 
and have been better the last few months than for a number 
of years. 

Notwithstanding the fact that 1928 is another presidential 
year—which often times causes a slow up in business—most 
everyone seems very optimistic. There is a wave of in- 
dustrial development in this territory which also makes us 
very optimistic for 1928. 

W. H. Fisher, Secretary and Sales Manager, T. 

Sons Company, Chambersburg, Pa.: 

The 


B. Wood's 


volume of our 1927 business will just about equal 
1926. This is not quite as good as we anticipated at the 


beginning of the year, but when we consider the slowing up 


in the latter half of the year we feel that we have done 
very well. 

While it is difficult to predict for 1928, which will be a 
presidential year, conditions would indicate that the next 
year should be a good one, and in volume exceed 1927. 


The power transmission industry is taking on a new life 
and the renewed activity of this 
oi material is already being felt. work of the 
l'ransmission the mechanical 
reflect to the ad- 

Personally I am 
power transmission as an industry for 
than 


manufacturers of class 
The 
Association in promoting 
transmission of power will ultimately 

vantage of each individual manufacturer. 
more optimistic for 
1Y28 and following 
past. 


Power 


years I have been for some years 


Lawrence G. Puchta, Vice-President, The Queen City Supply 
Co., Cincinnati: 

Our 

volume has exceeded 1926 and our gross profits have been 

much higher than for several preceding years. All 

tions point to a satisfactory business for 1928. 

kK. H. Payne, President, 
tion, Greenfield, Mass.: 


Our business this year has been quite satisfactory. 
indica- 


Greenfield Tap and Die Corpora- 

We stated a year ago that we thought that our business 
for 1927 would equal that of 1926. 
sales are off seven per cent. 
own, 


We were in error; our 

The first five months held their 

the loss appearing from June to October, 

November and December being equal to last year. 
Although 1928 is presidential year, we feel that we are 

justified in making the statement that our sales and profits 

for 1928 will at least exceed our figures of 1927, and with 
the analysis that we have made, we shall feel disappointed 
if it does not equal our 1926 figures. 

B. H. Ackles, Manager, 
Rayl Company, Detroit: 
We have 

tributors 


inclusive; 


Factory Supply Department. The 
not 
about 


very much to say to the mill supply dis- 
our business for 1927, as the world knows 
conditions were very much off center; and with this in mind, 
we hope it will be possible for us to again come back into 
your column a year from now and tell you all about the big 
things that are going on in Detroit. 

J. Al Johnson, President, 
Co., Inc., Rockford, UlL.: 
Our sales for 1927, while not quite measuring up to our 

expectations, were reasonably satisfactory. 


Excelsior Leather Washer Mfg. 


Early in the year we acquired the business of the Rock- 
ford Leather Washer Co., and had hoped, by combining the 
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two companies under one head, to show more of a gain than 
has materialized. 

Profits in our line, however, as in many other lines, have 
continued to diminish, due to the ever increasing cost of raw 
materials, leather having reached this year the highest level 
since the world war. Tanners claim they have never re- 
ceived a profit commensurate with their investment, so until 
they can determine on a price that will net them a fair return 
for their product, we in turn can hardly look for stability in 
prices of leather commodities. 

However, while our sales for the last six months were ap- 
proximately 30 per cent than those for the first six 
months of the year, advance orders now on our books in- 
dicate a feeling of confidence for 1928, and we anticipate a 
steady, normal business, at least during the first six months. 


less 


L. G. Isaacson, President, L. G. Isaacson Company, Aberdeen, 

Wash. : 

Our volume of gross sales for 1927 shows an improvement 
over 1926, but at this writing we do not know the net gain, 
which no doubt is less than for 1926. 

We are very hopeful for a good business for 1928 because 
of the record year just closed in the California citrus belt, 
which will no doubt reflect in a healthy demand for our 
lumber products of the West coast. 

We would judge from recent reports of the large lumber 
producers that a very optimistic feeling prevails for good 
lumber demands for 1928, which of course means prosperity 
for us as a supply house. 


Charles Bond, President, Charles Bond Company, Philadel- 
phia: 
I have for acknowledgment your letter of the 7th, in which 


you ask me to tell the story of the mill supply field during 
now closing. In reply, would say that the finals, as 
far as sales are concerned, are about an even break with 1926, 
which was about the best year we have had during the 40 
vears we have been in business. 


the yea 


Candidly, we are very well pleased with this phase of the 
situation, but, in order to maintain the sales, we have cer- 
tainly put forth more effort and expense than was necessary 
in the previous year, due to the fact that general business 
conditions in this are acknowledged, by those who are 
qualified to know, as being below par and certainly not equal 
to the previous year. 


city 


We have been impressed with the fact that our customers 
have been ordering in smaller quantities, so that it 
sarily made a higher percentage of expense. 

We are all keyed up to make the new year a banner one, 
seeing that in July. 


neces- 


our 40th anniversary wil! be 


Francis H. Love, Francis H. Love Company, Inc., New York: 

You will appreciate our interest in general mill supplies 
is exclusively in export fields. To such may be 
interested in export it gives us pleasure to state that based 
on twenty years’ experience in exporting mill supplies, we 
believe 1928 will be very much better in all respects than 
any one of the immediately preceding three years. 

For example, about a year ago we signed a contract in- 
volving the shipment of approximately one million dollars 
worth of material for Mexico, and, due to political and other 
disturbances, the business has lain dormant. Due to the 
excellent work of our official ambassador and our two or 
three unofficial ambassadors, in the last few weeks conditions 
have completely changed and we are now making our initial 
shipments on this big operation. 

The question of credit never entered on this contract, as it 
was and is based on cash deposits in New York. We ex- 
plain this, as you might think that the matter was held up 
for lack of funds, which is not the case. 

In the Cuban market the low price of sugar has delayed 
both the maintenance and new work to an unprecedented 
degree. In the coming year there will be an urgent demand 
for supplies, three times as much as the normal require- 
ments. 


readers as 


The situation in Venezuela, with their comparatively recent 
oil field developments; the situation in Colombia, in Peru, etc., 
give us every reason to be optimistic as to the demand for the 
general line of American mill supplies for the 1928. 

(Co Page 81) 
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Model “*C”’ is the only hand saw 
on the market combining extreme 
capacity with portability. The 
weight is only 24 lbs. and it cuts 
up to 4!,.-in. lumber. Now 
equipped with *, h. p. G. E. uni- 
versal motor for A. C. and D. C., 
110 or 220 volts. 11 in. and 8 in 
diameter blades furnished 







Wodack Saws must be good. In 
two years Turner Construction 
Co. have bought 12—five model 
“*C’s”” and seven Model ‘‘B’s” 
Easy to operate. Perfect safety 
automatic. Also good as a table 
















saw. 

MODEL B 
Model **B”’ features a swivel base 
for bevel cuts to 60 3, hp 


motor. The I1-in. diameter blade 
is absolutely necessary to cut 2-in 
lumber on a 30 © angle or 3-in. ona 
45° angle. No smaller blade will 


do this work. Weight 28 lbs 


Wodack Drill 
32-inch 
Price . - - $36 00 
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A wonder for lightness and 












power Drills *. in. diam 


eter holes in metal and 









in. diameter holes in wood. Suits 90 
of drill requirements. Timken Bearings 
Strong trigger switch-momentary con 


tact Keyless chuck for round shank 






bits G. E. universal motor tor both 
A. C. and D. C., 60 cycles or less, 110 
or 220 volts Weight 7 lbs 
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*. L. ROGERS & COMPANY 


23-27 South Jefferson Street, Chicago 
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Handle of a | 
Wodack Saw 


It Saves Enormous Sums for the 
User—Makes Money for the Dealer 


AE first WODACK SAW was sold more than two 
years ago and is still on the job—in daily use. 


This sturdiness is built into every WODACK Tool 
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and is one of the reasons why so many builders and Fi 
factories repeat on their orders for WODACKS. 2 
The Wodack Saw and also the Wodack Combination Bi 
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Lock Mortiser and Router do work that other tools 
can't do. 


The Wodack Factory has been making drills for ten 
years. The name WODACK is on good tools only. 
Quantity production of one size drill makes this low 
price possible. 


Increase your net profits with this line of electric labor 
savers each the best of its kind —and all well 
advertised. 
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Wodack Combination 
Lock Mortiser and Router 
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Think 3 this! A lock mortiser that will cut 
out an average of 75 inside door locks per 
4 hour, counting time to put on and take off 
& each door. More important —it cuts out the 
barrel and most of the face plate in one opera- 
tion without stopping to change cutter or 
measurements 

























Wodack Router. Router outfit comes com- 
plete with mortiser. The high speed of 
10,000 R. P. M. leaves a perfect surface. 
Furnished with straight edge attachment. 
3, in. milling cutter and 

Wedack Router 4 In. milling 
en standard chuck. Uses !»- 












in. round shank bits. 









Saves on all grooving, 
routing stair stringers, etc 
Sold separately if desired, 
and at a lower price than 
any other router of equal 

“spower. Weight 19 lbs. 


The motor is removable to convert 
into the WODACK Router. You buy 
a real productive, convertible tool. 
'5 h. p. G. E. universal motor for 
A. C. and D. C., 110 or 220 volts 
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(Continued from Page 79) 

The expected additional business will probably go to the 
old time firms who have been developing export for years 
back and who have patiently suffered the recent lean years. 

P. S. Since dictating the above letter our Havana office 
has cabled in an order for about eight hundred carloads of 
material in connection with the public works in Cuba, which 
helps confirm the foregoing optimism. 


J. R. Steneck, Sales Manager, Illinois Malleable Iron Co., 

Chicago: 

The most encouraging feature of the present situation is 
that a very prominent manufacturer of agricultural ma- 
chinery stated the other day, “The farmer is at last coming 
into his own.” 

That means, for the first time in six years, that the 
reports from the agricultural sections of the country state 
very definitely that the farmer in many localities has paid 
off his bank indebtedness, has in many cases decreased the 
load he has been carrying and on a general average is in 
the best position he has occupied since 1920. 

This in itself means larger purchasing ability at the prime 
source, resulting in increased demand for goods made and 
sold by your readers, and the gradual filtration of this extra 
money through all channels. 

Ancther side of the picture is the fact that it is now con- 
ceded that the steel interests, which include practically all 
lines of manufacturers of ferrous metals, will not show in 
1927 a better average return than 412 per cent, a revenue 
entirely inadequate to maintain proper efficiency of manu- 
facturing plants. 

You can also therefore see that because of the increasing 
demand for materials and the absolute impossibility of manu- 
facturers as a whole handling business on the present exist- 
ing margin of profit, there must inevitably be an upward 
trend; this movement toward better conditions we are sure 
will react favorably toward increasing the earnings of the 
distributors. 

George M. Bochstahler, Vice-President and Manager, In- 
dianapolis Belting & Supply Co., Indianapolis: 

We have had a fair year; nothing to become discouraged 
about nor to brag of. 

For 1928 we are expecting conditions to be considerably 
improved during the first six months over the past six months, 
but for the last half of 1928 we would not want to make any 
suggestions. 

We find manufacturers co-operating with us more and 
more, Which is the most encouraging thing about our busi- 
ness. 

C. W. Brainard, President, Union Steam Pump Company, 

Battle Creek, Mich.: 

Late in the year 1926, and for the first five months of the 
year 1927, we enjoyed a uniform and most excellent business. 
Commencing with the month of June, we found, in our busi- 
ness, that there was a letting up of general trade, and there 
has not been any particular improvement during the re- 
mainder of the year, although we think our volume will run 
equal to, or a little better than the year 1926. 

J. W. Kirby, President, The Gastonia Mill Supply Co., Gas- 

tonia, N. C.: 

The supply business in the textile field tor the year 1927 
has been very good and we are looking forward to a good 
business during the coming year. 

Competition has, we believe, been on a much better basis 
and should reflect in a better net profit for the supply 
houses. We also think that explanation to the buyer of the 
position the supply house occupies with reference to both 
the factory and buyer should help all concerned. 

Ed. L. Humphreys, Vice-President and General Manager, 

Southern Saw Works, Atlanta: 

While our volume of business in 1927 has not exceeded our 
estimate, we admit that the net results are as satisfactory 
as we had anticipated. We were not overly optimistic at the 
beginning of the year, nor do I believe that the coming year 
will yield an increased volume and a satisfactory percentage 















































































of net profit without the application of intelligent effort and 
fidelity to conservative policies. 


J. W. Bunting, President, The Bunting Brass & Bronze Com- 
pany, Toledo, Ohio: 

As you know, the widely diversified application of our 
products makes our business a very dependable barometer of 
general manufacturing conditions, and, basing our estimate 
upon this observation, we are led to believe 1927 behaved 
fairly well from an industrial standpoint. 

It is true, no doubt, that the falling off of quantity pro- 
duction in some automotive plants affected our industry, but 
this curtailment was so short-lived that the slack was easily 
taken up through other activity. With the display of new 
models and ever-increasing production and refinement of 
manufacture, 1928 looks very promising to us and we are pre- 
paring for increased business in all our products. 

In our mill supply division, we are happy to state, an in- 
crease of nearly 25 per cent has resulted. The tendency of 
the consumer to purchase quality bronze was noticed through- 
out the year in all sections of the country and foreign mar- 
kets as well. Our several decades of foundry research and 
quality manufacture fortunately found us in position to ab- 
sorb the increase. 

The question of stock always arises in discussing distribu- 
tion problems, and, while our factory and stock warehouses 
have received an enormous quantity of rush orders, tele- 
grams, etc., we are confident that early in 1928 the mill 
supply distributors will revert to normal on the stock ques- 
tion. 

The writer has just returned to the office this week from an 
extended European business trip, and, after thought and de- 
liberation, believes the theory of industrial results for both 
manufacturer and jobber can be found in the age-old adage: 
“He profits most who serves best.” 


Wm. B. Paulscraft, Vice-President, R. K. Carter & Co., New 

York: 

The annual forecasting season is at hand. Some of the 
forecasters predict better trade in 1928 than in this year, 
possibly, if not probably, the best in any year since the war. 
Others predict slightly better trade than in 1927, which has 
been an off year from best post war years, but above 
the average of these years. There are some who expect 
poorer business. What the average business man would like 
to have is a harmonizing of these forecasts with each other 
and with his own circumstances. 

As we view the situation, the outlook for business continues 
favorable, with signs pointing to industrial expansion after 
the first of the year. As yet, gains are largely sentimental, 
but actual improvement is in the making. An influential 
factor in restoring confidence is the growing realization of 
the underlying soundness of the present situation. Steel news 
is generally constructive evidence of slow, but gradual better- 
ment in numerous lines. Expectations are high for a decided 
comeback in the automobile industry next year. Crop re- 
turns, on the whole, have been good and farm purchasing 
power enhanced over that of a year ago. Money conditions 
continue favorable. Foreign trade is in a healthy condition. 
Building construction promises to continue in large volume. 

The policy of manufacturers to maintain production within 
measurable distance of current requirements is apparent, and 
as distributors generally have bought little in excess of needs, 
embarrassing accumulations of merchandise have been 
avoided. 

Prices, generally, are at levels which are likely to encour- 
age buying, and as a result of the curtailment that has pre- 
vailed for the last few months, there is considerable pent-up 
demand for many products which should be translated into 
orders and sales in the near future. It would seem that the 
stage is being set for better business a little later on. 

A point of interest in trade and industry at present is the 
number of mergers rumored and reported, which are gen- 
erally considered one sign of pressure of competition. 

The end of the year is a period for slackening in primary 
industries because of inventorying and other seasonal re- 
straints, but conditions are more favorable for expansion 
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than depression and we continue to look forward with con- 

fidence to 1928 as a good year for business. 

Wm. E. Bee, President 
pany, Detroit: 

It is our pleasure to advise that we have had a remarkably 
good year, the volume being equal to or a little larger than 
any year of our 22 years’ experience. 

The profits in some of our divisions, particularly the mer- 
chandising, are exceedingly low, due largely to the sales 
policies of a few of the manufacturers of standard com- 
modities. I see no reason why 1928, at least the fore part of 
it, should not be fully as good as 1927. 


and Manager, Palmer-Bee Com- 


Henry L. Russell, President, J. Russell & Co., Inc., Holyoke, 

Mass.: 

We feel that the year 1927 was a fair one, about the same 
as 1926. If 1928 is as good as 1927, we will be satisfied. We 
cannot look ahead and our feelings are that the presidential 
year is never equal to the other years when you figure on 
profits. 

Ernest H. Smith, President, The Hollow Center Packing Co., 

Cleveland: 

Although we have enjoyed a very good volume of business 
during 1927 and the entire year will show up very good, our 
monthly sales were upon a downward trend for the first nine 
months. reached their lowest volume in October, but 
turned on an upward trend the latter part of October and 
have increasing ever since. November was an excep- 
tionally good month and December has started out very well. 

As far as our business is concerned, 


Sales 
been 


we believe we are on 
an upward trend and that we will show steady increase dur- 
ing the next six months. 

Chas. E. Hathaway, President, Stanley 

Chicago: 

We are pleased to advise that, as we 
distribution, it is only natural that we found conditions 
better in localities than in others. Our total 
was fair although not quite as good as in 1926. There were 


Belting Corporation, 
have a country-wide 


some business 


no fluctuations in our prices and we found collections very 
food. 
Our customers were apt to keep their stocks at a low 


level and only buy for immediate needs, and we believe that 
this practice has been quite general in other lines of busi- 


ness also. 


We believe that business during 1928 will show an im- 
provement over 1927 both as regards volume and margin 


of profit. 


e 
Belting Association Meeting 
(Continued from Page 65) 
P. R. Bonner, Bonner & Barnewall, Inc., New York. 
F. W. Browning, Browning-Roberts Belting Co., Knoxville, 
Tenn. 
Edw. H. Ball and A. J. Wois. Chicago Belting Co., Chicago. 


Albert S. Keen, Detroit Oak Belting Co., Detroit. 

George H. Fisher, The Fisher Leather Belting Co., Inc., 
Philadelphia. 

Fred R. May, Grand Rapids Belting Co., Grand Rapids, 


Mich. 

F. H. Willard, Charles O. Drayton and F. E. Barth, Graton 
& Knight Co., Worcester, Mass. 

W. G. Oaks, Himmelein & Bailey, Inc., Philadelphia. 

T. W. Kirkland, Holyoke Belting Co., Holyoke, Mass. 

Charles FE. Carpenter, E. F. Houghton & Co., Philadelphia. 

J. R. Fox, Charles L. Ireson Co., Boston. 

Nathan Fried, Johnson Belting Co., New York. 

M. G. Mulhern, Laurence Belting Co., Inc., New York. 

E. Howard Gill, McLean Mfg. Corp., New York. 

Wm. T. Bell, Page Belting Co., Concord, N. H. 

Harold Perpall and W. B. Covell, Philadelphia Belting Co., 
Philadelphia. 

Arthur H. Rahmann, Geo. Rahmann & Co., New York. 

Frank F. Raniville, F. Raniville Co., Grand Rapids, Mich. 

Philip G. Rhoads, J. E. Rhoads & Sons, Philadelphia. 

G. Arthur Schieren and D. H. McPherson, Chas. A. Schieren 
Co., New York. 

D. D. Schwartz, Schwartz Belting Co., New York. 

L. R. Cochran, Ulmer Leather Co., Norwich, Conn. 

W. A. Place and J. J. Murray, Warren Belting Co., Wor- 
cester, Mass. 

Harris E. Whiting and E. A. Pennell, Whiting Leather & 
Belting Co., Long Island City, N. Y. 
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Philip C. Brown, I. B. Williams & Sons, Dover, N. H. 
Fraser M. Moffat, President, Tanners Council of America, 
New York. 


William L. Goodwin, Goodwin, Nicholas & Morton, New 


York. 
D. R. Egbert, Power Transmission, Chicago. 
W. S. Hays, Power Transmission Association, Philadelphia. 


Wm. H. Mulford, England, Walton & Co., Inc., Philadelphia. 

Edward D. McKown, Hans Rees’ Sons, New York. 

LL. H. Shingle, Shingle-Gibb Leather Co., Philadelphia. 

R. W. Hartt, U. S. Leather Corp., New York. 

Chas. S. Walton, Jr., John E. Schaefer and James M. Wal- 
lace, Chas. S. Walton & Co., Inc., Philadelphia. 


+> 


CATALOGUE IN SECTIONS 


Peden Iron and Steel Company Has Plan Where Parts 
Re-uired May Be Bound in One Cover 

The Peden Iron & Steel Co., Houston, Texas, is this 
year issuing a new type of catalogue. Instead of having 
one general book, the catalogue is divided into seven sec- 
tions, as follows: (1) general hardware; household 
and agricultural hardware; (3) cutlery and_ sporting 
goods; (4) builders’ hardware, roofing and re-inforcing 
steel; (5) heavy hardware and oil well supplies; (6) mill 
supplies and machine tools; (7) auto supplies. 

Whenever the company wishes to make up a combina- 
tion of books, or sections, these are placed in a cover with 
angle iron back, so that each customer will have only one 
Peden catalogue. As an example: If the company wishes 
to supply a garage with automobile accessory and sport- 
ing goods catalogues, these two divisions are placed in 
the regular cover and one book is made of them. 

The pages of the entire catalogue, beginning with the 
first section and ending with the last, are numbered from 
one to 1900. That does not mean, however, that there 
will be 1900 pages in a catalogue containing all of the 
divisions, for there are quite a few skip numbers between 
sections to allow for expansion. If it becomes necessary 
to re-issue certain sections of the catalogue, the company 
may send the customer the new section and have him 
place it in his catalogue, and in that way the catalogue 
will be quite up to date. 

“Tn issuing this present catalogue, it was our intention 
to place the merchandise in such a way that our sales- 
men will be able to walk into a dealer’s store and sell 
him from the very beginning of the book up to mill 
supplies and machine tools, and the salesmen will be 
able to tell the dealer that from there on we will have to 
compete with mill supply houses in the ‘smoke stack’ 
trade. Another feature of the sectional books is the fact 
that we can now send the industrial trade a catalogue 
without giving them sections which we prefer to handle 
through dealers.” 


(2) 


——— 


BIG MERGER IS REPORTED 


J. L. Mott Co., Laib Co., and The Columbia Sanitary 
Manufacturing Co. Are Said to Be Included 

It is alleged that the J. L. Mott Co., Trenton, N. J., 
the Laib Co. and the Columbia Sanitary Mfg. Co.. both 
of Louisville, will be merged. The announcement is said 
to have been made at the office of the Mott Company in 
New York. Subsidiary companies said to be included in 
the merger are the following Mott subsidiaries: J. L. 
Mott Iron Works, Trenton Fire Clay & Porcelain Co., 
Mott Co. of Pennsylvania, Mott Southern Company, At- 
lanta, and Mott Company, Limited, Montreal, Canada, 
and two Laib Co. subsidiaries: the Nashville Plumbing 
& Heating Supply Company, Nashville, Tenn., and the 
Huron Plumbing Supply Company, Toledo. 

The Mott company has been in receivership since 1924, 
and the announcement is said to have followed the pur- 
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TREMENDOUS market is waiting for this plat- is an interested prospect. Sold through distributors, this 


form stepladder, the safest on the market. Every Gold Medal Safety Platform Stepladder is made by the 
stepladder user in your territory and you know how world’s largest manufacturers of ladders and scaffolding 
many plants, office buildings and hotels this includes equipment. Behind it is 57 years of experience. 


Write for distributor’s plan. 


The PATENT SCAFFOLDING CO. 


CHICAGO, ILL. NEW YORK,N. Y. PHILADELPHIA, PA. 
1550 Dayton St. 3821 Sherman St., L. I. City 2835 Bridge St. 































































OREN 


Fa 
' 











January, 1928 





chase of the company by a reorganization committee at 
a sale in the federal district court in Trenton. The sale 
was to come before the district court in Newark within 
a few days, and, if confirmed, the receivership was ex- 
pected to terminate as soon as the instrument of trans- 
fer was prepared. 

It is said that G. H. Laib, president, Laib Co., will head 
the new company, and that W. G. Probst, vice-president 
of the Columbia Sanitary Mfg. Co., and Jordan L. Mott 
will be associated with him. It is believed that headquar- 
ters of the new combine will be in New York or Tren- 
ten, but that the Laib Co. will retain its present name 
and continue to operate its plants in Louisville. 

The Mott company was established in 1828 in Mott 
Haven, N. Y., and has been in the Mott family for five 
generations. In addition to the enameled ironware and 
other sanitary equipment and plumbing supply manufac- 
turing facilities, the Mott plants, covering 25 acres in 
Trenton, include large pottery and brass and ornamental 
iron foundries. The Laib Co. is a manufacturer and dis- 
tributor of plumbing, heating and mill supplies, and is 
said to control the stock of the Columbia Sanitary Manu- 
facturing Co., manufacturer of plumbing goods. The 
merger would create one of the largest units in the man- 
ufacture of sanitary ware and other plumbing supplies. 


THEY KEPT A BIG SECRET 


Not a Word Leaked Out from the Publishers Preparing 
Litecature, Etc., on New Ford Car 

Perhaps no one industrial or business event caused 
more interest or comment during 1927 than the coming 
out of the new Ford car. It was a very noticeable fact, 
too, that all the proceedings of the Ford company in 
bringing out its new model were veiled with the utmost 
secrecy. 

Yet, Ford had to have the posters, the folders and the 
other literature ready for release at the proper time. 
Consider therefore the secrecy that must have attended 
the preparation of copy and cuts, the printing, press- 
work, binding and distribution of this material. 

The mechanical job of preparing all this material, 
aside from the newspaper publicity that accompanied the 
announcement, fell to R. R. Donnelley & Sons Co., Chi- 
cago, Which is wel! known in the mill supply trade as a 
publisher of catalogues. Despite the fact that much of 
the matter was in the hands of the Chicago publishing 
house for several months, no information leaked out. The 
employes were told that their work must be attended by 
secrecy. The company put no watch on the workers, 
but had the confidence in them that they would keep 
their knowledge to themselves. It is said that employes 
purposely avoided looking at the work being done next 
to them. The watchman at night did not look at the 
work. There was no unnecessary discussion of it. 

The task of preparing all this material not only in- 
volved quality and quantity, but excellent coordination 
in order that the various sections could be mailed out at 
just the appointed time. 


> 


George Puchta Recovering 

In reply to an incuiry from MILL SUPPLIES as to the 
condition of George Puchta, president of The Queen City 
Supply Co., Cincinnati, Laurence G. Puchta, his son and 
vice-president of the company, in a letter dated Decem- 
ber 20th, wrote as follows: “I am very pleased to say 
that father is much improved. He sat up for the first 
time last Saturday—only half an hour or so—but that 
surely is a sign that he is on the mend; but he will be 
obliged to spend the holidays in the hospital.” Mr. 









Puchta’s illness was reported in last month’s issue of 
MILL SUPPLIES. He is in the Good Samaritan hospital, 
Cincinnati. Mr. Puchta is one of the best known and 
beloved mill supply distributors in the country. He is 
a member of the Mill Supply Council, was one of the 
founders, a charter member and the second president of 
The National Supply and Machinery Distributors’ Asso- 
ciation and is a former mayor of Cincinnati. 


RESALE PRICE LEGISLATION 


Mill Supply Men Will Be Much Irterested in Fate 
of Fair Trade Bill in Corgress 

Distributors and manufacturers of mill supplies will 
be interested in the fortunes of the Fair Trade Bill, rein- 
troduced into congress by Senator Capper, Kansas, and 
Representative Clyde Kelly, Pennsylvania. This is a sub- 
stitute for the original Capper-Kelly bill, and was pre- 
pared through the efforts of the house interstate and 
foreign commerce committee. 

The bill, while restoring to producers of trademarked 
goods the right to make resale price contracts with dis- 
tributors, provides that such commodities may be resold 
without regard to such agreements in cases of closing 
out stock, disposal of damaged goods and of bankruptcy. 
The bill also expressly prohibits price agreements  be- 
tween producers, or between wholesalers or retailers. 

> 
Two Companies Acquired 

The American Kadiator Company, New York, has ac- 
quired the property, assets and business as a going con- 
cern of the American Blower Company, Detroit, and the 
Kewanee Boiler Company, Wewanee, Il. The business 
of the American Blower Company has been transferred 
to a new corporation, known as the American Blower 
Corporation, and the business of the Kewanee Boiler 
Company has been transferred to a new corporation 
known as the Kewanee Boiler Corporation. 


> 
Nolen Company Organized 
The Nolen Machinery Company, Inc., Shreveport, La., 
has been organized to distribute machinery and sup- 
plies for saw mills, woodworking plants, cotton gins, ete. 
M. P. Nolen. who is president of the company, has had 
many years of experience in this line, having been until 
recently sales manager ot the Cunningham Machine 
Works. also of Shreveport. The latter company has dis- 
posed of its mill supplies, and will devote all of its 
efforts to the manufacture of saw mill and power plant 
equipment. Other officers of the Nolen Machinery Com- 
pany, Inc., are T. C. McLain, vice-president, and Miss 
Kelly, secretary. The company is located at 1561-63 
Texas avenue. 
* 


Four New Vice-Presidents 

Link-Belt Company, Chicago, announces the appoint- 
ment of four vice-presidents: George P. Torrence, with 
headquarters at Indianapolis, in general charge of In- 
dianapolis operations and sales of Indianapolis plant 
products; George L. Morehead, Philadelphia, in charge 
of Eastern operations and sales; Frank B. Caldwell, in 
charge of the Chicago plant and sales offices tributary 
thereto: W. C. Carter, in general charge of production at 
all plants, with headquarters at the general office of the 
company, 910 South Michigan avenue, Chicago. Other 
officers of the company are as follows: Charles Piez, 
chairman, and Alfred Kauffmann, president, both located 
at Chicago; Humphrey J. Kiely, vice-president. New 
York, and Richard W. Yerkes, secretary-treasurer, 
Chicago. 
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d Dogs Must Learn New Tricks 


Executives, No Matter What Their Age, Need to Be on Outlook for, and 
Open to, New Methods and Goods as Long as They’re in Business 
FRED COUNTERMAN 


It is not infrequently said 


old dog new tricks.” 


that “You can’t teach an 
My observation leads me to say that 
it is usually an old dog that makes that statement, an old 
dog who doesn’t want to take the trouble to change his 
practices and habits. I think it is fair to say that you 
can teach an old dog new tricks if he will try to learn 
them, just as it is fair to say that vou cannot teach a 
young dog new tricks if he will not try to learn them. 
The trouble is with the mental attitude of the dog, not 
with his age. 

In all other fields and therefore, I assume, in the mill 
supply field, there are men who are not willing to learn 
new methods. They would take exception to being called 
“grandfather men’’—men satisfied to follow in the steps 
ot their grandfathers in business methods. They think 
they are pretty well up to date the methods 
they follow were the latest thing at the time they adopted 
them. They cannot realize that newer methods are 
desirable reliable. They think of them as experi- 
mental and untried, and keep on thinking that way while 


because 


and 


competitors adopt those methods and profit by their 
use. 
When these men happen to be middle aged or older 


they excuse their self-satisfied attitude by saying, “You 
can't tricks,” and they intimate 
that the old dog is a wise old fellow who knows too much 
to be caught fooling with any new fangled and therefore 
foolish methods. 

THOSE 


teach an old dog new 


IN AUTHORITY MUST REMAIN OPEN MINDED 

Executives, sales managers, others in authority in the 
field of mill supply distribution, need to remain open 
minded in regard to new methods and new products just 
they remain in business. It is 


as long as important 
of constant opportunities to adopt better ways 
their own work, and it is probably even more 
important because they should be directing those under 
them in the latest improved methods and practices. 
Theodore N. Vail, as head of the American Telephone 
& Telegraph Company, was one of the first to sense the 


because 


of doing 


importance of putting the wires where they would not 
be damaged by blizzards and ice storms. He was old 
enough to be taking the position that “‘You can’t teach 


an old dog new tricks,” when he decided upon a radical 
step and issued the important order, “Get those 


under ground.” 


wires 


At the time such a move in a big way seemed an im- 


possibility and all sorts of objections were raised by 


engineers, by younger men, but “Get those wires under 
ground!” reiterated Vail, and the wires went under 


ground. 

A hesitating, vacillating executive, afraid that perhaps 
it might be a mistake to take so radical a step, would 
never have made that move and it would have been left 
for someone to make the change later. 

If it is true that a stream can rise no higher than its 
source, it must be true that the employes of a mill supply 
company will scarcely develop more progressive ideas or 
adopt more progressive methods than those in favor with 
the men at the top. Those men at the top are usually 
older men, and if they allow their age to handicap them 


by rendering them immune from new ideas and methods, 
it cannot be expected that the employes will advance be- 
yond the marks set by their superior officers. 

Sometimes employes of superior intelligence will sug- 
gest improved methods to the boss, but if they find him 
unwilling to consider them or to give them a trial and 
always settling back in satisfaction with the old ways, 
the suggestions will cease coming. 

Agvressive executives, no matter what their age, will 
continue to look for new methods as long as they remain 
in the harness. Stockholders have been known to call 
for the retirement of elderly executives, not because 
they had reached fifty or sixty or seventy years of age, 
but because they had lost their ability to move ahead with 
the general progressive movement. 

FAMOUS MEN KEEP AT IT IN LATE YEARS 

Michael Angelo, an octogenarian and more, spent a 
large part of his time, not in admiring what he had done 
and not in continuing to do just as he had always done, 
but in seeking for advanced knowledge that would en- 
able him to perfect his methods. He went about in 
search of more accurate anatomical data that he might 
improve upon his sculpture. Plenty of the great men of 
history continued to study new methods and to learn new 
practices in their old age. According to the records, 
Noah was 600 years old before he undertook to learn how 
to build an ark, and he seems to have made a marked 
what was certainly a radical venture along 
untried lines. What would Thomas A. Edison’s work 
amount to if he were bound by precedent at a time of 
life when it might be excusable? 


success of 


When a system, a method, a practice, in the business has 
been in effect so long that it becomes venerated as a 
part of the tradition of the house, it is in danger of be- 
coming so deeply entrenched that it will be continued in 
effect even against the better judgment of the manage- 
ment. It is doubtless a good thing to venerate and re- 
spect old customs, but that can be done after they have 
been placed on the shelf, retired from use. It is said 
that in the office of a German periodical there are pre- 
served on a shelf in jars the ashes of the succession of 
deceased editors. There are some houses in which cer- 
tain practices are still in use that might better be rele- 
gated to a memorial shelf. 

Today’s business should be operated on today’s plans 
and with today’s methods and systems. Some executives 
are even clever enough to look ahead and discern what 
practices will be in yogue tomorrow and wise enough to 
adopt them before tomorrow and more tomorrows have 
come and gone and competitors have forged ahead by 
being the first to take advantage of improved ideas. 

Perhaps one reason why elderly executives hesitate te 
make radical changes is because they involve too much 
hard work. They know they can jog along in the old 
way without much trouble. They hate to invite days of 
struggle and nights of worry by making changes that 
call for the expenditure of energy to put them through. 
That is why some young men forge to the front and some 
old men retire. Young men are willing to make the fight 
for successful installation of new methods. Some older 
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men want to take it and let well enough alone. 
Where the older man reigns supreme in his authority, 
none can compel changes in his methods. Where he does 
not stand at the head of an absolute business monarchy, 
he may well expect to lose his position, no matter how 
long he has held it, no matter how secure he feels him- 
self, if he isn’t willing to keep up to date. 

Why did John H. Patterson at 70 continually make 
changes and readjustments in the cash register business, 
adopting new designs and new selling methods with al 
most ruthless audacity, when he could have been sure of 
a continuation of highly profitable sales as long as he 
lived, without troubling himself with heightened respon- 
sibilitie Why has Henry Ford effected a complete re- 
adjustrient of his automobile manufacturing plans when 
the difference in profits means nothing to him? Simply 
because such men are unwilling to remain at the head 
of a business and see its growth curve turn a somersault 
that, unhalted, must end in destruction, even though that 
destruction may not come until those men have gone on. 

There is an adage, “Young men for war and old men 
for counsel,” and it seems to indicate that the young men 
must be depended upon for action when action is re- 
quired. That is one reason why young men often crowd 
older men to the wall. A business in the mill supply field 
requires action on the part of its executives as well as 


easy 


2° 
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nd WERNER MORESO MOT oT EN 


the part of its other branches of work. When the 
executive reaches a point where action is hard for him, 
he will either yield to the tendency to take it easy and 
let things carry along on the momentum already at- 
tained, or he will exert himself despite contrariwise in- 
clinations. 

I have no wish to try to throw a scare into the hearts 
of the men of middle age and past in the mill supply 
business. I know well how stout are their hearts 
and how stiffly many of them are fighting at an age when 
they would prefer leisure, ease and comfort, with free- 
dom from responsibility. And yet, unless he is reminded 
of it, the aggressive old man does not always keep up his 
We all need to be reminded even of the 
things we already know. 


on 


too 


aggressiveness. 


A man arriving at 60 must needs slow down in physical 
activities. He cannot do as much work as in his younger 
days, but he ought to be mentally sufficiently active so 
that he can get more accomplished with less effort. He 
ought to be a forward thinker rather than a rearward 
thinker. He ought to continue to think in terms of ad- 
vancing methods and of tomorrow’s needs. Just so long 
as he orders his mental habits in that way he need not 
fear for the slowing down of his business or for justi- 
fiable hints that his own retirement will be advantageous. 


Alamo Iron Works Building 


Company to Open Corpus Christi Branch and Expand Otherwise 


The Alamo Iron Works, San Antonio, Texas, which 
recently increased its capitalization from $1,000,000 to 
$2,000,000, has entered upon an expansion programme, 
which includes the opening of a branch and erection 
of building in Corpus Christi, Texas; the erection 
of two large shop buildings and a warehouse in San 
Antonio, and the enlargement of warehouse space at its 
Rio Grande Valley 
branch in Brownsville; 
involving an expendi- 
ture of $500,000. 


a 


Plans have been 
drawn for 
and basement 
house and fabri- 
cating plant in Corpus 
Christi, to cost approx- 


a two-story 
wWare- 
steel 





in the heart of the coast city’s wholesaie district, being 
on Broadway, on the cliff. The structure will be 300 feet 
long by 100 feet wide, with 58,000 square feet of ware- 
house space. 

“It is planned to stock—for wholesale distribution—a 
general line of industrial supplies, heavy hardware and 
machinery, such as is in demand in that territory,” states 


ee ee aes See The Alamo Lines, the 
house organ of the 
Alamo Iron Works. 
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imately $100,000, and je 
it is hoped the building ~ 
will be in use early in 
1928. C. A. Anderson, 
traveling representative in the Corpus Christi territory, 
will be manager of the new branch. Mr. Anderson has 
been with the company for about three years, but has 
been actively associated with the mill supply business for 
approximately 10 years. 

“Our for establishing a branch at Corpus 
Christi was not to enlarge our territory, but rather to 
establish ourselves at a point where we could better serve 
that territory, as well as provide a better distributing 
point,” stated J. A. Millburg, advertising manager of the 
Alamo Iron Works. “In other words, Corpus Christi will 
act as a concentration point particularly for incoming 
water shipments. There will be 20 or 25 employes at 
Corpus Christi, and more as occasion demands.” 

The Corpus Christi plant will be conveniently located 
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There 
facilities for 
ing some 
and reinforcing steel at Corpus Christi. 

Two large shop buildings and a warehouse will be 
in San Antonio, and 50 more workmen will be 
employed there when the additions are completed, bring- 
ing the total number of emploves in San Antonio up to 
150. More employes may be added later. 

The plant in San Antonio is on a six-acre tract, the 
vreater part of which is occupied by buildings. Opera- 
tions there include the manufacture of machinery, cast- 
ings and ornamental iron work; the fabricating of 
reinforcing and structural steel, and the distribution of 
machinery, heavy hardware, and supplies for mills, 
mines, power plants and contractors. The company also 
has an establishment in Houston, the Alamo Steel and 
Supply Co., where steel is fabricated. 
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A complete line ~ 


There is a Mason Regulator for 
every kind of power or process 
service. Our large factory 
stock insures quick shipment 
of your orders. 


backed by national 
advertising ~ 


National advertising appearing 
every month (and in some 
magazines, every week) in 15 of 
the leading trade journals, 
reaches more than 190,000 
plant engineers, superinten- 
dents and others who specify 
pressure control equipment. 


makes it easier to sell 


Mason Regulators 


Write for a copy of Catalog 
No. 62 describing the com- 
plete line of Mason Regula- 
tors. 
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You will make better customers cf your truck 
customers by selling them trucks that need not 
| be laid-up for first-aid treatment every few 
weeks. They will welcome an opportunity to 
cut-out truck repair bills. 


Anchor Trucks laugh at gruelling service. Made 
of steel throughout. No wood to splinter or 
break. Only a few parts practically nothing 
to get out of order. 





Made in a wide variety of types and sizes. 
Write for Catalog 102. 


* ANCHOR POST FENCE COMPANY 
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ficult to enumerate many actual accomplishments, because 
there has not elapsed sufficient time to conclude much of the 
work undertaken and now under way, it is nevertheless a 
fact that the plans formulated and the work accomplished 
show great progress. 

In the first blush of our enthusiasm a year ago we were 
inclined to consider rushing in and spending a very consid- 
erable amount of money to make an extensive survey and 
for an elaborate program of advertising, but we kept our 
feet on the ground, studied and surveyed the situation first, 
and then determined that to accomplish the prime object of 
our association, which is to promote the most efficient and 
economical disivibution of power, there should be created an 
organization made up of separate departments, each com- 
posed of capable men experienced in particular lines and 
organized to function as follows: 

(a) To develop accurate and authoritative information 
regarding the most efficient and economical power 
transmitting problems by making scientific studies 
and surveys and doing research work covering every 
phase of mechanical power transmission. 

To proverly prepare and effectively disseminate au- 
thentic information through planned publicity. 

To further the interests of affiliated manufacturegs 
and their distributors making and handling power 
transmission equipment. 

The first of these departments to be 
visory board of engineers, composed of leading consulting, 
designing and industrial operating engineers representing 
the most important groups of industry in the United States. 

Mr. William Staniar, transmission engineer of the du Pont 
Company and an outstanding authority on the subject of 
mechanical power transmission, is chairman and active head 
of this board, which already has very considerable 
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amount of werk and has formulated an unusually compre- 
hensive program, the carrying out of which should greatly 
stimulate the use of mechanical power transmission. 

A very important work to be undertaken by Mr. Staniar’s 
board is the preparation of a practical hand book on the sub- 
ject of mechanical power transmission. While pure theory 
has not changed, there is a great difference in the design, 
construction and methods of present day practice, which 
makes it very desirable and highly important to have an up- 
to-date reference book giving practical data on the proper 
use of our products. 

Working independently, but in co-operation with the ad- 
visory board of engineers, Mr. Homer Trecartin and our sec- 
retary, Mr. Hays, and their associates have been doing special 
survey work. The data they have gathered will give us 
an excellent cross section of conditions and provide the foun- 
dation on which to build cur work for the future. 

MERCHANDISING COMMITTEE FUNCTIONING 

A conference of the advertising executives of our members 
was held in Cleveland in connection with the convention of 
National Industrial Advertisers and out of this conference 
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came our merchandising advisory committee and the study 
of our advertising and merchandising problems. 

The merchandising advisory committee is a very impor- 
tant link in our organization. It will develop and formulate 
standard, practical plans for use of the advertising and 
sales departments of our members so that the great force 
of united effort may be intelligently and effectively directed 
towara the common goal, that of promoting the use of 
mechanical power transmission. 

In order to carry out its plans as completely as possible 
and to the best advantage of our members and the distribu- 
tors through whom our products are marketed, the merchan- 
dising advisory committee has created two auxiliary com- 
mittees with which they will co-operate to bring about max- 
imum results. 

These auxiliary committees are: The publishers’ relations 
committee, to be made up of representatives of the various 
trade papers, and it is expected that the merchandising ad- 
visory committee and the entire membership of our associ- 
ation will obtain the benefit of their experience through their 
co-operation and suggestions on our various merchandising 
plans; and the dealers’ relations committee, which is com- 
posed of prominent executives of mill supply houses doing 
business in territories covering the whole country. The co- 
operation of this committee should be of great importance 
to the merchandising advisory committee as well as to the 
mutual interest of manufacturers and distributors. 

As production is dependent upon distribution and eacn 
equally dependent upen publicity, we have in the merchan- 
dising advisory committee, with the two auxiliary commit- 
tees on publishers’ relations and dealers’ relations, a co- 
operative department where we may expect to have the 
ideas and best interests of our industry crystallize into a 
sound, constructive program of action. 

The American Engineering Standards Committee and the 
Division of Simplified Practice of the United States Depart- 
ment of Commerce are looking to the Power Transmission 
Association to represent transmission industries, and we are 
functioning now on several committees and have attended 
conferences through which we have gained the recognition 
and contacts our industries deserve. The American Society 
of Mechanical Engineers has co-operated with us 100 per 
cent and I believe today we wil! perfect even better ways and 
means to have all their members alive to transmission 
jects in the right way. 


sub- 
CO-OPERATION BETWEEN INDUSTRIAL GROUPS 

As our association is the amalgamation of several allied 
though different industries, each depending upon practically 
the same market for the consumption of its products, it is 
highly desirable that each industry be organized in its own 
group department to care for the details relating to its own 
individual problems, but that each of these should function 
through this master association in the broad problems com- 
mon to all. 

Great economies would result in overhead and organiza- 
tion expenses if the detailed work of these branch units were 
confined to local cenditions, and instead of spreading efforts 
thinly over several different activities, all could concentrate 
through the Power Transmission Association on the greater 
problems of the industries as a whole. 


The first step in this direction is the formation of the 
American Leather Belting Association, into which the 
National Belting Manufacturers’ Association has _ been 


fused. This blending of the leather belting interests into 
one group makes a very sound unit of the Power Trans- 
mission Association and it is a move other individual in- 


dustries might follow to advantage. 

When we met in New York a year ago to formally organ- 
ize, I did not believe we would be able to report today, at 
our first annual meeting, as much progress as we have actu- 
ally made. 

When we organized a year ago, we had 84 members. 
then we have added 32 members, lost seven by resignation 
and one by death. So we stand today a total of 108 mem- 
bers, or a gain of 24 over last year. A healthy growth, and 
today we have one or more members from every branch of 
mechanical power transmission appurtenances. 

Our industries have been hard hit in recent years but if 
each of us gets back of and works with this organization, we 
ean bring it into its own again. It, of course, will be a 
hard up-hill job, but we are equal to it if we are alive to 
the opportunity. A dead fish will float down stream but it 
takes a live one to swim up stream. Ours is an up-stream 
job, so let us be alive. 

Treasurer L. H. Shingle next delivered 
which was approved by the association. 


Since 


his report, 
The constitu- 



















































































































** Believe me, 
there’s nothin’ Itke Bristol’s for 
a quick job of belt repairin’ 



























Keep Bristol's Steel Belt Lacing right on 
the job and you are prepared for any kind 
of belt trouble at a moment’s notice. No 
delay. When a belt breaks simply square 
up the ends and butt them together on a 
block of wood. Drive the lacing thru, 
turn over and clinch. Applied with only 
a hammer; no waiting for special tools, a 
machine or experts. The man on the job 
can do it. 

SEND FOR BULLETIN 

Bulletin 722-H lists and 
describes the various sizes 
of lacing made to join all 
kinds and thicknesses of 
belting. In stock at most 
mill supply houses; if yours 
does not have Bristol’s, 
write The Bristol Company, 





Waterbury, Conn., and you 
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is a@ Hammer 


BRIST "OLS 


will be supplied promptly. 
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Speeds Up Work 


Reduces Accidents 


The workman on the broad platform of the 
Dayton Safety Ladder completes his job 
of cleaning, painting or repairing with speed 
and confidence. Protected by the high guard 
rails, he uses both hands, reaches out to full- 
arm length without danger. The Dayton 
Safety Ladder cannot tip, collapse, slide or 
wabble because it) is) strongly made of 
durable aeroplane spruce, with wide-spread 
legs, held rigid and secure by steel braces 
and trusses. Plenty of room on the platform 
for two men and their tools. 


Made in sizes 3 to 16 feet. with folding 
auxiliary step for extra height. \loderately 
priced, 


Write Department M.S.-1 for full information. 


The Dayton Safety Ladder Company 


121-123 West 3rd St., Cincinnati, Ohio 


DAYTON 


Safety Ladder 


(Patented) 
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tion and by-laws were approved by the members. Next in 
order of business was consideration of the slogan em- 
blem. President Fisher reported that the large majority 
of members of the association by mail vote had approved 
the one finally adopted, and the association voted its 
adoption. Secretary Hays announced that members of 
the association can secure electros of the slogan emblem 
in any size at nominal These may be used on 
letter-heads, magazine and direct mail advertising, etc. 


cost. 


Survey of Power Transmission Field 

The next order of was the report the 
survey made of the power transmission field. The report 
was delivered by Homer S. Trecartin, engineer and as- 
sociate of Executive Secretary W. S. Hays. 

A preliminary survey of the field for power trans- 
mission was made early this vear, and the report was 
presented to the members by Mr. Trecartin at the spring 
meeting, held at the Old Colony Club, Hotel LaSalle, 
Chicago. 

The survey was undertaken in the belief that a com- 
prehensive collection of fact data pertaining to the use 
and distribution of power transmission appliances would 
serve in pro- 


business of 


as a basis for the association’s activities 
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especially in plants whose yearly sales were $1,000,000 
and over. A marked increase in efficiency was also shown. 
Twenty-five per cent less wage earners and 17 per cent 
salaried officers served in 1923 to produce equal 
units to 1914, due partly to efficient management, and 
largely to the increased use of power. In 1914 the aver- 
age horsepower per establishment was 125.8, while in 
1923 it was 168.5; and the horsepower per wage earner 
increased from 3.2 in 1914 to 3.7 in 1925. 

These factors and many others relating to this study 
were graphically displayed on original charts prepared 
Mr. Trecartin and served as a basis upon which to 
complete a more detailed survey. 

Mr. Trecartin’s report of this further survey analyzed 
the facts disclosed through extended studies made by 
personal contacts with representative industries through- 
out the country by the research staff of the association 
and by the members of the consulting advisory engineers, 
together with many reports rendered by representatives 
of the members, and by outside agencies. <A _ large 
amount of additional data collected by question- 
naires mailed to representative concerns in 133 classi- 
fications of industries. Help was also rendered by the 
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moting improvements in the art and application of the 
transmission power. The membership of the asso- 
ciation composed of representative manufacturers 
throughout the country engared in the production and 


of 


is 


distribution of materials, supplies and devices which 
enter directly into the transmission of power. In these 
are included manufacturers of the following items: Bear- 


ings, belts, belt dressings, lacings and fastenings, chains, 
clutches, counter shafts, couplings, gears, hangers, oils 
and greases, pillow blocks, pullevs, shafting and speed 
reducers. 

The preliminary survey developed the principal mar- 
kets for the use of these devices, showing them by rel- 
ative importance industries through applying the 
factors of size by capitalization, number of employes and 
horse power; and their significance by concentration in 
large units, type of manufacture, geographic grouping, 
structure and attitude. 

FACTS BROUGHT OUT BY PRELIMINARY SURVEY 

Among the significant facts brought out in this pre- 
liminary survey was the increasing tendency in indus- 
tries toward concentration in fewer and larger plants, 
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industrial and engineering magazines in collecting and 
making available valuable information. 
PRESENTS CONCLUSIONS AND RECOMMENDATIONS 

As a result of his analysis and interpretation of these 
surveys, Mr. Trecartin presented in his report at the 
December 7th meeting his conclusions and recommenda- 
tions, among which were the following: 

Many examples were observed where the chosen drive 
method was obviously improper, either from engineering or 
economic principles, or both.. There is apparent evidence of 
a lack of authentic standards or recommendations to guide 
the user of power transmission equipment. 

The first and most important consideration pertaining to 
the selection of type of drive for a shop, mill, or factory, is 
whether to use group drive or individual motor drive. The 
older line shaft drive has a very small place in most forms 
of modern installation except in lumber plants where waste 
makes fuel economy attractive. Analysis of the survey data 


brings the following conclusions pertaining to these two 
methods: 
Group drive has considerably lower investment cost, ef- 


less electrical equip- 
requires less upkeep 


fects a lower installation cost, involves 
ment, requires less skilled maintenance, 
and depreciation costs. 


Individual drive is more “sightly,” permits driving the 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of hydraulic 
fittings. You do not want to take down a line of piping to 
replace defective fittings when this necessitates a full or 
partial shutdown of your plant. Watson-Stillman fittings 
are tested far beyond their rated strength and insure you 
against this loss and annoyance. We build everything 
necessary to the installation of hydraulic systems from pipe 
to press. Our experience of nearly 80 years is at your 
disposal. 
Write for catalogs. 








THE WATSON-STILLMAN CO. 
108 Washington St., New York 


Cleveland: Auditorium Garage Bldg. 
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Philadelphia: Widener Bldg. Detroit: 7752 Du Boise St. CHICAGO: 549 Washington Blvd. 
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leak-stopping materials. They are 
“lineal descendants” of the original 
disc for the original disc valve, with 
all the added advantages of modern 





>» manufacturing methods. 
a Send for a supply of Jenkins Disc 
“i folders which will help you to be of 
real help to your customers. A 
] schedule of discs enables you to 
3 prescribe the right disc for the 
right service. 
Sell them Jenkins Discs 
oo 

as well as Jenkins Valves JENKINS BROS. 
80 White Street New York, N. Y 
” he 524 Atlantic Avenue Boston, Mass 
W hen you sell your customers 133 N. Seventh Street... Philadelphia, Pa 
Jenkir = Dis -_ you can st ind 1S 646 Washington Boul Chicago, Ill 

; oeae — : t] 3 JENKINS BROS , Limited 
squarely In Dack of the sale as you Montreal, Canada London, England 


can in the case of Jenkins Valves. 
There is a market for Jenkins Discs 
with almost every valve order. And 
Jenkins Discs are standard products 
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well known to engineers. 


The discs are backed by over sixty 
years experience in the making of 
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machine used without driving idle belts and shafting; does 
not interfere with cranes or overhead tackle, stops only one 
machine when stopped. 

These conclusions appear to be fairly definitely established 
by an analysis of the survey. Other important points which 
were covered brought out so much difference of opinion that 
no conclusions can be formulated. These points are: 

Advantages in dependability, flexibility of locating or 
changing, durability, speed control, safety, changing equip- 
ment, fire risk. 

It is difficult, if not impossible, to weigh the attitude of 
users as to whether they lean toward or away from group 
drive. It is certain that each side decided and 
positive preferences, in direct opposition to each other. 

NEED FOR AUTHENTIC INFORMATION 

The survey definitely brought out an existing demand for 
authentic information pertaining to the problems of ap- 
plied power transmission. It demonstrated that the existing 
information is either inadequate or unreliable, or is not gen- 
erally available in usable form for practical utilization. 

Numerous independent experiments and studies have been 
and are being carried on by individuals, corporations, as- 
sociations and colleges; and a valuable work could be ac- 
complished by collecting, collating and correlating the ex- 
isting data, and making it generally available for use. 

The writer (Mr. Trecartin) believes that this accomplish- 
ment would not only be economically sound, in that its cost 
would be many times repaid by the benefits to industry in 
general; but he also believes that the involved would 
be repaid in dollars and cents directly to those industries 
engaged in the production and sale of power transmission 
equipment. 

Chairman W. W. French of the Merchandising Ad- 
visory Committee, then submitted that committee’s very 
interesting and constructive report 
tions, which are as follows: 


expresses 


costs 


and recommenda- 


Merchandising Advisory Committee Report 

the merchandising advisory committee 

will confine itself to recommendations for educational and 

advertising matters and the naming of sub-committees to 

develop future broad merchandising recommendations. 
Logically, before considering any programme of publicity, 


At this meeting, 


we must determine and identify the problems that we, as 
manufacturers of belting, power transmissions and acces- 
sories, are finding it necessary to overcome in our sales 


activities. 
The principal obstacles in the path of more general accept- 
ance of mechanical power transmitting methods are as fol- 
lows: 
The trend toward 
brought about by the 


adoption of individual motor drives 
intensive sales efforts of motor manu- 
‘acturers, widespread publicity given to electric power devel- 
opments and recommendations of engineers acting in con- 
sulting capacities. The popular acceptance of electricity 
as synonymous with power has resulted in establishing that 
form of energy as the most modern and advanced practice. 
This condition has been aggravated by the inactivity of 
belting and power transmission manufacturers in meeting 
the onrushing wave of electric motor propaganda with sub- 
stantial defenses in the form of authoritative data definitel 


establishing a place for line shaft and group drives. 
The sales activities of belting and power transmission 
manufacturers have not included properly considered and 


intelligently prepared educational material on the various 
appliances for the mechanical transmission of power for use 
by the sales forces of their distributors and for dissemina- 
tion among power users. 

NOT ENOUGH ATTENTION TO 


COMPOSITE INSTALLATIONS 


Power transmission, chains, gears, speed reduction mechan- 


isms and belting manufacturers have further neglected to 
give due consideration to their installations in composite 


form, and in their sales work have been dealing with items 
rather than with complete power layouts. 

Engineers in charge of the layout of power installations 
have been supplied with very complete data and thoroughly 
informed regarding electrical motor layouts, whereas we 
as power transmission and belting manufacturers have con- 
tented ourselves with furnishing catalogues of individual 
appliances, leaving it to the engineer to assemble them as 
he sees fit. 

It would seem perfectly obvious that education should 
form the basis not only of our entire associated efforts, but 
particularly of any plan of organized or co-operative pub- 
licity that might be developed by this committee and adopted 
by our membership. 
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It is also perfectly obvious that the work of this com- 
mittee must be entirely dependent upon the co-operation of 
the membership in furnishing information and data to our 
engineering advisory board, as well as upon the close co- 
operation of this committee with this board. 

PLANS FOR CO-OPERATIVE PUBLICITY EFFOR1 
that reason consideration has been given to various 
plans for co-operative effort which would give adequate pub- 
licity to mechanical power transmission and to our organi- 
zation. 

Our members have employed and found 
lowing media and methods: 

1—Personal calls by salesmen upon prospects. 

2—-Sales meetings with distributor salesmen. 

3—Departmentalization by dealer of belting and trans- 
mission sales with competent engineer in charge. 

1—Sales manuals. 

5—Direct mail advertising. 

6—Consolidated catalogue and directory advertising. 

7—Specialized business and general magazine advertis- 
ing. 

The recommendations of your committee 
confined to the items above 
present. 


For 


the fol- 


will therefore be 
enumerated, at least for the 


PERSONAL SALES WORK 
Use by the entire membership of information originating 
with engineering advisory board and consistent promotion 





W. W. FRENCH 


of the mechanical transmitting installation idea, urging the 
use of facilities offered by manufacturers for plant surveys 
io determine best methods of power transmission comparable 
with similar service offered by electrical manufacturers. In 
all sales work great care should be taken to make un- 
prejudiced recommendations based upon fact. and to grant 
a proper place to electrical drives where they are logically 
the most economical and. efficient solution of a given 
problem. 

If salesmen consistently use information furnished by the 
association and mention its source as authority, it can do 
much to establish our organization definitely with the dealer 


and consumer and increase in substantial measure the im- 
portance of our industry and its service to power users. 
SALES MEETINGS WITH DISTRIBUTOR SALESMEN 
By treating of method rather than products the sales- 


men can be better impressed with the 
and mechanical power transmission, 
remove it from the strictly merchandise class. For this 
purpose complete mechanical instailations should be shown 
and explained so that the proper relation of each appliance 
to the other is brought out as well as its own particular in- 
dividual function. Information should also be furnished 
so that such essentials as proper hanger spacing, belt cen- 
ters, pulley speeds, etc., are thoroughly understood. 
DEPARTMENTALIZATION BY DEALER OF BELTING AND 
TRANSMISSION SALES WITH COMPETENT 
ENGINEER IN CHARGE 


importance of belting 


and it will serve to 


The diversity of lines carried in stock by the average 
mill supply and machinery dealer places a heavy burden 
upon the salesman, who must, of course, do his best to 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 
















The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. ‘The price is right. 





SOLD BY ALL JOBBERS 


IOS. A. VOGEL COMPANY 


Wilmington, Delaware 

























‘“SUPERIOR’”’ 
Cap Screws and Bolts 
for 
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0 Quality and Service Pn 


Plow Bolts Specials Stove Rods 
Step Bolts Everyone can DEPEND on “‘Superior’’ products. Sink Bolts 
Lew Sevewe Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—-318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.-_3-216 General Motors Bldg. 
WAREHOUSES 

Newark, N. J.—-15 Kirk Place Chicago—-707 W. Van Buren St. 
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develop sales of all catalogued material. Your committee 

believes that a distributor can very easily divide his line 

into two classes, as follows: 

i—Specialties, including belting and power transmis- 

sion, which require technical sales treatment and 
which must be sold in practically every case to 
the man in charge of power maintenance, or other 
technical executive, rather than to the purchasing 
agent. 

Supplies generally requisitioned by store keeper and 
purchased by the purchasing agent. 

With the exception of belting and transmission, several 
specialty lines could perhaps be grouped to form a single 
department. 

With a distinct department in charge of an engineer com- 
petent to direct power transmitting sales greater interest 
could be created among the general sales force and educa- 
tional work could be carried on to better advantage. 

SALES MANUALS 

This, of course, includes printed sales information with 
practical suggestions for presentation to customers or pros- 
pects and also graphic illustrations showing construction 
and operation of appliances, typical layouts, etc. 

DIRECT MAIL ADVERTISING 

Through co-operation of the association membership it 
wiil be possible to distribute a great amount of educational 
material favorable to mechanical drive, and in the prepara- 
tion of such material stress should be placed upon the effi- 
ciency of mechanical power transmitting methods. The 
practice of identifying each product featured in direct mail 
advertising in its proper relation to a complete layout 
should be followed. As a suggestion, where a single product 
is shown a line drawing could be shown which would include 
the particular product as part of a complete layout. The 
association emblem should be used, and in many cases 
material could be included that will be furnished by our 
committee or the engineering advisory committee, and its 
source quoted as authoritative. 

CONSOLIDATED CATALOGUE AND DIRECTORY ADVERTISING 

Consolidated engineering catalogues, including Sweet’s 
Textile Catalogues, paper catalogues and others, should 
carry information upon mechanical power transmission, in 
the form of data furnished by the association. The numer- 
ous items in power transmission lines makes it practically 
impossible to properly feature each one in limited space and 
much more effective results could be achieved by featuring 
engineering rather than strictly sales information. 

SPECIALIZED AND GENERAL BUSINESS PAPERS 

Your committee is preparing a series of advertisements 
suitable for the various trade papers and recommends that 
each member arrange to insert at least one of these adver- 
tisements in such papers used by him over his own name 
during the year. Several members have already pledged 
several pages in various publications. We have January 
space spoken for in more than ten papers. Your committee 
will arrange the schedule so that these advertisements will 
appear at regular intervals. There are 47 papers used by 
our membership at the present time and by this plan 
we can secure for the association a great deal of valuable 
publicity at no expense to the association and no additional 
expense to advertising members beyond their own advertis- 
ing appropriations. These advertisements will promote 
mechanical power transmission exclusively and be based 


» 


upon authoritative data. Mr. Roy C. Moore, Chas. A. 
Schieren Co., has been named chairman of the advertising 
sub-committee of this merchandising committee. He will 


name his own committee from among the advertising man- 
agers and executives of the association. 

The board of directors approved this morning the ap- 
pointment of a publishers’ relations committee to function 
in close cooperation with the merchandising advisory com- 
mittee in order to effect a proper coordination of effort 
along publicity lines. The personnel of this committee is 
as follows: 

PUBLISHERS RELATIONS COMMITTEE 

Clay C. Cooper, MILL SUPPLIES, Chicago; A. P. Gu- 
maer, The McGraw-Shaw Co., Chicago; W. E. Irish, 
McGraw-Hill Publishing Co.. New York; F. M. Feiker, 
Managing Director, Associated Business Papers, Inc., 
New York; D. R. Egbert, Power Transmission and In- 
ternational Trade Press, Chicago; Harvey Conover, Mill 
and Factory Illustrated, New York; W. W. French, 
Dodge Idea, Mishawaka, Ind.; Mr. Lash, Mechanical En- 
gineering and other A. 8S. M. E. publications, New York. 

The publishers of papers covering our logical markets 











are anxious to secure special articles written by authorities 
on mechanical subjects, and it is strongly recommended 
that a series of articles on mechanical power transmission 
be prepared by the members of the engineering advisory 
board and furnished to this committee for distribution. 

One of the most important factors in our merchandising 
programme is our relations with the distributor of machin- 
ery and mill supplies, and it has been found advisable to 
appoint a committee, to be known as the dealer relations 
committee, to function in co-operation with the merchandis- 
ing advisory committee and to assist in the formulation 
of plans for putting into effect the various phases of the 
publicity plan heretofore outlined insofar as they apply 
to the distributor. 

The board of directors approved this morning that this 
committee will be made up for the present of the following 
machinery and mill supply distributors: 

DEALERS’ RELATIONS COMMITTEE 

Alvin M. Smith, president Smith-Courtney Co., Rich- 
mond, Va., and secretary-treasurer, Southern Supply and 
Machinery Dealers’ Association; Chas. E. Allinger, sec- 
retary-treasurer, The Chas. A. Strelinger Co., Detroit; 
Edward P. Welles, president, Charles H. Besly Co., Chi- 
cago, and president, The National Supply and Machinery 
Distributors’ Association; Alfred S. Weaver, vice-presi- 
dent, Briggs-Weaver Machinery Co., Dallas, Texas; 
George H. Root, president, Root Neal & Co., Buffalo; 
William Essmueller, president, Essmueller Mill Furnish- 
ing Co., St. Louis; E. B. Hunn, The C. S. Mersick & Co., 
New Haven, Conn.; T. E. Hazell, vice-president, Wm. H. 
Taylor & Co., Inc., Allentown, Pa.; R. W. Baker, Smith- 
Booth-Usher Co., Los Angeles. 

Additions will undoubtedly be made to the personnel of 
this committee from time to time. 

The above is submitted as a broad general statement of 
the policy of the Merchandising Advisory Committee and 
is submitted for approval of the membership. <A _ great 
deal of the work of this committee is dependent upon the 
further development of the program of the Board of Ad- 
visory Engineers and upon the working out of detail. 

It is planned to regularly submit bulletins containing 
suggestions for sales and advising activities of the mem- 
bership and the co-operation of all members is earnestly 
requested not only in carrying out execution of the rec- 
ommendations of the committee, but also in assisting it by 
offering suggestions for the enlargement or improvement 
of its program. 

Following are the members of the Merchandising Ad- 
visory Committee: 

MERCHANDISING ADVISORY COMMITTEE 

Chairman, W. W. French, Dodge Manufacturing Cor- 
poration, Mishawaka, Ind.; Wylie K. Lee, Clipper Belt 
Lacer Co., Grand Rapids, Mich.; T. R. Hopkins, Chi- 
cago Belting Co., Chicago; H. M. Carroll, Hyatt Roller 
Bearing Co., Newark, N. J.; William Warr, The Man- 
hattan Rubber Mfg. Co., Passaic, N. J.; R. C. Ball, 
Philadelphia Gear Works, Philadelphia; E. T. Cregier, 
The Medart Company, St. Louis; F. E. Barth, Graton & 
Knight Co., Worcester, Mass.; F. A. Emmons, Foote 
Bros. Gear & Machine Co., Chicago; M. F. Dunne, Pvott 
Foundry Co., Chicago; Roy C. Moore, Chas. A. Schieren 
Co., New York. 

FOLDERS MAY BE SECURED BY MEMBERS 

In the discussion that followed the report of the mer- 
chandising advisory committee, several members an- 
nounced their willingness to devote pages of their reg- 
ular advertising to Power Transmission Association pub- 
licity. Secretary Hays announced that folders such as 
those issued at the meeting will be provided members at 
nominal cost. These folders may be secured with the 
name of the company printed on it, for distribution 
by the latter. 

The folder is entitled, “Drive Right.” It is “one of a 
series, to acquaint industries and power users with the 
facts and other information necessary to determine what 
is the right drive for any given power utilization.” It 
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also discusses briefly the Power Transmission Associa- 
tion, and lists members of the association and officers, 
together with members of the advisory board, as they 
were at the time of publication. It is illustrated with 
views of various transmission installations and consists 
of 20 pages. 

The nominating committee submitted its recommenda- 
tions for members of the board of directors, and the re- 
port was adopted by the association and the directors 
chosen unanimously. In commenting on the fact that 
the names of President Fisher and Treasurer Shingle 
were not included among those nominated for the direc- 
torate, the committee stated that it felt that these men 
should be rewarded for their efforts during the last year 
by being re-elected to office by the directors. The nom- 
inatingg committee consisted of W. W. French, Dodge 
Manutacturing Corporation, chairman; Philip G. Rhoads, 
J. Kk. Rhoads & Sons, and L. D. Rees, Hans Rees’ Sons. 

The association gave votes of appreciation to President 
Fisher and Treasurer Shingle and Mr. French. 

Following the morning meeting the board of directors 
met and re-elected Messrs. Fisher, Shingle and Hays to 
office. 

Advisory Engineers Meeting 

Chairman William Staniar opened the meeting of the 
board of advisory engineers by telling why the Power 
Transmission Association was formed and what it ex- 
pects to do. 

Members of the board then discussed the recom- 
mendations to be made to the association. Each of the 
members of the board had previously received copies of 
the tentative draft of the recommendations, and all de- 
sirable mail suggestions and corrections had been in- 
cluded. After discussion, the recommendations were 
approved. The proposed power transmission handbook 
was next discussed. It is planned to assign the various 
chapters of the book to different members of the board 
for preparation. 

Suggestions were then received as to new men for the 
board and new industries to be represented, as it is de- 
sired to make the board thoroughly representative of 
designing and operating engineers in various industries. 

Foliowing are the recommendations of the Board of 
Advisory Engineers, which were reported to the associ 
ation at the afternoon meeting. The association referred 
these recommendations to the board of directors for nec- 
essary action and fulfillment: 

Recommendations of Advisory Engineers 

1—That information should be published informing the 
users of transmission equipment in regard to economies and 
efficiencies of the various mechanical power transmission 
methods, appurtenances and accessories. 

To establish the following facts: 

(a) Economy that can be effected by the efficient use 
of group and direct methods of drive. 

(b) To impartially advise the users of the newest de- 
velopments in equipment by which greater effi- 
ciency and economy may be obtained. 

(c) Emphasize the necessity of good engineering prac- 
tice to simplify the transmission of power by the 
correct uses of equipment. 

(d) Regarding care, lubrication and general main- 
tenance of mechanical transmission equipment. 

(ce) Obsolescence—that is, when mechanical transmis- 
sion equipment should be renewed or brought up 
to date for best economy and efficiency. 

(f) Interpret and publish all important general test 
data now in possession of individual members for 
benefit of association and power users. 

2—That a study should be made to determine the best 
method of assisting users of transmission equipment in their 
respective efforts to obtain the best service and eliminate 
losses from incorrect uses or poor physical condition. One or 
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more field men should be made available by the association 
to visit plants and give impartial facts regarding correct 
power transmission and otherwise assist users in obtain- 
ing the services of the proper engineer of the board of ad- 
visory engineers, and equipment made by members of the 
association. 

3—Develop a simple apparatus for testing alignment of 
shafting. That electrical manufacturers should provide 
methods for aligning spots on motors in accessible locations. 

1—A list should be published covering all the principal 
industries showing conditions and locations where the various 
types of transmission equipment have been used to best ad- 
vantage. 

5—-Promote standardization and simplification of equip- 
ment and practices. 

6—The preparation of a Power Transmission Association 
handbook. 

7—That the publishers of other handbooks including any 
data on mechanical power transmission, be urged to submit 
material to board of advisory engineers for review, revision 
and suggestions before printing any new editions. 

8—That the American Society of Mechanical Engineers 
should create a professional division or section of present 
“Power Division” or Mechanical Power Transmission or 
utilization. Thus will be provided a forum for discussion 
of transmission problems and greater co-operation of the 
engineering profession with the board of advisory engineers 
and members of the Power Transmission Association. 

9—That manufacturers of transmission equipment make 
a more complete study of operating conditions on the farm 
and in various industries so that design and construction of 
their products may be improved if necessary to give efficient 
and economical service and the maximum of safety. 

Luncheon and Afternoon Meeting 

President Fisher presided during the addresses which 
followed the luncheon at noon. After telling briefly about 
how and why the association was formed, he continued 
as follows: 

“The objects of this association as laid down are to 
promote the most efficient and economical distribution of 
power, to make a scientific study of all problems con- 
nected with transmission of power, to accumulate and 
complete authoritative information regarding power 
transmitting methods, to place this information at the 
disposal of all our users through the members of this 
organization and planned publicity, to further the inter- 
est of affiliated manufacturers and their distributors in 
making and handling power equipment. 

“We have tried to hold the work of this association on 
this higher plane. While we recognize that independent 
direct driving electrically interferes with our business, 
nevertheless we understand and still appreciate that there 
are undoubtedly many places where direct motor drives 
are best and this association does not in any way intend 
to combat such installations. 

“In the effort to carry out these objects, we have an 
advisory board of engineers composed of engineers from 
industrial plants throughout the country, representing, 
perhaps, every industry in the country. These engineers 
are planning to provide data which will give standard 
rules to follow, and advice as to the most economical in- 
stallation for any given drive. 

“We propose holding this, as I have said before, to the 
higher standard in merchandising and publicity work, 
which is very important. We have organized a com- 
mittee which will provide standard forms of advertising 
for giving out this information, which we will use from 
time to time. If we can do anything in this direction to 
benefit the association, we will have accomplished our 
purpose.” 

W. L. BATT SPEAKS 


W. L. Batt, president, S. K. F. Industries, Inc., New 
York, representing the American Society of Mechanical 
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Engineers, was the first speaker. 
part as follows: 


Mr. Batt spoke in 


This association, being a new one, may, I think, have an 
inspirational look at the future today, which it may perhaps 
never have again, because as you get established, as you get 
into certain habits, fixed points of view, it is quite certain 
to be more difficult for you to hold that broad point of view 
as you approach the unknown future which you may properly 
have today. 

When your Mr. Hays came to see me some months ago, 
I opened my mouth and put my foot into it because I had the 
surmise that the purposes of the Power Transmission Asso- 
ciation were not any wider or broader than those which 
characterized most other trade associations; and if that was 
the case, if you were building a little wall around your point 
of view in which you carefully put just those things you 
wanted to put, just so much belt lining, shafting, just so many 
hangers, and you cut your cloth to fit that, I could see no 
future for the Power Transmission Association, so I told him 
gratuitously I thought there was room for an association 
which should do certain very broad things. Now I find that 
wasn’t at all novel with me because Mr. Fisher has said here 
before this meeting that your purpose is precisely that broad 
one which I think the society should have as its guiding 
motive. There is no doubt today that too much bunkum exists 
in business. The tendency of the times is toward extravagant 
statements of every kind that this product is better than 
that, everything else is no good. 

It is an undoubted fact that the engineer is having a new 
place in the appreciation of the world today and as that be- 
comes more definitely recognized, he tends to carry with him 
his method of attacking new problems. The basis of an 
engineer’s point of view is to establish facts, and it is for 
this group to be the sponsors of fact in all problems affecting 
the field which you govern. 

It also seems to me a perfectly logical thing to look for- 
ward to that as the years go on, and if you have laid your 
foundations surely, the public may feel that anything that 
comes out of the Power Transmission Association can be 
taken as accurate. Holding to that principle as your guiding 
motive, I can see nothing ahead but success for this group, 
but I think from my association with other organizations 
of similar kinds, that I can promise you you are going to 
have some trouble holding to that line, because it takes some 
courage and a good deal of strength of mind to look beyond 
the immediate problem of the day, to look over what may 
at the moment appear to be a disadvantage to this group or 
that and endeavor to see what is the line of greatest good 
to the greatest number. If you keep faith with the principle, 
the creed you have established, with yourselves in follow- 
ing out that creed, you are keeping faith with your public. 
If you take yourselves beyond the ordinary definition of a 
trade association, as you may do, as I hope you will, then 
the name “association” becomes a misnomer and you carry 
yourself on to that higher professional plane which char- 
acterizes the national societies of this country. 

So, before I close, I have only to emphasize that particular 
point of view. It becomes more acute in my opinion as you 
look into the future from this angle. I think we are over- 
organized in organizations. I believe the first pinch of busi- 
ness where the need for economy becomes acute is going to 
see associations and organizations and conventions cut right 
and left. If I am right in that, those organizations are 
going to be retained that cannot be dispensed with, and if 
you have made this organization so vital and so necessary, 
then if the proposal should come to eliminate this group be- 
cause of the necessity for retrenchment, I say if it has lived 
up to the standards you have set today, then from this side 
and that will come the answer, “We can’t afford to do away 
with the Power Transmission Association.” 

A. S. M. E. DIVISIONS HEAD NEXT SPEAKER 

The next speaker was R. T. Kent, Bridgeport Brass 
Co., chairman of the American Society of Mechanical 
Engineers’ standing committee on professional divisions. 

Mr. Kent said he echoed Mr. Batt’s expression of good 
will. He explained that the A. S. M. E. is an association 
of individuals who must reach a certain plane of pro- 
fessional standing before being admitted to the asso- 
ciation, and added that if the Power Transmission As- 
sociation followed the aims expressed by President 
Fisher, it would be on the same plane. 

In the early days, he said, the entire field of mechanical 
engineering could be dealt with in a few days, but it grew 
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so that it was found impossible for a single association 
to devote all the attention to the various branches that it 
should, so it was decided to organize professional divi- 
sions. There are now fifteen or sixteen such divisions, 
he said, all really autonomous, but under the general 
authority of the association. Each division has its own 
officers, executive committee, programmes and quarterly 
magazine, and in every way acts as a small society de- 
voted to its field. He explained how the various divisions 
co-operate with each other and with outside societies to 
advance the art of mechanical engineering. 

Mr. Kent declared that if we are to retain our present 
world leadership we must put as much effort into re- 
search as our friends across the water. He explained 
that in the A. S. M. E., research originates in the divi- 
sions and it is then passed on to the main association, 
which provides for carrying it out. The Power Transmis- 
sion Association will have many problems of research, 
and the A. 8. M. E. has the research mechanism all set 
up. Behind such research is the prestige of a big, 
national organization working. for the good of the pro- 
fession and the country. If the Power Transmission 
Association has such ideals as those set forth by Presi- 
dent Fisher, the A. S. M. E. can meet it on an equal 
basis, he said, to the benefit of engineering as a whole. 


COMMERCE DEPARTMENT WANTS ADVICE 


W. H. Rastall, chief of the industrial machinery divi- 
sion of the United States Chamber of Commerce, then 
gave an interesting talk. He urged members of the 
association to study the work of the bureau of stand- 
ards. He said that it can make any test that might be 
required and is particularly equipped to work along the 
lines of the objects expressed as those of the Power 
Transmission Association. 

Mr. Rastall explained that he is on a committee trying 
to collect data on standards and specifications. At pres- 
ent a dictionary containing 27,000 specifications is in 
use, he said, and it should be greatly reduced. 

It is the purpose of the bureau of foreign and domestic 
commerce to promote trade, and it may have the facilities 
to help the association and its members. The bureau, he 
said, is the servant of the people, and it is up to the 
people interested to direct it. 

Mr. Rastall said that, as chief of the machinery divi- 
sion, he wanted to “pass the buck.” He would like to 
know what the machinery industry of the country wants 
the department of commerce to do to develop domestic 
trade. The department has a ‘new baby” in this domestic 
trade work, he said, but a great deal has already been 
done, and he called attention to the surveys of distribu- 
tion in various cities. He said that while a great deal had 
been done in production, Secretary Hoover feels that 
there is an enormous amount of waste in the process 
of distribution. While the surveys of the department 
have brought out information on products sold to the 
final consumer, the department has yet to discover those 
things in distribution that will help men whose products 
are sold to industry. The department is hammering to 
get such information, he stated. 

The foundry association has asked for a survey of the 
gray iron foundries of the United States. If they fur- 
nish the information, a splendid picture will be had of 
the capacity and trend of the industry. This information 
will be fine for those whose products are being used in 
the foundries. Now the question arises, Mr. Rastall 
said, as to whether similar surveys need to be made in 
the machinery or engineering industries. 

“We need to know what vou'd have us do in the bureau 
of foreign and domestic commerce,” he said. “We'll 
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welcome you if you'll write to us or come down 
tell us.” 

William Staniar, transmission engineer, E. I. du Pont 
de Nemours & Co., Wilmington, Del., and chairman of 
the Board of Advisory Engineers of the Power Trans- 
mission Association, then delivered the following very 
interesting address on “Mechanical 
nomics” 


and 


Transmission Eco- 


William 


It is a pleasure to address this meeting on the subject of 
belting and transmission because it offers the opportunity 
of bringing to your attention a very much neglected and 
abused link in the chain of industrial power operations. My 
remarks will be empirical because experience and observa- 
tions are more beneficial to this particular phase of the sub- 
ject than theory. 

The distribution of mechanical power is 
vastly different from the transmission of electric energy in 
many and various ways, and these differences are not as a 
rule difficult to understand with the exception of one, and 
that is, why a majority of executives and plant engineers 
have always and still do, to a great extent, underestimate the 
importance of their power belting and mechanical transmis- 
sion appurtenances. They demand expert engineering: skill 
for the generation of their power and the selection and in- 
stallation of apparatus, always with the idea of maximum 
production at minimum cost, but when it comes to belting, 
the most widely used and indispensable link between that 
power and maximum production, they place the responsibility 
for its selection, design, installation and care upon untrained 
men, who use rule methods, their own limited 
belting experience and consideration of first cost only; the 
result of which is poorly designed drives, loss of power and 
depreciation of belting and transmission equipment, which 
together constitute a heavy and unnecessary percentage of 
production costs. 

However, this state of affairs cannot economically con- 
tinue to exist in present day industrial operations because 
mechanical progress and competition have forced the recog- 
nition that belting and transmission machinery are no longer 
necessary evils, to be selected at random, installed and 
operated by antiquated methods, but are essential and im- 
portant parts of plant operation, requiring and deserving 
as much care and attention as any other part of the me- 
chanical equipment. Therefore, the possible economies in 
the mechanical transmission of power should be brought to 
the attention of the engineering profession. Fundamentally. 
the problems of the engineer are to increase profits for in- 
dustrial organizations and eliminate unnecessary and 
the transference of mechanically very 
fertile field. 


Staniar’s Address 
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IMPORTANCE OF MECHANICAL 

There is no doubt that the apparent interest on 
the part of the average engineer in mechanical transmission 
matters is his failure to realize its importance and the pos- 
sible involved, therefore it is my desire to create a 
picture in your minds as to the relative value of belting and 
mechanical transmission to economic industry. 

The belting and 
corporation as large as the Du 
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PRANSMISSION NOT REALIZED 


lack of 





losses 


position of transmission engineer of a 
Pont Company affords op- 
portunities for transmission of power testing and investiga- 
tions almost without limit, due to extensive 
various operations, its belting and transmission 
is called upon. to under all kinds of 
atmospheric and conditions, and naturally this 
would result in losses in power, production and 
maintenance if ticable method were not employe: 
to arrest the effects of this unavoidable condition. 

The average belting is easy prey for the deleterious fumes 
produced in chemical industries, and, owing to the fact that 
explosives, dyestuffs, paints and varnishes, pyralin, artificial 


because, and 
machinery 
operate chemical. 
mechanical 
heavy 


some prac 


leathers, ete., are products of this industry, the Du Pont 
Company faces high power transmitting costs. The pur- 
chase of type, selection of sizes, installation and care of 


belting are most important. Type and brand cannot be 
bought on discount, selection of size for the power and 
mechanical conditions cannot be left to untrained men, in- 
stallation cannot be made in a slipshod manner and the care 
of the medium left to chance if economy of operation and 
production are given any consideration at all. The possible 
belting losses in all plants of the Du Pont Company have 
been curbed by the installation of a belting standardization 
and schedule system. 
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This system of belting selection and control is a prac- 
ticable and simple method for using the right belt in the 
right place as to type, width and thickness, because it is 
based on a detailed analysis of the following facts of each 
individual installation: 

Conditions surrounding the drive, such as acid or acid 
fumes, heat, steam, moisture, grit, etc. 

Power to be transmitted. 

Speed ratios. 

Diameter of pulleys, revolutions and velocities. 

Center distance between shafts. 

Method of control. 

Angie of drive. 

Top or bottom pull. 

Method of loading. 

Method of joining belt. 


CARE USED IN BELT SELECTION 
The analysis results in each individual belt drive of the 
entire plant being scheduled in chart form, whether the 


belt in question is 3 inches or 24 inches wide, because in most 
cases the function of the 3-inch medium is just as important 
as that of the 24-inch. The schedules or charts are arranged 
in accordance with the divisions of the plant, and each 
divisional chart arranged in four columns, the first being 
headed “Location,” such as 50-H.P. motor to head shaft; the 
second ‘Present Belt,” being the type and size of belt in use 
at the time of the analysis; the third “Belt Recommended,” 
being the type and size recommended for the installation, 
based upon belting knowledge and the results of testing: 
the fourth “Fastener,” being the correct method for joining 
the belt recommended, and should be based upon an intimate 
knowledge of belting substance and the diameter and speed 
of the minimum pulley over which the belt is to operate. 
The belt recommended is for renewal only. The building up 
of such schedules is greatly facilitated by existing plant belt 
records, that is, if they are comparative as to type, etc. 
However, if no vecords are available, it is necessary to in- 
augurate a programme of testing. This is done sectionally, 
or one test of the various types for each acid, heat, steam, 
moisture or grit condition existing and of course the me- 
chanical conditions involved. It should be borne in mind, 
however, that reliable belting performance tests under actual 
operating conditions are as a rule difficult to obtain, because 
they are generally hampered by the personal opinions and 
preconceptions of maintenance forces and operators; there- 
fore, particular pains are taken to eliminate the personal 
equation in this work. 

The standardization and schedule system of industrial belt- 
ing is not a hypothesis. It is a successful, practical system 
now in operation in all large plants of the Du Pont Com- 
pany and four of the largest of the General Motors Cor- 
poration, namely, Hyatt, Cadillac, Oakland and the Brown- 
Lipe-Chapin Division, because it does not permit the selection 
and installation of belting to be left to guess work. Further- 
more, it removes belting problems from the mind of the 
plant engineer, it eliminates a multiplicity of types and sizes 
purchased and it lowers belting inventory. 

Investigations have shown that where there is no 
tematic method of mechanical power transmission control, 
belting and belt maintenance costs generally follow produc- 
tion labor therefore it has been interesting to note 
the effect of the schedule system on this relation. At the 
Hyatt Roller Bearing plant, production labor increased from 
$30,000 in January to $120,000 in August, 1922, and the 
belting costs increased over the same period from $1,000 to 
$5,000, this being before the control or schedule system 
went into effect. During the latter part of August the belt- 
ing schedules were placed throughout the plant and by 
October of the same year the tendency of belting costs was 
downward while the labor costs continued upward. By the 
following February or March there appeared a marked effect. 
Belting costs had dropped to $3,000, with production labor at 
$105,000. This proves the value of belting control and its 
almost immediate effect on plant It also proves that 
belting standardization is a most dependable protection 
against the invisible this method of transmitting 
power. 

To a great many industrial plant managers, engineers 
and purchasing agents, belting, through a peculiar mental 
conception of theirs, takes the form of merely strips of 
material connecting one pulley with another, attitude 


SYs- 


costs, 


costs. 


losses of 


this 
being caused no doubt by their failure to realize that belting 
is power transference. In its fullest sense it is the medium 
of delivering a given amount of energy at a given point at 
the least cost per unit of time which should result in the 
transmission of this energy at the lowest cost per horse- 
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power per year over the longest period of useful service. 
Simply expressed, it is to a great extent the connecting link 
hetween power and production. The belting to a belt driven 
machine or piece of apparatus is really more important than 
any other integral part of it. If it slips, production is re- 
tarded; if it fails, production ceases, and today maximum 
capacity production is essential. The average automatic belt 
driven machine tool ranges in price from $3,000 to $5,000 
and as a producer and dividend payer it is worthless without 
its driving belt, which has a value generally in the neighbor- 
hood of $50. Therefore, the profits on the major investment 
are controlled by the $50 item. The automatic tool is a de- 
pendent and by itself cannot produce, hence its earning power 
is controlled by the belt and all the mechanical power trans- 


mitting accessories necessary, and while the cost is only 
one one-hundredth, its selection should receive serious 
thought, not based on a comparison with their relative 


values, but on their relative worth, because the belt is the 
governing factor. Any belt driven mechanism is only pro- 
ducing efliciently just so long as its belt is operating effi- 
ciently and it cannot unless it is of the proper type for the 
surrounding atmospheric conditions and the proper width and 
thickness for the pulley design, speed and power require- 
ments. 
MORE POWER FOR LESS MONEY SHOULD BE GOAL 

More power for less money should be the aim of every fac- 
tory executive and industrial plant manager. It is a prac- 
tical aim and a paying one. It is practical because almost 
one-half of the fuel now burned for power is actually wasted. 
Power or energy left to itself is a non-producer; it must be 
applied, and generally the mediums of its application are 
mechanical; therefore, the mechanical distribution and ap- 
plication of generated power is very important to the eco- 
nomic welfare of the industrial world. 

It is almost criminal to expend hundreds of thousands of 
dollars on elaborate and efficient power plants and then waste 
a large percentage of the energy generated by paying little 
or no attention to the most extensively used medium of ap- 
plication, and that is power belting. In a recent issue of the 
Scientific American there appeared a pictorial sketch, illus- 
trating what becomes of the energy contained in a ton of 
coal. It demonstrated boiler, turbine and generator losses 
and finally showed 0.9 horse-power delivered to the motor per 
pound of coal burned. It illustrated a belt leaving the motor 
pulley, but there was no figure on this, the actual connecting 
link between the power finally available and production. An 
illustration such as this proves that the importance of belt- 
ing to power, power conservation and profits is not generally 
realized. 

The 0.9 horse-power delivered to the motor from boiler, 
turbine and generator is worth only as much as the connec- 
tion mediums will transmit to the final power consumer. 
The links of this power chain cannot be segregated if one 
must be as strong as the other because they are inter-de- 
pendent. Modern engineering and power generating ap- 
paratus are gradually reducing the generation losses illus- 
trated in the pictorial sketch referred to, and in a similar 
manner modern engineering is offering ways and means for 
the elimination of power waste between the motor and ap- 
plication. (Mr. Staniar here gave an illustrated example 
of losses beyond the motor and how the losses were reduced 
to a minimum by correct applications of mechanical power 
distribution.) 

Savings can be accomplished in most all plants of the 
country where old methods are employed if the management 
will sanction the initial cost of the change. They should, 
because in mechanical installations of moderate power capac- 
ity the return on the investment is immediate and lasting not 
only to themselves, but also to the natural resources of the 
country. 

TRANSMISSION PLANS ARE NEGLECTED 

Power wasting transmission installations are not always 
confined to old plants. Many modern establishments can 
exhibit glaring examples, but in the majority of these cases 
it is not through the lack of knowledge or consideration of 
modern methods and equipment. It is because the trans- 
mission of mechanical power has been forgotten up to the 
last moment. Great care has been given by the designers 
to type, style and size of buildings and all materials entering 
into their construction; great skill has been displayed in 
the arrangement of apparatus, the finest kind of heating and 
ventilating equipment has been specified, then finally as a 
rule it is realized that the actual production apparatus must 
be driven and driven mechanically. What is the result? 
Motors, shafting, belting, speed reducers, ete., must be 
squeezed into small spaces and impracticable methods em- 
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ployed because they must be operated and any way is the best 
regardless of the power, maintenance and production losses. 

In most plants of the country, whether they be of the 
modern or old style construction, the shafting and belting 
system is the most extensively employed owing to its flex- 
ibility as to load and distribution. However, developments 
of recent years have brought methods and systems for the 
economical distribution of mechanical power that were never 
heard of in the past and no doubt electrical research and 
the perfecting of the electric motor are responsible for 
the divorce of industry from the old power consuming meth- 
ods of transmission. Mechanical inventive genius has kept 
pace with electrical development, because it was realized that 
the high speed energy of the motor could not be applied 
to the general run of machinery without suitable and eco- 
nomical reduction methods, therefore many systems such as 
direct flexible coupled motor connection, worm and spur 
gear reduction units, roller or silent chain connections, V- 
shaped multiple rope connections, modern idler systems or 
direct exposed gear reductions have been devised for ac- 
complishing this purpose. All of these methods or systems 
have their place and should be considered during the design 
of new work and as improvements on existing operating 
installations. 

That the study and control of the most extensively em- 
ployed medium of power application has a direct influence 
on the profits of a manufacturing organization I will en- 
deavor to show you graphically. (Mr. Staniar here showed 
charts to illustrate his points.) Good belting, regardless of 
price, generally places the right belt in the right place as 
to type and size, which naturally results in correct belting 
transmission when it is based on an analysis of mechanical 
and atmospheric operating conditions by experienced en- 
gineers through applied testing and knowledge. This will 
result in more power being delivered by fewer types and 
brands because the selection is made for a specific purpose 
and it has the following effect on operating costs: The 
wrong belt for the work produces slip and stretch, and these 
are both consumers of power. It requires power to make 
a belt slip over a pulley and as stretch is the chief cause 
of slip, the correct belt reduces this to a minimum, resulting 
in less power required for the drive. Excessive slip and 


bad atmospheric effect cause premature failure which re- 
sults in high belting costs. The selection of type almost 
entirely governs belt life and when this is based on a 


thorough knowledge of the material resistance of belting 
substances, consumption is reduced. 

Stretch and premature failure are the causes of high main- 
tenance costs, because they both necessitate frequent adjust- 
ments and replacements. Correct belt transmission also 
depends on correct belt joining, which in itself has a great 
effect on maintenance and production costs. 

BELT TRANSMISSION AFFECTS COSTS AND EFFICIENCY 

If the control of mechanical power transmission results 
in less power required and lowers belting and maintenance 
costs, it is evident that power operating costs will follow 
this trend through the mediums of reduced fuel and power 
bills, reduced belting purchases and reduced payroll and 
overtime expenses. Lower operating cost resolves itself 
into increased profits through reduced overhead and lowering 
the cost per unit of production. 

Correct belt transmission has a marked effect on the costs 
and efficiencies of production, because the great majority 
of production machinery is belt driven; therefore, control- 
ling the selection and application of this medium results in 
less idle equipment, which in turn results in less idle skilled 
production labor. Output or production of any machine is 
dependent on a certain definite number of revolutions per 
minute of its prime mover, and if misapplied belting in- 
terferes with this, it is manifest that the rated capacity of 
the machine will be lowered, therefore correct belting has an 
increasing effect on production because it obviously main- 
tains the rated speed of the production apparatus. These 
three factors lower production based on increased 
income from plant investment, increased income from oper- 
ating investment and maintaining maximum _ production. 
Increased production based on the lowering of manufacturing 
losses resolves itself into plant expansion through increased 
returns from capital invested and this again results in in- 
creased profits to the company. 

Profits are internal as well as external and just as long 
as industrial organizations disregard the importance of the 
mechanical link in the power chain, and tolerate price to 
govern the selection of belting type and workmen, the selec- 
tion of belting and transmission machinery sizes, this con- 
nection medium between available power and production will 


losses 
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continue on year after year as a waster of power, which is 
money, and a brake on production efficiency. 
MR. ELY ON SIMPLIFICATION 

“Commercial Advantage Added to Mechanical Ad- 
vantage in the Power Transmission Field,’ was the sub- 
ject of a very interesting address by Edwin W. Ely, 
acting chief, division of simplified practice, United States 
Department of Commerce. Mr. Ely spoke in part as 
follows: 

The mechanical advantage of a machine is carefully and 
scientifically calculated, first from a strictly technical stand- 
point, without regard to the cost of its manufacture or the 
price which will be exacted for its ownership and main- 
tenance. Ultimate efficiency, however, must be expressed in 
dollars and cents rather than in technical excellence. Con- 
sistent economy, therefore, bids us temper our respect for 


mechanical advantage with due regard for commercial ad- 
vantage. It is to that aspect of the situation that I would 


like to guide your attention. 

In the evolution of power transmission, many devices have 
been made and tried. Many varieties of parts have been 
designed, only to be discarded for something more nearly 
perfect. The consequence is that the market is clogged with 
superfluous varieties—odd size shafts, odd size boxes, odd 
size hangers, odd size pillow blocks, etc.—and it is obvious 
that elimination of the items which are in the least demand 
would benefit all concerned. The vast diversification in bear- 
ings, belting, clutches, gears, sprockets and pulleys is re- 
sponsible for piling up an enormous amount of “frozen” 
capital that should be released and that could be released 
for useful work, instead of being allowed to pass a parasitic 
existence as a part of the industry’s slow-moving inventory. 

Advanced though our knowledge of power 
may be, it is a fact that further refinement is 


transmission 
possible. A 


further advance would be accelerated if the curse of the 
odd size could be removed, through an intelligent applica- 
tion of the principles of simplified practice to the parts 


concerned. Far from restricting the growth of the art of 
power transmission, far from interfering with the expression 
of inventive genius, far from trespassing upon the _ indi- 
vidual sense of the rightness of “things-as-they-are,” the 
sensible deletion of odd sizes would provide ample oppor- 
tunity for the industry to work out some of its problems. 
MANUFACTURER, DISTRIBUTOR, USER WOULD BENEFIT 

If your industry should decide to establish simplified lists 
of the parts it makes and uses, it would be wise to con- 
sider such items one at a time rather than simultaneously. 
If this association should decide upon belting for the initial 
step in simplification, then your survey of current produc- 
tion and use would disclose which sizes and varieties enjoy 
the greatest demand. If it can be shown, for instance, that 
80 per cent of demand is concentrated upon 20 per cent of 
the production, then you will have established a foundation 
upon which a sound simplified practice recommendation can 
be based. 

Were such a programme to be made effective, the manu- 
facturer of belting would be able to regularize his produc- 
tion, for the reason that the big end of his business conforms 
with normal demand. The distributor would be in position 
to reduce his inventory, and to improve his rate of turn- 


over. All of his spot stocks would be composed of live items, 
collected in anticipation of known requirements. The user 
would enjoy improved service, quicker replacement, and 


greater ease of procurement and installation. Also, his 
“out-of-service” loss, caused by time necessary to secure re- 
pair equipment, would be reduced. 

In closing, let me emphasize the fact that simplification 
does not mean an arbitrary reduction in variety merely for 
the sake of getting along with than formerly. Sim- 
plification does mean cutting out those items that can be 
spared, intelligent deletion based upon the co-ordinated ap- 
proval of all interests. Simplified practice, as I have alread; 


less 


said, is a commercial expedient to quickly “clean house” and 
discard dead wood. 
If it is the desire of this convention to appoint a sim- 


plified practice committee to make a survey, please rest as- 
sured that the division of simplified practice will be glad 
to provide further details of the plan, and to act as a co- 
ordinating agency in the matter of gaining the support 
and co-operation upon which the success of this movement 
depends. 

The final speaker of the afternoon was John Gaillard, 
mechanical engineer, American Engineering Standards 
Committee. 
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In discussing standardization for driven speeds, Mr. 
Gaillard told of a conference scheduled for December 9th 
on that subject. This meeting, he said, had been called 
by the American Engineering Standards Committee in 
connection with a request from the National Electrical 
Manufacturers’ Association that this work be undertaken. 
The conference, he said, would be an open forum, where 
everybody interested could voice his opinion and make 
suggestions for the benefit of the ultimate unification in 
this field. He said the Power Transmission Association, 
representing one of the major groups interested, could 
make an important contribution to this work. 

May Mechanical Power Transmission 
Power Division, A. S. M. E. 
the Power Transmission Association meeting, 
President Fisher has stated that “The American Society 
of Mechanical Engineers, through Mr. Batt and Mr. Kent 
at our New York meeting, stated that our objects and 
aims were such as would make us eligible for working 
as a unit of their professional division, which would prob- 
ably be known as ‘Mechanical Power Transmission Sec- 
tion of Power Division... Having made this declaration 
after investigation, the Power Transmission Association 
is hoping that this new section will be created during the 

coming year.” 


Create Section of 


Since 


Notes of the Meeting 

On Tuesday, December 6th, those members of 
merchandising advisory committee who were in New 
York met with President Fisher, Secretary Hays, and 
Mr. Trecartin at a luncheon in the Commodore to develop 
the report made by Chairman French of the committee 
at the Wednesday meeting. 

New members of the Power Transmission Association 
are the Browning-Roberts Belting Co., Knoxville, Tenn.; 
The Smith Power Transmission Co., Cleveland, and the 
Keystone Lubricating Co., Philadelphia. 

The meeting was well planned and the programme went 
off without a hitch. President Fisher, Secretary Hays 
and the others responsible for arrangements are to be 
congratulated on their successful efforts. 


the 


Those Attending the Meeting 

Following are the 
meeting of the Power 
who represented them: 

Alexander Inc., Philadelphia 
Holden. 

Ek. P. Alexander & Son, Inc., Philadelphia—Julian Alex- 
ander, L. L. Smith. 

Alexander Leather Belting Co., Allentown, Pa.—John H. I. 
Riley. 

American Chain Co., Inc., Bridgeport, Conn.—C. E. Belton. 

The American Pulley Co., Philadelphia—W. R. Simpson. 

Baldwin Belting & Leather Co., Ine., New York—E. L. 
Baldwin, Fred N. Mueller. 

Beardmore Belting Co., Inc., 
nett. 

Bird Machine Co., South Walpole, Mass.—S. E. Frost. 

Charles Bond Company, Philadelphia—C. Carter Bond. 

Zonner & Barnewall, Inc., New York—P. R. Bonner. 

Arthur S. Brown Mfg. Co., Tilton, N. H.—W. W. Little. 


the annual 
and those 


companies registered at 
Transmission Association 


Bros., R. M. Pindell, R. F. 


Toronto, Canada—S. G. Ben- 


D. P. Brown & Co., Philadelphia—W. W. Nichols, John 
McCauley. 
Browning-Roberts Belting Co., Knoxville, Tenn.—F. W. 


Browning. 

Chicago Belting Co., Chicago.—Edw. H. Ball. 

Chicago Pulley & Shafting Co.. Chicago—S. A. Ellicson. 

Clipper Belt Lacer Co., Grand Rapids, Mich.—Wylie K. 
Lee. 

Compressed Spruce Products Co., West Orange, N. J.—R. 
L. Watts. 

R. & J. Dick Co., Inc., Passaic, N. J.—B. A. Keiley. 

Dodge Manufacturing Corporation, Mishawaka, Ind.—G. 
C. Miller, D. M. Johnson, C. S. Reeves, W. W. French, H. H. 
Yeager. 

(Continued on 
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Wood Bushings 


Wood Bushings have simplified 
and standardized the jobber’s 
stock of Gilbert Wood Pulleys. 
By using different bushings 













the same pulley may be made 
to fit different sizes of shafting. 
All stock Gilbert Wood Pulleys 
are bored for wood bushings. 
Our bushings are made in 
halves, from selected hard 
maple, air seasoned and kiln 
dried, turned and bored to ex- 


act size Eleven stock sizes. 





Saginaw Manufacturing Co. 
Saginaw, Mich. 
Iron Center Pulleys. Motor Pulleys, Rope Pulleys, Flange 


Pulleys. Taper and Step Cone Pulleys, Loose Pulleys, Main 
Drive Pulleys. 
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Cast Iron Exhaust Head 
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The Fisher Leather Belting Co., Ine., Philadelphia 
George H. Fisher. 

Foote Bros. Gear & Machine Co., Chicago-—F. A. Emmons, 
W. G. Kerr. 

Fabreeka Belting Co., Boston—W. P. Brennan. 

Graton & Knight Co., Worcester, Mass..—F. H. Willard, F. 
E. Barth. 

Holyoke Belting Co., Holyoke, Mass.—T. W. Kirkland. 

E. F. Houghton & Co., Philadelphia—Charles E. Carpen- 
ter. 

Kent Machine Co., Cuyahoga Falls, Ohio—Roy H. Smith. 

Keystone Lubricating Co., Philadelphia—H. A. Buzby. 

Laurence Belting Co., New York—A. C. Laurence. 

Link-Belt Co., Chicago—A. J. Drew. 

The Manhattan Rubber Mfg. Co., Passaic, N. J.—William 
Warr, J. E. Skane. 

The Medart Company, St. Louis—J. E. Henry. 

Olmsted-Flint Corp., Cambridge, Mass.—F. M._ Schiff- 
macher. 

Page Belting Co., Concord, N. H.i—Wm. T. Bell, D. F. Van 
Wormer. 

Philadelphia Belting Co., Philadelphia-—H. Perpall. 

Philadelphia Gear Works, Philadelphia—R. C. Ball. 

Ramsey Chain Co., Inc., Albany, N. Y.—F. G. Anderson. 

Geo. Rahmann & Co., New York—Arthur H. Rahmann. 

F. Raniville Co., Grand Rapids, Mich.—F. F. Raniville. 

Hans Rees’ Sons, New York—L. duB Rees, Edw. D. Me- 
Kown. 

Renovatol Company, Inc., Philadelphia—W. B. Covell. 

J. E. Rhoads & Sons, Philadelphia—P. G. Rhoads. 

Roller Bearing Company of America, Newark, N. J. 
Homer S. Trecartin. 

Royersford Foundry & Machine Co., Royersford, Pa.—F. 
H. Deisher. 

S. K. F. Industries, Inc., New York—W. L. Batt, D. W. 
McAllen. 

Schwartz Belting Co., New York—D. D. Schwartz. 

Shingle-Gibb Leather Co., Philadelphia—L. H. Shingle, J. 
H. Connelly. 

Standard Pressed Steel Co., Jenkintown, Pa.—H. T. Hal- 
lowell. 

F. L. Smidth and Co., New York—R. Salmonsen, Viggo 
Sahmel. 

The Smith Power Transmission Co., Cleveland—Stiles C. 
Smith. 

Transmission Ball Bearing Co., Inc., Buffalo—C. M. Mur- 
ray. 

Chas. W. Walker’s Sons & Co., Newark, N. J.—Leon A. 
Walker. 

Whiting Leather & Belting Co., Long Island City, N. Y. 
H. FE. Whiting. 

The Whitney Mfg. Co., Hartford, Conn.—D. I. Wheeler, 
R. J. Howison. 

I. B. Williams & Sons, Dover, N. H.—P. P. Brown. 

T. B. Wood’s Sons Company, Chambersburg, Pa.—W. H. 
Fisher, C. E. Bailey, G. R. Washinger. 

Power Transmission Association, Philadelphia—W. S. 
Hays, F. O. Matthiessen. 

BOARD OF ADVISORY ENGINEERS 

Chairman, William Staniar, E. I. du Pont de Nemours & 
Co., Wilmington, Del. 

Lee F. Adams, General Electric Co., Schenectady, N. Y. 

O. S. Hagerman (for W. C. Beckjord), American Light & 
Traction Co., New York, representing American Gas Asso- 
ciation. 

F. T. Brooks, Philade!phia Suburban Counties G. & E. Co., 
Norristown, Pa., representing National Electric Light Asso- 
ciation. 

H. D. Fisher, New Haven Pulp & Board Co., New Haven, 
Conn. 

K. D. Hamilton, George E. Keith Co., Brockton, Mass. 

D. A. Hampson, Morgans and Wilcox Mfg. Co., Middle- 
town, N. Y. 

E. W. Zimmerman, Brown-Lipe-Chapin Co., Syracuse, 
N. ¥. 

Winthrop B. Wood, Joseph Bancroft & Sons Co., Wilming- 
ton, Del. 

O. V. Murphy, West Point Mfg. Co., Shawmut, Ala. 

W. F. Schaphorst, Newark, N. J. 

SPECIAL GUESTS OF ASSOCIATION 

W. H. Rastall, chief, industrial machinery division, United 
States Department of Commerce, Washington. 

R. T. Kent, chairman, committee on professional divisions, 
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American Society of Mechanical Engineers, also of Bridge- 
port Brass Co., Bridgeport, Conn. 

P. C. Wetter, professional division, American Society of 
Mechanical Engineers, New York. 

Ek. W. Ely, acting chief, division of simplified practice, 
United States Department of Commerce, Washington. 

John Gaillard, mechanical engineer, American Engineering 
Standards Committee, New York. 

REPRESENTATIVES OF BUSINESS PRESS 

N. R. C. Smith Publishing Co., Chicago—L. E. Allen. 

McGraw-Shaw Co., Chicago—R. F. Beard, A. P. Gumaer. 

McGraw-Hill Publishing Co., New York—M. S. McGhie, 
Merritt Lum, David Cameron, George 8S. Brady, A. D. Blake, 
Irving Fellner. 

Conover-Mast Co., New York—Harvey Conover, M. G. Far- 
rell. 

Power Transmission, Chicago—D. R. Egbert, B. F. Damon. 

Associated Business Papers, Inc., New York—F. M. Feiker. 

MILL SUPPLIES, Chicago—Edward J. McOsker. 

A. W. Shaw Co., Chicago—R. L. Putnam, H. C. Whiteley. 

Power Plant Engineering, Chicago—R. E. Turner. 
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NEW YORK POWER SHOW 


Products of 530 Companies Shown at Sixth Naticnal 
Exposition in December 

There were 530 exhibitors and more than 1,000 exhib- 
its, occupying four floors of the Grand Central Palace, 
New York, at the Sixth National Exposition of Power 
and Mechanical Engineering, December 5th to 10th. The 
big hall was thronged with visitors, many of whom at- 
tended meetings of the Power Transmission Association, 
American Society of Mechanical Engineers or American 
Society of Refrigerating Engineers, which were held in 
New York that week. There were many interesting expo- 
sitions of power generation, distribution and utilization; 
heating and ventilating equipment and refrigeration, and 
instruments for control of time, pressure, temperature, 
tc. There was also a notable increase over 
former years in the number of exhibits of machine shop 


volume, e 


equipment, including metal and woodworking machines, 
transmission and material handling equipment, tools and 
Is. Among the exhibits of particular interest 
to readers of MILL SUPPLIES were those of the following: 

Alexander Bros., Inc., Philadelphia; American Blower 
Co., Detroit; The American Engineering Co., Philadel- 
phia; The American Pulley Co., Philadelphia; American 
Schaetfer & EKudenberg Corporation, Brooklyn; E. C. At- 
kins & Co., Indianapolis; Babbitt Steam Specialty Co., 
New Bedford, Mass.; Bearium Bearings, Inc., Boston; 
Biax Flexible Shaft Co., Inc., New York; Bond Foundry 
& Machine Co., Manheim, Lancaster Co., Pa.; The Bor- 
den Co., Warren, Ohio; Botfield Refractories Co., Phila- 
delphia; The Bristol Company, Waterbury, Conn.; 
Buffalo Forge Co., Buffalo; A. M. Byers Com- 
pany, Pittsburgh; The Carr Fastener Company, Cam- 
bridge, Mass.; A. W. Cash Company, Decatur, III; 
Century Electric Co., St. Louis; The Chisholm- 
Moore Mfg. Co., Cleveland; The Chicago Pump Co., 
Chicago; Chicago-Wilcox Mfg. Co., Chicago; Clements 
Mfg. Co., Chicago; Clipper Belt Lacer Co., Grand Rapids, 
Mich.: Compressed Spruce Products Co., Ine., West 
Orange, N. J.; Crane Co., Chicago; The Crowe Mfg. 
Corporation, Cincinnati; Davis Engineering Corp., New 
York; G. M. Davis Regulator Co., Chicago; Joseph Dixon 
Crucible Co., Jersey City, N. J.; Dodge Manufacturing 
Corp., Mishawaka, Ind.; Durabla Mfg. Co., New York; 
Kconomy Pumping Machinery Co., Chicago; Lewis M. 
Ellison, Chicago; The Fafnir Bearing Co., New Britain, 
Conn.; Federal Gauge Co., Chicago; Flexible Steel Lac- 
ing Co., Chicago; Foote Bros. Gear & Machine Co., Chi- 
cago; Wm. Ganschow Co., Chicago; Goetze Gasket & 
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Packing Co., New Brunswick, N. J.; Grinnell Company, 
Inc., Providence, R. I.; The Hisey-Wolf Machine GCo., 
Cincinnati; Homestead Valve Mfg. Co., Inc., Homestead, 
Pa.; Hyatt Roller Bearing Co., Newark, N. J.; D. O. 
James Mfg. Co., Chicago; Jenkins Bros., New York: 
Johns-Manville Corporation, New York; E. Keeler Co., 
Williamsport, Pa.; Kieley & Mueller, Inc., New York; 
Klingerit, Inc., New York; Link-Belt Company, Chicago; 
The Lunkenheimer Co., Cincinnati; Manning, Maxwell & 
Moore, Inc., New York; Marlin-Rockwell Corporation, 
Jamestown, N. Y.; The Mason Regulator Co., Boston; 
The National Acme Co., Cleveland; Oxweld Acetylene 
Co., New York; Philadelphia Gear Works, Philadelphia; 
The Porter-Cable Machine Co., Syracuse, N. Y.; The 
Wm. Powell Co., Cincinnati; Quigley Furnace Specialties 
Co., Inc., New York; The Rawlplug Co., Inc., New York; 
Reeves Pulley Company, Columbus, Ind.; The Reliance 
Gauge Column Co., Cleveland; F. L. Rogers & Co., Chi- 
cago; S. K. F. Industries, Inc., New York; Sarco Co., 
Inc., New York; Scandinavian Western Importing Co., 
Ltd., New York; Scovill Mfg. Co., Waterbury, Conn.; 
Skilsaw, Inc., Chicago; Snap-On Wrench Co., Chicago; 
N. A. Strand & Co., Chicago; B. F. Sturtevant Co., Hyde 
Park, Boston; The Swartwout Company, Cleveland; Tim- 
ken Roller Bearing Co., Canton, Ohio; Topping Brothers, 
New York; Torchweld Equipment Co., Chicago; The 
United States Electrical Tool Co., Cincinnati; The Viking 
Pump Co., Cedar Falls, Iowa; Wahlstrom Tool Co., 
Brooklyn; J. D. Wallace & Co., Chicago; Walworth Com- 
pany, Boston; Wappat Gear Works, Pittsburgh; Wright- 
Austin Company, Detroit; Wright Mfg. Co., Lisbon, 
Ohio: The Yale & Towne Mfg. Co., Stamford, Conn.; 
Hansen & Yorke Co., Inc., New York. Topping Broth- 
ers, New York supply house, conducted five booths 
in co-operation with certain manufacturers whom they 
represent, and the products of the following com- 
panies were shown: Bearium Bearings, Inc., Boston; 
Torchweld Equipment Co., Chicago; The Black & Decker 
Mfg. Co., Towson, Md.; Diamond Expansion Bolt Co., 
Garwood, N. J.; Templeton, Kenly & Co., Ltd., Chicago. 
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SIMONDS ESSAY CONTEST 


William B. Turner, Twin Falls, Idaho, Won First P.ize 
in Fifth Annual Competition 

William B. Turner, Twin Falls, Idaho, was the winner 
of the principal prize of $1,000 in the fifth annual eco- 
nomic essay contest conducted by Alvan T. Simonds, 
president, Simonds Saw and Steel Company, Fitchburg, 
Mass. Miss A. L. White, New York, and Frederic E. 
Lyford, Waverly, N. Y., each received an award of $250 
as second prizes. 

The contest was arranged with subjects in two parts. 
The first part had for its subject, “Saving and Spending 
as Factors in Prosperity,” and the second part, ““With 
Special Reference to the Effect of Simplified Practice 
and the Elimination of Waste on the Standard of Liv- 
ing.’’ The first prize went to the best essay dealing with 
both parts, while the other prizes went for the best es- 
says dealing with simply one of the parts. Miss White’s 
prize was received for her essay on the first part, while 
Mr. Lyford’s was for his essay on the second part. 

Mr. Turner, the principal prize winner, was formerly 
superintendent of the Spokane, Wash., schools and later 
head of the Spokane County schools. He was also for- 
merly principal of the Washington State Normal School 
at Cheney. Since his graduation, in 1883, from the Uni- 
versity of the Pacific, San Jose, Cal., Mr. Turner has 
been engaged in newspaper work in the United States 
and Canada in addition to his educational work. Miss 























































108 


L¥ 








White completed a course in economics at Columbia Uni- 
versity, and has devoted much study to political 
economy. She is a special writer of foreign trade and 
business articles for several well known business papers. 
Mr. Lyford is a mechanical engineer, supervisor of ap- 
prentices in the shops of the Lehigh Valley railroad at 
Sayre, Pa., and also assistant general foreman. He has 
charge of the various phases of employe education in the 
plant. 

The judges in this contest were Prof. T. N. 
department of economics, Harvard University; R. M. 
Hudson, assistant director of commercial standards, 
bureau of standards, department of commerce, Washing- 
ton, D. C., and John G. Thompson, Fitchburg, Mass. 

Mr. Simonds annually offers $1500, divided in three 
parts, for essays written on popular economic subjects. 
He does this because he hopes to advance the study of 
economics in and in general throughout the 
country. A large number of essays were filed in the fifth 
annual contest, which indicates an encouraging advance- 
ment in the study of economics. The sixth annual essay 
contest conducted by Mr. Simonds closed on December 
3Slst, and announcement of the 1928 contest, with the 
subject, will be made within a few weeks. 
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OCCUPIES NEW BUILDING 


Larger Hom? for McLaughlin Mili Supply C:mpaty 
Was Necessi.a‘ed by Increas2d Businezs 


The McLaughlin Mill Supply Company, Hammond, 
Ind., has erected and moved into a new building at 274- 
276 Michigan avenue, to take care of its needs because 
of increased business. The old location was at 163 Michi- 
gan avenue. 

The McLaughlin company’s new building is a three- 
story and English structure, 55 by 95 feet 
in dimensions, and is of I-beam construction with wood 
joists. It is located on a railroad siding, which facili- 
tates handling carload shipments. The loading platform 
is built level with railroad car doors and truck floors, so 
that unloading and loading may be handled without extra 
effort. The company has a mill supply and equipment 
department, a contractors’ supply and equipment depart- 
ment and a building specialties department. The 
structure is equipped with steel bins and shelving. 

The McLaughlin Mill Supply Company was started in 
November, 1921, by R. C. McLaughlin, and was incor- 
porated in June, 1922, with Mr. McLaughlin as president 
and J. J. Badalli as secretary and treasurer. 

“Our business has increased to the point where we do 
a volume of approximately half a million dollars per 
year,” stated Mr. Badalli. ‘‘The lines we handle are such 
lines as are nationally known, and the stock we carry 
has a value of approximately $65,000.” 


basement 


new 
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TWO COMPANIES CONSOLIDATE 


G. D. Rowell & Son and Rowell Mfg. Company Unite in 
One Organization 


Announcement is made of the consolidation, effective 
January Ist, of G. D. Rowell & Son and the Rowell Manu- 
facturing Company, both of Appleton, Wis., under the 
incorporated name, Rowell Manufacturing Company. The 
new company will continue to manufacture the complete 
line of products affected in the consolidation, namely: 
Rowell bottom pour ladles, industrial nonferrous melting 
furnaces, water-cooled moulds and babbitt metals and 
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Samson railway car movers. All these products will be 
sold through distributors only, the company states. 

D. Rowell & Son was established in 1896, while the 
Rowell Manufacturing Company was established in 1905. 
Officers of the new company are: D. G. Rowell, president 
and treasurer; L. V. Benjamin, vice-president, and C. O. 
Whipple, secretary. 

“As a result of this consolidation, there will be lower 
operating costs which will permit a more extensive sales 
promotion programme and make more effective the dis- 
tribution plan of the new company,” the company states. 


a 


TO ERECT NEW STRUCTURE 


Delaware Electric & Supply Co. Awards Contract for 
New Shop and Storage Bui ding 


The Delaware Electric & Supply Co., Wilmington, Del., 
has awarded the contract for the erection of a new two- 
story shop and storage building on Orange street, be- 
tween Second and Third streets, connected with the 
present structure at 209-219 Shipley street. 

According to officials of the company, the building has 
been designed particularly for the economical storage 
and handling of mill supplies, pipe, boilers, radiation and 
plumbing supplies. The building will have a frontage of 
90 feet on Orange street and a depth of 92 feet. It will 
be of brick, concrete and steel construction, with steel 
sash and wired glass windows and skylights. 

Plans provide for a new pipe shop approximately 40 
feet wide and 50 feet long, equipped with the latest pipe 
cutting and threading machinery and improved handling 
facilities. The shipping and receiving departments will 
be nearly doubled in size. To avoid congestion on Shipley 
street, a driveway 20 feet wide will be arranged in the 
new building, and the loading of trucks will be done from 
the Orange street side. The second floor will be utilized 
for the storage of pipe covering materials, mill supplies 
and the lighter plumbing goods handled by the com- 
pany. The present space will be increased approximately 
50 per cent. 
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Jersey Group Organized 

The North Jersey Mill & Factory Supply Association 
has been organized, with Frederick H. A. Oppel, Banister 
& Pollard Co., Newark, as chairman; Charles R. Wilcox, 
Ludlow & Squier, Newark, vice-chairman, and Edward 
Cooney, John M. Cooney & Sons, Newark, secretary. 
Thirteen firms from Newark, Perth Amboy, Passaic, Eliz- 
abeth and Patterson are members of this local group or- 
ganization at the present time. 


—— 


—[mperial— 


OXY-ACETYLENE 
WELDING AND CUTTING EQUIPMENT 


There is an Imperial outfit for every welding and cutting 
job-—from small, medium and large size torches to com 
plete plants for factories, repair shops, etc. And Im 
perial equipment has gained highest endorsement where 
ever it has been used. Years of practical experience on 
the part of Imperial Oxy-Acetylene engineers are com 
plete assurance of the entire practicability of all Imperial 
operating features. 


THE IMPERIAL BRASS MANUFACTURING 
COMPANY 


511 So. Racine Ave. Chicago | 
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tah House Has Supply Division 


Mountain States Rubber Company, 


Supply Co.— Interesting Selling 


The Industrial Supply Co., Salt Lake City, Utah, has 
been organized as a division of the Mountain States Rub- 
ber Company, also of Salt Lake City, to handle lines of 
supplies that cannot be classed as rubber goods. 

The new company has been formed as a separate corpo- 
ration, however, and is incorporated under the laws of 
Utah. Its stock is owned entirely by the Mountain 
States Rubber Company, the same officers act for both 
companies and the same store and warehouse are used, 
but separate books and records are kept for each com- 








Salt Lake City, Creates Industrial 


Methods Employed with Success 


finest products of their kind, as we consider each item 
a specialty and devote intensive selling to it.” 

At the request of MILL SUPPLIES Mr. Orlob elaborated 
somewhat on the company’s method of selecting lines, 
training salesmen and pushing sales as follows: 

“In selecting our lines of merchandise, only the finest 
qualities, backed by reputable manufacturers, are con- 
sidered. Preliminary to taking on for distribution any 
new line of merchandise, its potential possibilities in 
the particular territory that we serve are carefully in- 











RUDOLPH ORLOB J. WM. 


pany. The officers of the two companies are: Rudolph 
Orlob, president; J. H. Oleson, vice-president, and F. W. 
Squires, secretary-treasurer. Mr. Orlob is manager of 
the Mountain States Rubber Company, while Mr. Oleson 
serves in that capacity for the Industrial Supply Co. 
The 121-125 Motor avenue, in a building 
erected especially for the Mountain States Rubber Com- 
pany under a long term lease. Four salesmen cover 
Utah, Arizona, New Mexico, Montana, Wyoming and 
Nevada, and they represent both companies. 

The Mountain States Rubber Company distributes a 
general line of mechanical rubber goods and packing, 
also handles tires and has a rubber flooring department. 
The Industrial Supply Co. specializes in electrical and 
machinists’ leather and fabric belting, fire pro- 
tection equipment, motors, pumps and other items. 

“The business of the Mountain States Rubber Com- 
pany was growing rapidly, and it was found advisable 
to carry some lines of merchandise which could not be 
classed under rubber business,” stated President Orlob. 
“Not wishing to lose our identity as one of the lead- 
ing rubber companies in the intermountain territory, 
we formed a separate corporation known as the Indus- 
trial Supply Co. The business of the Industrial Sup- 
ply Co. is growing very rapidly. New lines are added 
only when the company is able to obtain agency for the 


store is at 


tools, 


OLESON F. W. 





SQUIRES 


vestigated in order to insure the factory, as well as our- 
selves, satisfactory results from our sales efforts. 

“Of even greater importance than the sales possibili- 
the lines selected, is the salesmen 
capable of assimilating sufficient knowledge of all lines 
carried to successfully sell them. If a newly acquired 
line is of a character requiring special coaching of sales- 
men, it is our practice, whenever practicable, to secure 
the services of a factory expert for a sufficient period to 
thoroughly familiarize all concerned in our organization 
with the merits of that particular line. This special 
course of instruction is supplemented by a careful study 
of all available literature bearing on the article, including 
factory sales bulletins, as well as catalogue data. 


ties of selection of 


“Our sales 
contact with prospective users, followed by direct mail 
advertising. In introducing a new line our salesmen 
carry demonstrations or samples to the men directly in- 
terested, which preliminary sales efforts are followed up 
by sales letters, literature, etc. 


are pushed on the various lines by personal 


“Discretion is exercised in the selection of the time 
for pushing sales on certain items, and we tie in adver- 
tising with our sales campaigns.”’ 

Here is an example of how personal contact and adver- 
tising may be tied in successfully by mill supply houses. 
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The U Electrical Tool 
Co., Cincinnati, is now introducing its 
new U.S. electric hand ratchet 
which, it is 


nited States 


wrench, 


with said, a mechanic can 


remove or set fifteen bolt 


head in less than a 


ona cylinder 


minute. This tool 


is es 








pecially valuable for working in 
place s hard to get at wv ith the ordinary 
socket wrench, or even an electric screw 
driver and nut setter, the company 
states. No pressure hand or body 

necessary ) iné 1 tool op l 

The wrench does its wo by electri ity. 
In tightening nuts, the socket is self- 
releasing. The floating ratchet clutch 
prevents a kick-back against one’s arm 
and also prevents al! strains on gears 


This new hand 
ratchet wrench operates from universal 
110 or nue ER. P.. M., 


1 “ee eo meee 
cnrome 


and motor parts. 


motor, 220 volts, 
has nickel steel gears, SKF 
hal 





bearings, 
15-inch square 
ug, etc. It 


and comes complete with 
wrench adapter, cable, 


weighs only 8 pounds. 


Toledo Pipe Threading 


Co., 1425-1445 


Mach ine 


Summit street, Toledo, 


Ohio, is manufacturing the new “To- 
ledo”’ No. 9 work bench and chain vise 
and the “Toledo” pipe bender. The 


work bench and chain vise is for hold- 
12 to 12-inch pipe when cuttin 


threading or making up flanges and f 


} , { 
ing 4 Lg, 
++ 
lt- 


tings. 


is made to be fastened to 
The : 
& 4 


ogre 


the floor to skids. chain vise is 





| 
of special design, being built as part 
1 the bench, and only a part turn of 
the vise lever tightens the chain and 


firmly holds the 


regularly 


pipe. The table top is 
furnished 4 feet long and 1 


foot wide, but can be supplied in any 


length, at extra cost, on special order. 
It is equipped with a set of hardened 
steel jaws, that may be readily replaced. 
A pipe the rear end 
of the table, supports the longer lengths 
of pipe. The pipe bender will bend 
all pipe or conduit up to and including 
l-inch without kinking, according to 


ne company. 


rest, attached to 


It is a one-piece bender, 


may be bolted to any bench and will 


make long or short bends. No adjust- 
ments are necessary. 
The Jacobs Manufactus ing Company, 


2074 Park Hartford, Conn., in 
connection with its standardization an- 
new chuck to 
its plain bearing improved line, also a 


street, 


+ 


rouncement, has added a 
new model chuck, known as the porto- 
designed particularly for use on 
portable and for light drilling 
where the keyless or hand operated fea- 
ture is desirable. The former is the 
No. 356 which has a capacity of 
3°16 to *% of an inch and weighs 2 
pounds, 12 ounces. It has been designed 
especially for use on portable tools, in 


matic, 


tools 


model, 





Ltd 
whnicn 


\T 


field it has been necessary to use 
rse taper shank drills where the ca- 
pacity was °s of an inch or over, the 
means of this new 





company states. By 


possible to handle in por 


chuck it i 





able tools, straight shank drills, taps, 
reamers or the spindles of honing de- 
: new keyles portomatic 

ens automatically as the 

drill increases, yet the 

readily released by a twist 

f the knurled sleeve. It can be fur- 
nished to fit all standard tapers and 


threads and is produced in 4, 5/16, %s% 
and The new plain 


hearing chuck is illustrated. 


15-inch capacities. 


Bonney Forge wh 


ow & Tilghman streets, 


Tool Works, Mead- 
Allentown, Pa., 
is manufacturing a special set of three 
chrome vanadium wrenches, which the 
states will take care of prac- 
any nut or bolt on the new Ford 
car. The set includes a 10-inch wrench 
with a “box” opening at one end for 
cylinder and with an end 


company 


tically 


head 


nuts, 





the 
the 
other wrenches are smaller double-end 


1% 
The 


milled to 
spark plugs. 


opening on other, 


inches, to fit 





wrenches. 
cured 


This No. 11 set may be se- 
with or without leatherette roll. 


Pyrene Manufacturing Co., 560 Bel- 
mont avenue, Newark, N. 
a two-gallon 
an  auto-size  extin- 
guisher. The former 
is designed especially 
for protection of elec- 
trical equipment and 
fighting highly imflam- 
mable liquid fires. It 
is made of two units: 
A hand operated, dou- 
ble acting liquid pump 
and a container of 
two-gallon liquid 
pacity. The pump is 
capable of ejecting a 
continuous stream 
from the nozzle of 
3/32-inch bore for ap- 
proximately 40 feet. 
A flexible metallic 


J., is making 
Pyrene extinguisher and 


Cca- 








hose 24 inches long, 
covered with i-ply 
canvas. rubber, en- 


ables the operator to direct the stream 
in any The extinguishing 
liquid is non-freezing, and, being a 
non-conductor of clectricity, can be 
used safely on electrical fires without 
damage to operator or equipment, the 
company states. The auto-size extin- 
guisher is small and made for the mod- 
ern compact car. It is of the same con- 
struction as the regular size, contains 
enough liquid to extinguish any incipi- 
ent automobile fire, and throws a 
stream 25 feet, it is said. 

The Black & Decker Mfg. Co., Tow- 
son, Md., has announced two new prod- 
ucts—a combination grinder for shar- 


direction. 





pening all kinds of edge tools, buffing 
and cleaning, and a new ball bearing, 
‘15-inch special electric drill. The 
grinder, which is illustrated herewith, 
has a speed of 2400 R.P.M, and the uni- 
versal motor is ball bearing mounted. 
The grinder is furnished complete with 
a 5-inch grinding wheel and a 6-inch 
wire wheel brush. The wire wheel brush 
is interchangeable with buffs. Equip- 
ment includes 6 feet of electric 
cable, equipped with standard attach- 
ment plug, and has a switch in the line; 
one tool rest and one wheel guard. The 
new electric drill, which is designed for 
all kinds of general drilling, is light 
in weight, has great power and is easy 
to handle, the company states. It has 
a capacity in steel up to '%-inch and a 
no-load speed of 400 R.P.M. It 


also 


comes 
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complete with cable, attachment plug 
and three-jaw geared chuck. <A chuck 
key holder is provided in the handle. 
According to the company, the power 
of this drill is such that a man cannot 
stall it even with the use of a bench 
drill stand when drilling up to its max- 
imum capacity in steel. 

The Porter-Cable Machine Co., North 
Salina & Exchange streets, Syracuse, 
N. Y., is now manufacturing the im- 
proved Syracuse 
horizontal dise 
grinder, Type D-3, 
designed especially 
for removing burrs 
small metal 
This erinder 


is motor driven 


from 
parts. 
lamp socket 
or power line and 
may be moved from 
one part of the 
plant to another. 
The motor is ball 
bearing, ‘'2-horse- 
power, has a motor 
1126 BP. 
M., and a_ surface 


speed up to 6500 feet per minute. Ac- 


from 





speed ot 


cording to the manufacturer, the speed 
of the grinder is limited only by the 
speed of the operator, who has handy 
facilities, as the box containing the 
parts to be burred and the revolving 
conveniently located. The dise 
removes the burr, and the dust is car- 


dise are 


ried away by the patented vacuum dust 
system, which deposits 90 per cent of 
all grinding dust in the bag attached 


to the machine. For work requiring 
more than half of the disc, the guard 


plate may be removed and the auxiliary 


guard swung to one side or removed. 


The Standard Electrical Tool Ce. 
1958-46 West Eighth street, Cincinnati, 
has recently market new 
drills with 14, 
and 1-inch capacities. The 
manufactured by the Gen- 


placed on the 


heavy duty electrical 


5/16. %4. 
motors are 


eral Electric Co., and are the univer- 





sal type, operating on direct or alter- 
on ae as ig J 4 
ae nase Vv . 
2) 


nating current. 
used, and the 


SKF ball bearings are 
made of 
chrome-nickel steel, and run in grease. 


gears are 


The motor housings are made entirely 
of aluminum to lighten weight. The 
weight of the 14-inch drill is 7%4 
pounds; the 5/16-inch, 8!2 pounds; *4- 
inch, 28 pounds; ‘s-inch, 24 pounds, 
and the 1-inch, 25 pounds. The capac- 
ities given are for drilling in steel. The 
14 and 5/16-inch drills have grip han- 
dle, which has switch mounted therein. 
The *%, 7s and 11-inch drills are 
equipped with Morse taper 
spade handle and feed screw. 


socket, 
The ac- 
companying illustration shows the 4- 
inch drill. 
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Husky Wrench Company, 27th and 
Ijorence streets, Milwaukee, is out with 
a complete chart showing the applica- 
tion of its socket wrenches for all bolts 
and nuts of the U. S., S. A. E. and the 


new American standards. 


The Jacobs Manufacturing Conpany, 
Hartford, Conn., has issued something 
attractive in the way of trade litera- 
ture, in connection with its twenty- 
fifth anniversary. It consists of a black 
folder, imprinted with the name of the 
recipient, and containing an eight-page 
with information concerning 
the Jacobs three-model standardization 
of drill chucks; an anniversary edition 
catalogue and price list, No. 25, and a 
reproduction of the catalogue cover in 


circular 


when 
presented in condensed form, which will 
be issued with a provided for 
the distributor’s imprint. The circular 
contains descriptive information, speci- 


the exact size of the catalogue 


place 


fications and prices, and is illustrated. 
The which is attractively 
gotten up and contains descriptive mat- 
ter, specifications and 


catalogue, 


prices, has 24 
1% by $1. inches. 


pages and measures 
talogue measures 6 by 


The condensed 
315 inches. 


(Obituary 

William 
William Byron 
Jenkins Bros., 
Jenkins Bros. 














Rufe 

Rufe, secretary of 
New York, and of 
Ltd., the Canadian branch 


Byron 
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WILLIAM BYRON RUFE 


of the company, died in Brooklyn, 
November 27th. Mr. Rufe was born in 
Lehigh County, Pennsylvania, 56 years 
ago. His uncle was one of the first of 
the modern stenographers, and young 
Rufe learned stenography from him. At 
the age of 15 he went to New York and 
obtained employment in a_ lawyer's 
office. This type of employment did not 
interest him, as he decided there was 
not enough work to keep him busy, so 
he answered an advertisement signed, 
“J. B.,” and was employed by Jenkins 
Bros. as their first stenographer. Mr. 
Rufe became secretary of the firm at 
the time of its incorporation in 1907, 


and he would have completed 40 years 
of service this month. Deceased was 
widely known as a collector of stamps, 
and had travelled extensively in pur- 
suit of this hobby. A man of sterling 
integrity and engaging personality, Mr. 
Rufe will be mourned by a large circle 
of business and personal friends. 


John M. Leadholm 

John M. Leadholm, salesman for the 
Morley-Murphy Company, distributor 
of hardware, mill supplies, etc., died 
in his home in Eau Claire, Wis., at 
the age of 60 years. Mr. Leadholm was 
formerly with the H. F. Schlegelmilch 
fardware Co., in Eau Claire. He is 
survived by his widow and one son. 


William L. Belknap, Jr. 


William L. Belknap, Jr., treasurer 


and general manager of The Belknap 
Mfg. Co., Bridgeport, Conn., manu- 


facturer of steam, water and _ brass 
goods, died in his home, 62 Stratfield 
road, Bridgeport, November 23rd, fol- 
lowing a sudden heart attack. He was 
born in Bridgeport in 1883, and was a 
graduate of Williams College. Later 
he studied law and was admitted to the 
bar in New York. His interest turning 
to business, however, he became a sales- 
man for The Belknap Mfg. Co., which 
had been established by his father. He 
was made treasurer and general man- 
ager of the company several years ago. 
Deceased is survived by his widow, one 
son, and his father, who is still presi- 
dent of the company. 


Charles B. Manville 

Charles B. Manville, founder of the 
that eventually became the 
Johns-Manville Corporation, New York, 
died November 26th in his home in 
Pleasantville, N. Y. He was in his 93rd 
year. While engaged in the manu- 
facture of clothing in Milwaukee, Mr. 
Manville developed a preparation of 
wool felt and clay for use as a heat 
insulating material, and in 
1858 formed the Manville Covering Co. 
While the first product was designed 
primarily to keep out the cold, the com- 
pany eventually became better known 
for its heat retaining and fireproofing 
materials. In 1900 the company was 
moved to New York, and the H. W. 
Johns Co., one of its principal com- 
petitors, was purchased, and the name 
changed to the H. W. Johns-Manville 
Co., with Mr. Manville as president. Th 
company’s title was changed to Johns- 
Manville, Inc., in 1920, and to the 
Johns-Manville Corporation in January, 
1927. Mr. Manville was actively at the 
head of the business until 1902, when 
he retired. He was succeeded by his 
son, the late Thomas F. Manville, and 
the latter was succeeded by another 
son, H. Edward Manville, who retired 
from the presidency last May to be- 
come chairman of the board. Charles 
B. Manville suecumbed to a stroke of 
apoplexy which he suffered about a 
week before his death. 


business 


resisting, 
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“And Send Me 3 Dozen 
12-inch Flat Bastard Files” 


mma 





NY standard item added to your salesman’s order 
is welcome news to you Supply Dealers. 


We have an idea—maybe it’s old-fashioned and not 
tuned in to a jazz age—that we as a manufacturer are 
in a sort of partnership with the Supply Dealer, help- 
ing him make his business better. 


For example, take that order for 3 dozen 12-inch Flat 
Bastard Files your man sends in. Do you know one 
big reason why we want you to furnish SIMONDS 
FILES on that order? Sure, you guess one reason — 
it means another order for us. ‘That's all right, isn’t it? 
Of course we like orders. But there is another and a 
bigger reason. 


Here it is— 


Furnishing SIMONDS FILES to your customer will 
give him better satisfaction. He will feel more satisfac- 
tion in dealing with you. You will be better satisfied 
because you have pleased a customer with a quality 
product and have made a satisfactory profit on the sale. 


‘Satisfaction’ is a great thing to get out of life. 


COMPLETE SIMONDS FILE CATALOG MAILED ON REQUEST 





ESTABLISHED 1832 --FITCHBURG, MASS. 
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Value of Intelligent, Logical Effort 


Knowledge of Lines, Good Reasoning, Persistent Effort and 
Other Qualities Will Win Reward for Salesmen 


E. A. CRANE 


Salesman, The Western Iron Stores Co., Milwaukee 


(ENditer’s 
article is the address de- 
livered by Mr. Crane at the monthly 
meeting of The Western Tron 
Stores Co., Milicaukee, during the first 
week of December. The salesmen were 
short talks on 
0 them, and Mr. 
talk impressed his hearers greatly. W. 
W. Ethier, vice-president of the 


pany, 


Vote—T he 


copy of an 


acconipa MYUNG 
sales 


requested to Ge sub- 


jects assigned Crane’s 
COM- 
was SO inipre ssed by the talk that 
he very thoughtfully sent this copy of 
it to “Mill Supplic ss.” Mr. 


prenver 


Crane is the 
Western Tron 


salesman of The 
Stores Co.) 


In presenting the subject, “The Value 
f Logical and Intelligent Sales Effort,” 
it is befitting, I believe, 
all have a pretty 


that we should 
clear 
of the words themselves. 
Webster defines “value” as 
which renders anything useful.” “ 
“sound and_= systematic 
“intelligent” is meant 
“mental acuteness, understanding, and 
the ability to transmit information and 
knowledge.” ‘Sales,’ Mr. Webster 
states, is “the exchange of a 
modity at an agreed 
is defined as 
deavor.” 
particular 
former 


understanding 


“that 
Logic” 
is defined as 


reasoning.” By 


com- 
“Effort” 
“strenuous exertion, en- 
“Effort” and 

phases of 


price.” 


“exertion” are 
endeavor; the 
implies a_ special 
deavor, the 
deavor. 


form of en- 
latter a persistence in en- 
From the realization of the 
meaning of the individual words, we 
can thus state the subject in this man- 
ner: “The Usefulness of Sound Rea- 
soning and Communicated Knowledge, 

Applied to the Exchange of a Com- 
modity Through a Continued Strong 
Endeavor.” 

Reasoning is a mental faculty, and 
in order that it be clear and pee it 
is obvious it must be devoid of any of 
the impurities of dishone ‘sty, animosity, 
or selfishness. Through 
therefore, there is a 
jection of 


reasoning, 
systematic re- 
non-essentials, as well as 


impurities; which accounts for the fact 
that “knocking one’s competitors” or 
“speaking disparagingly of rival arti- 
cles” should never be permitted in sales 
work. Comparison of service, or merits 
of articles frequently is required, but 
this can always be done constructively. 

In order to transmit knowledge, it is 
obvious that we must have the knowl- 





E. A 


. CRANE 


and this is acquired 
by studying the information at our 
command, which may be in the form 
of manufacturers’ circulars, our own 
catalogue, or instruction, either oral 
or written, from those who are better 
informed. 


edge to transmit, 


Perhaps all salesmen are not agreed 
that records, other than the volume of 
their sales, are necessary. Let us see: 

We are all 
tory 


with the fac- 
who 


familiar 
representative 
round of calls, and who has 
a complete record of his last visit. Two 
minutes inspection of his records, and 


accompanies 
us on our 


as many more of thought, prior to the 
call, enable him to take up the con- 
versation practically where it termi- 
nated on the last visit. From his 
records he is conversant with former 
recommendations, as well as competing 
items in use, and this, coupled with his 
clear knowledge of his product, enables 
him to present clearly and concisely 
the salient points that result in the 
buyer’s desire to buy. The ability to 
make use of such records is usually 
only limited by the amount of time 
which the salesman will employ to this 
end at home, on the train, or in the 
hotel. 

Now, we have the other type of fac- 
tory representative who starts out with 
a pocket-full of cigars, and trusts to 
his memory for important details re- 
garding one hundred or one thousand 
customers, as the case may be. For my 
part, let the first man travel with me, 
and the other fellow use the street 
car. The first man described will be 
correctly informed, do orderly think- 
ing, and accomplish more to our mu- 
tual benefit with less effort than the 
other will ever be able to do. 

If we can use correct reasoning, as- 
sisted by orderly thinking and intelli- 
gent records, backed up by our own 
understanding, previous knowledge, or 
experience, plus communicated knowl- 
edge, such as assistance rendered by 
our fellow salesmen, catalogues, or cir- 
culars, we have made the important 
step in the sale. 

Referring back to the definition of 
“effort,” as indicated, it is divided into 
two classes. “A special strong en- 
deavor” applies to the factory or spe- 
cialty salesman whose plan it is to sell 
his house, his product, and himself in 
one call, and who may never return. 
His efforts are at variance with the 
other phase of effort which is a “con- 
tinued strong endeavor,” which, in my 
estimation, applies particularly to the 


mill supply salesman, whose persistent 































































































































regular calls, continued plugging, with 
the habitual smile and good humor 
(even if the rent is over-due), faith in 
his house and the products he sells, per- 
sonal and habits and 


neatness good 
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sympathy for his buyers’ troubles, no 
matter how trivial, win for him a re- 
ward in proportion to the value of the 
logical and intelligent sales effort put 
forth. 


More Specialty Sales 


Banister & Pollard Co., Newark, Secured Them 
Through Study at 


When E. A. Gray 
ager of Banister & 
ark, N. J., 


and hardw 


became sales man- 
Pollard Co., New- 
distributor of mill supplies 


are, about a year ago, he de- 
cided that the specialties 


; company’s 
they did not have 


knowledge of the 


were not being 


é g*sold by his 
salesmen was that 


sufficient specialties 


to sell them succe They were 
well equipped to sell the staple line of 


supplies, but were weak on specialties, 


so he devel 1 a course of training to 
emedy th a ( 
VI Gra use i ¢ lv sales meet- 


ing, held on Saturdays from 11 to 1 
1] 
i 


o'clock o conduct this course. One 
specialty is taken up each week. <A 
representative froi he factory manu- 


He 


and sales aspects 


ict is 


present. 
technical 
of the product, not only discussing with 


the salesmen for Banister & Pollard the 


arguments te advance in selling his 
product, but thoroughly explaining its 


types of industries 


te which it may be sold. 


Whenever a moving piece of equip- 


ment is up for discussion, it is set up 
and the en are allowed to run i In 
some cases the product is taken apart 
and its construction studied. The sales- 


od 


when the 


questions which are answer 





yy the manufacturer. Then 

eeting is ove he salesmen are urged 
te start out following Monday 
norning, with the subject fresh in 
heir minds, ar make particular ef- 

rts € tk product 

\ o Mr. Gra the results o 
this system have been most 
grat rhe men have acquired 





good knowledge of the specialties, they 
= * | ° + + ] ] 
know where to go to sell them, and they 


have more confidence in their ability to 


sell them than the had previously. 
Sales of specialties have increased no- 
ticeably since the study system was in- 


over the 
Often 
to him on Friday and 


entnuslastic 


Mr. Gray states. 


* discussion the 





& Pollard Co. at times 





conducts contests and pays a bonus on 
ales made during these contests. One 
contest on sales which was conducted 
during November and December _in- 
pired the men to special efforts. A 
certain percentage was paid on sales 
ip to a certain amount, a higher per- 
centage on sales between that amount 


Weekly Meetings 
and a still higher 

the latter 
In addition, two special prizes 
were given, one for the largest number 
of units sold and one for the greatest 
volume of The earned 
in this contest were paid on December 


higher one, and a 


percentage on sales above 


amount, 


sales. bonuses 
24th, so each salesman received his ex- 
tra money at a most appropriate time. 


Read Staniar’s Address 
Talk Made Before Transmission Asso- 
ciation Contains Lots of **Meat’’ 
Mr. Mill Supply Salesman, turn to 
the account of the first annual meet- 
ing of the Power Transmission Associa- 


tion in this issue if you would read 
something of especial benefit to you. 


You should, of course, be interested in 
the general story of that meeting if you 
power transmission equipment 
and most mill supply salesmen do—but 
your particular attention is directed to 
William Staniar, chair 
man of the board of advisory engineers 
ot the association. 

Mr. Staniar 


1 
tnat a 


sell 


the address of 


the 
together too little attention 
industrial planning 
for and selecting their power transmis- 


calls attention to 


Tact 





is paid by users to 


sion equipment, and emphasizes the 
greater efficiency and economy that 
would result were this part of plant 


equipment properly considered. 

There is a great deal of information 
and argument contained in Mr. Staniar’s 
address that can be used to advantage 
by the mill supply salesman in his sales 
talks with purchasers and prospective 
purchasers of transmission equipment, 
so whatever you don’t neglect to 
read this address. 


do, 


Courageously Facing Life 
Living Like Those Who Are Trying to 
Achieve Gives Salesman Advantage 


“You and another man can thrillingly 


discuss and sympathetically appreciate 
what both of you have seen or experi- 
play both have 
game you both play, the problems 
you both have faced,” 
an item entitled, “Like Likes 
Like,” which appeared in the Novem- 
lst issue of Sales Talks, published 
by the Penberthy Injector Co., Detroit. 


“Most 


enced—-the 
the 
and 


you seen, 
trouble 


stated 
ber 


of the people on whom a sales- 
man is calling are facing the issues of 
life squarely and courageously. There’s 
ide for sympathetic 
who 


chance 
for 


a W open 


contact there, salesmen cour- 


ageously meet the day’s sales issues. 

“Serious and intelligent sales per- 
sistence, with an honest desire to be of 
service back of it, isn’t resented by the 
great run of people who are similarly 
struggling in their line of endeavor. 

“The great majority of people are in- 
dustrious, thrifty, hard-working and 
thinking folk. They are the 
elect of the buying world, they are the 
people it pays a salesman to ‘stand in’ 
with. 


straight 


“There’s something about living life 
and facing salesman in the 
spirit in which those who are trying to 
achieve live it, that gives such a sales- 
man a decided sales advantage. 

“Be that kind of a salesman and 
you'll be a member of the greatest fra- 
ternal organization in the world—the 
Order of Men and Women Who Are 
Courageously Facing Life. 

“Discu u prospect’s hobby with 
him to create a bond of kinship isn’t 


life asa 





sing 





to be compared as a advantage 
with identifying yourself, in what you 
nave and in the spirit in which you do 
your work, as a man who lives by the 
same creed by which the great right- 


thinking majority is trying to steer its 


course through life.” 


A Smile Is Contagious 
A happy disposition is a thing to be 


cultivated by salesmen if it does not 
come naturally. Few buyers will be 
impressed by the clown whose prin- 
cipal stock in trade is a line of the 


latest jokes and a loud guffaw, but they 
man who is smiling and 
and who acts as though he 
his work. <A_ hearty, 


smile is contagious. 


do like a 
optimistic 


enjoyed sincere 


Good Salesmen Respected 
It is efficient 
alesmen at a meeting 
of people to whom he sells. The atti- 
tude of most of these people toward 
him is one of friendliness. This 
o prove that a good salesman repre- 


interesting to watch 


convention or 


goes 
senting a good house can win his way 
into the hearts of those with whom he 


deals. The average successful busi- 
ness man recognizes the good sales- 


man as one who performs a real serv- 
ice, and who is to be welcomed. 


Don’t Be a Barker 


The salesman will do well to avoid 
the use of over enthusiastic expressions 
in his sales talk. It is all right to set 
forth distinctly the advantages of the 
goods he is selling and the service his 
renders, but he can be too “all- 
claiming” to suit some buyers. ‘‘Abso- 
lutely guaranteed to AU 3... OF 
your money back” may sound all right 


coming from the street barker who en- 


house 


cure 


tertains a crowd in a small city or town 
on a Saturday night, but it is scarcely 
dignified or substantial enough for the 
man who is selling his goods to the 
buyers of mill supplies, 
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Good Language Big Factor in Selling 


Quality of Clear, Effective Presentation, with Good, but 
Not Flowery Vocabulary, Should Be Cultivated 


Not long ago a speaker talked for 
half an hour to the Photographers’ 
Association of America upon salesman- 
ship, and the burden of his address was 
that too many photographers are lan- 
guage paupers, that they are not sell- 
ing their patrons enough of their serv- 
they lack the language 
with which to make suitable appeals. 

Without doubt many of us set out 
to sell our prospects without adequate 
language equipment, although I be- 
lieve mill supply men are better sales- 
men than photographers. The 
speaker mentioned above visited twelve 
different 


ices because 


most 


photographic studios with an 
open mind and $75 of the association’s 
money to spend, with more available 
if needed. After giving the dozen pho- 
tographers a chance at his appropria- 
tion, and prepared, if they were suffi- 
ciently convincing, to spend all that 
and more, he came home with a con- 
siderable portion of the original fund 
still in his pocket. All of those pho- 
tographers could make artistic photo- 
graphs, but not one of them could make 
the most of his selling opportunity. 
The business of the mill supply sales- 
man is to sell, but I wonder how many 
are good at selling and how many are 
merely good at taking orders. And how 
many are like those photographers who, 
despite possession of adequate knowl- 
edge of their lines, lack the language to 
present their propositions in a way that 
compels interest and consideration? 
We cannot all have the vocabulary of 
Shakespeare, said to contain 25,000 
words, but salesmen should have 
a vocabulary up to that of the busi- 
ness man of better than average intelli- 
gence, perhaps 3,000 words. 


most 


Some may 
have no greater vocabulary than that 
attributed to the average woman, who 
is said to have only 800 words at her 
command, but 
what she 


makes up in turnover 
lacks in variety. Turnover 
may solve the problem of how to get 
on with limited financial capital, but I 
think it fails to solve the problem of 
how to sell successfully with limited 
verbal equipment. 
GOOD AND BAD PRESENTATIONS 

I have listened in on 

where it 


selling talks 
seemed to me that the sales- 
man did not have as much vocabulary 
as a boy scout. A salesman says, for 
instance, “These valves are soure valves. 
You can count on them every time. 
They deliver the goods and the prices 
are right.” 

He may 


repeat and rearrange the 


words, but he does not get far from 


FRANK FARRINGTON 


that limited presentation of ideas. Sup- 


pose he practices the use of wider 
vocabulary, introducing words and 
phrases he already knows, but never 


puts into vocal expression such as 
“This line of iron body valves provides 
an extensive range of choice in valves 
for large pipe lines. These iron body 
valves are made in standard, medium 
and extra heavy patterns, globe, angle, 
cross, gate, check and ‘Y’ types. Each 
valve is built for the maximum service, 
not merely for average service.” 

The presentation is part of 
that of a MILL SUPPLIES advertisement, 
and it tells nothing the 


latter 


salesman of 





He Knows His Language 


limited vocabulary does not know, but 


it presents details in detailed words 
rather than in general terms. 
I would not have the mill supply 


salesman talk like a dictionary, nor 
would I have him talk in catalogue 
language, which might sound pedantic 
and stilted; but I would have him 
familiar with and able to use without 
embarrassment the full variety of 
words desirable in detailed description 
of the goods he sells. 

The buyer is inevitably influenced in 
favor of the salesman 
himself well. He is almost as surely 
unfavorably impressed by the some- 
what slangy vernacular that is apt to 
be the habit of the man of limited vo- 
cabulary. 

Everyone likes to do business with 
the high calibre man. It does not make 
one a high calibre man, or even a high 
calibre salesman, simply to be able 
to express oneself with verbal facility. 
“Words, words, words,” said Hamlet in 
derision of language that says nothing. 
The schoolmaster in Goldsmith’s “De- 
serted Village,” spoke with “Words of 
learned length and thund’ring sound” 
which “amazed the gazing rustics 
ranged around.” There is obviously no 
advantage for him who, as Job put it, 


who expresses 


“Multiplieth words without knowledge.” 
The salesman needs a wider vocabu- 
lary, not to demonstrate his knowledge 
of words, but to present better pictures 
of his proposition. 

Salesmanship is nothing more or less 
than making the other fellow see your 
proposition as you see it, but if he is 
to see it as clearly as that, it must be 
pictured to him in more than sketchy 


outline. Giving the buyer merely the 
outstanding facts of the proposition 
and expecting him to understand it 


thoroughly is like showing him a pen- 
outline of the factory building 
where the goods are made and expect- 
ing him to know just what the plant 
is like. 

“That’s a mighty good belt fastener,” 
says the salesman. “We recommend it 
for any kind of a belt fastening job. 
It’ll do a job that will hold like a new 
belt. It’s a quick action machine, too.” 

He might profit by the greater vo- 
cabulary range in the advertisement 
and tell the buyer something like this: 
“You don’t need a giant, nor two men 
to handle a belt lacing job if you have 
the (name) lacer. One shopman can 
row of (name) belt hooks 
cleanly and uniformly into both ends 
of a belt up to eight inches wide in a 
minute and a half. It seems almost 
fantastic that by a simple turn of a 
crank, a machine so small and so com- 
pact can develop forty-five thousand 
pounds pressure on a belt surface, and 
that any man can turn the crank and 
develop that power. It is true, though, 
with the (name) lacer.” 


ciled 


force a 


SUGGESTIONS OF 
The references’ to 
would seem to 
advertisements 


STUDY SOURCES 
advertisements 
indicate that in the 
there is to be found 
language better suited to describe prod- 
ucts than that which will ordinarily be 
used by the average salesman. I think 
this is in some degree true, if care is 
used in choosing the advertisements. 
There is also to be had an increased 
vocabulary for the salesman who regu- 
larly reads his trade journals. 

The reading to be particularly recom- 
mended for the development of vocabu- 
lary and for fitting the salesman more 
graphically to present his propositions, 
however, is that which is outside of the 
trade, even outside of the business liter- 
ature of the time. I refer to the books 
that are the classics of English. 

The educational director of the Rem- 
ington Typewriter Company recently 
made this statement: “I tell you that 
there is not a great salesman in Amer- 


ica today, as far as I know; there is 
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Which means there 
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not a great public speaker in the 
United States, and not a great writer, 
there is not a great advertising writer 
of my knowledge, who does not owe a 
great deal of the larity and vivacity 
of his public address and of his writing 
to the Bible.” 

That establishes the one Book as 
probably first on the list of those the 
salesman needs to read to improve his 
vocabulary and to increase the effec- 
tiveness of his presentation of his 
propositions. 

When we consider the wonderful 
effectiveness of the language of such 
a man as Abraham Lincoln, and when 
we consider that only a few books were 
available for him in youth—and those 
few are still available for us—we may 
well decide to cast into the discard a 
great deal of the present day litera- 
ture as non-essential in the matter of 
developing our use of the English lan- 
guage. 

Simple. effective, picturizing lan 
guage could be learned as well before 
the present flood of books spread over 
the land as it can now. The prepon- 
derance of plain, Anglo-Saxon words 
in Lincoln’s Gettysburg address is so 
remarkable as to cause that composi- 
tion to stand out, a permanent example 
It is the simple, effec- 
tive, largely Anglo-Saxon language that 
the salesman needs. He has no use 
for the addition of flowery phrase- 
ology to his repertoire. If he could pre- 
sent his propositions in words of one 
syllable, they might be the better for it. 

Most think about 
their lanzuage. It is the one thing in 
their day’s work that gets no attention 
They consider everything 
else, from the weather to their tobacco. 
Language, 


of such speech. 


alesmen do not 


from them. 


the vehicle for reaching, in- 
influencing the buyer, the 
one thing they cannot get on without, 
receives no attention at all. The reason 
is probably that it 
matter of course that the language will 


} 


He eood enough. 


teresting, 


is accepted as a 


When there is such susceptibility of 
variation in quality and effect 
dependent upon language, how 
man tell himself that his lan- 
dees not matter? It would seem 


when 
is so 
can a 
guage 
that nothing else could matter quite as 
much. The poorly chosen language of 
the thoughtless in such matters cannot 
be good enough because it cannot get 
the results obtainable by carefully se- 
lected language. 

If the wants to achieve 
maximum success, let him read to de- 
velop a high class vocabulary that pic- 


salesman 


tures his propositions as the vernacu- 
lar cannot do. Let him take pains to 
use the expressions, the words he finds, 
that 


ing expressions 


say what he wants to say, avoid- 
that sound artificial 
and school-teacherish, just as he would 
avoid slangy that may 
sound snappy, but that fail to convey 
an idea. 

And let him note how he uses the 
additions to his vocabulary, adjusting, 


expressions 


readjusting, fitting and preparing his 
sentences, until each has its proper 
place. He then will soon find that he 
is acquiring a different rating in the 
matter of mental capacity and standing. 


He’ll Appreciate This 

If a buyer asks you a question which 
you can’t answer immediately, it’s a 
idea to make a note of it and 
transmit the question to your office at 
the earliest possible moment. If you’re 
a city salesman, obtain the answer 
when you return to the office in the 
evening. If you’re on the road, ask 
for the answer to the question when 
you make your daily mail report. Then 
see to it that the buyer receives a reply 
without delay, either from you direct, 
or from the office. 


200d 


More About Little Things 

This may sound like an advertise- 
ment for the clothing manufacturers or 
laundries, but haven’t you been im- 
pressed by the man whose linen is 
faultlessly clean and whose necktie is 
well pressed and carefully tied? Of 
course clean linen and neatly tied neck- 
wear aren’t going to make a sale, but 
are two of the little things that help 
to create impressions which often lead 
to sales. The writer has been im- 
pressed as a rule by the neat appear- 
ance of most salesmen with whom he 
has come in contact. 


Selling Not Arithmetic 
The salesman who is eager to cut 
prices rather than lose a sale should 
realize that increases in salary are not 
often in order unless the net profit is 
there, and that sales made at a narrow 
margin not only produce little in the 
way of gain for the supply house, but 
often actually cost it money. Anyway, 
salesmanship is not arithmetic. Most 
anyone who has had a grammar school 
education, or part of one, can subtract. 
Salesmanship comes when a man can 
sell a product on its quality and the 
service his house offers, and not on its 
cheapness as compared with others. 


Memorandum Book Valuable 

A small memorandum book is a handy 
thing for the mill supply salesman to 
have with him. He can use it for a 
variety of purposes, such as recording 
future sales efforts, names 
of buyers and other members of. or- 
ganizations whom he should remember, 
facts about their businesses and various 
other tips. 
of paper may appear to serve the pur- 
pose, but they often “get lost in the 
shutile.” If he carries a memorandum 
book and makes the necessary nota- 
tions, it will soon become so valuable 
to him that he will wonder how he ever 
got along without it. <A_ loose-leaf 
memorandum might be particu- 
Jarly useful, for the salesman could 
then remove sheets whenever advisable. 


dates for 


Card or miscellaneous slips 


book 
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It Operated in Reverse 


This Young Salesman’s ‘‘Knocking’’ of His Com- 
petitor Came Back as a Boomerang on Him 


Williams had a hunch something was 
“in the air’ when he was called into 
He’d 


before because of 


the office of the sales supervisor. 
been on the carpet 
a falling off in business secured by the 
Milner Supply from Parkins & Chad- 
dock. On the last occasion old John 
Rosey, the supervisor, had 
somewhat irritated, which was an un- 
usual condition so far as John was 
concerned. Now, Milner had lost an- 
other big order on transmission equip- 
ment to the Billings company. 

“Ben, I’ve been over to Parkins & 
Chaddock’s to find out why we’ve been 


seemed 


losing out on orders from them,” said 
old John rather sharply as Williams 





Throw Away Your Haine é 


office. “I’ve 
talked this matter over with you be- 
fore, but 


entered the door to his 
you’ve never seemed able to 
give me a reason, so I 
made up my mind I'd do a little direct 
investigating myself.” 

Williams, who had taken a seat by 
John’s desk, was perceptibly embar- 
rassed. His reddened and he 
shifted uncomfortably in his” chair. 
John, seeing the young man’s discom- 


satisfact ory 


face 


fiture, was quick to assume his custom- 
ary kindly manner. 

“Well,” he continued, “I saw Brown, 
the purchasing agent, who, as you 
know, is also treasurer of the company, 
and IT asked him point blank just what 
was wrong. I reminded him that we 
had sold to his company for years and 
had always provide quality 
merchandise and excellent service, and 
that we couldn’t 


tried to 


understand 
were being ‘let down’ now. 
““Mr. Rosey,’ he said, ‘We haven’t a 
complaint to make about the goods you 
handle or the service you render, but 


why we 


I have something against your sales- 
man who has been calling here lately. 
He knocks one of your competitors en- 
tirely too much to suit me. 

““‘To be frank, Mr. 
understand the man,’ he = con- 
tinued. ‘He’s bright and knows his 
goods, is aggressive and has a pleasing 
personality, and yet he doesn’t seem to 


Rosey, I can’t 


younpy 


wise up to the fact that I abhor his 
cracks at your competitor. Something 
came up in our conversation about this 
competitor on the occasion of your 
young man’s first visit to me and he 
up and landed on him with all fours. 
For some inconceivable reason he must 
have thought that made a good im- 
pression on me, for he continued along 
the same line every time he called. Then 
when I commenced giving business to 
your competitor, instead of seeing the 
light and letting down, he became more 
vituperative. 

“Tt may funny to you, Mr. 
Rosey, that I would take business away 
from a house that had always provided 
satisfactory goods and service, simply 
young salesman for that 
house persisted in knocking his com- 
petitor, but I absolutely abhor attacks 
on competitors, unless they are made 
in defense. It’s a matter of principle 
with me, and I'll fight for what I think 
is right no matter what the cost.’ 

“That’s rather an extreme case, of 
Ben,” John, as he 
patted his young protege affectionately 
on the back, “and Brown could easily 
have told you what he told me much 
earlier in the game. Never-the-less, it 
will serve as a good lesson. Don’t try 
to sell goods by telling your customer 
how bad your competitor is. What he 
wants to know is how good your house 


seem 


hecause a 


course, said old 


is. 

“Now, don’t be discouraged, Ben,” he 
added. “Your record on your other ac- 
counts is splendid. For some reason or 
other you got off on the wrong foot 
with Brown. But you don’t need to 
hesitate about going back to see him, 
for I told him you have a fine reputa- 
tion and that your enthusiasm probably 
overbalanced your good 
your dealings with him. 


judgment in 
He said he is 
willing to let bygones be bygones, and 
he’ll be glad to see you when you get 
around that way again.” 


Don’t Pass Up the Shave 

It’s sometimes a great temptation to 
omit the morning shave when one 
wishes to lie in bed a few minutes 
more, but that should be fought off. 
The salesman with a day’s growth of 
beard makes a bad impression on some 
buyers, who would as leave see him 
with a pair of soiled hands. The sales- 
man must be more particular of his ap- 
pearance than the man who does not 
have to go out and call on other peo- 
ple in the solicitation of business. He 
does not have to look as though he had 
just stepped out of a band box, but 
he should present a neat, well groomed 
appearance. 
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Safety 


Crescent Belt Fasteners 


are not only recognized 
for their durability, sim- 
plicity and economy but 
also for their safety and 
dependability. A Crescent 
Fastener is constructed 
to outlast the life of a 
belt and that means it 
cannot tear or break the 
belt fabric- it is built to 
hold under all circum- 
stances. There is no wear 
from contact or friction 
no sharp points to in- 
jure hands, and a belt 
joined with Crescents 
stays joined until the 
fasteners are removed. 


CRESCENT BEIT FASTENER CO. 
247 Park Avenue, New York, N. Y. 


CRESCENT 
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Our ads, like the one 

Dealers, Jobbers! Pio: se reducing 

7 ‘live’ inquiries every 

where. Let us turn them over to you for taking the orders. There’s 

a big, growing market for blowers—the Tornado actually outper- 

forms them all. Exclusive territory, liberal discount, small invest 

ment, quick turnover. Get our proposition. Write today to A A. 
Breuer, President. 











} Blow all dust and 
dirt from line haft- 


Blow Out ALL Dust = 3 et. s x : = 
{with 170 mile p. h. on ‘eas ed by 
Gale of DRY Air cumulation of du St. 


Keep motors, machir 
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A. A. Breuer, President 
Riad Elec. Mis. Co., 854 Blackhawk, Chicago 











ou 
ch 
U 


January, 


1928 



































HARRIS 
Coils and Bends 


For All Industrial Uses 


For 44 years we have been making copper and 
brass pipe coils and bends for industrial plants. 
Qur long experience, special equipment and skilled 


coppersmiths are a guarantee of 





perfect coils and bends 


Upper illustration shows a set of 
bends for storage water heater, 
ready to install. Lower illustra- 
tion is a commonly used spiral 
coil. We duplicate coils in all 
shapes and design coils for unu- 
sual uses 


PETTITTE LT 


Many of ourcoilsare sold through 
supply houses. Send us your 
orders and we will ship direct to 


your c ustomers 


Arthur Harris & Co. 


Established 1884 


Engineers. Coppersmiths, Brass Founders and Finishers 


210-218 N. CURTIS ST. . * . CHICAGO, ILL. 














Starts in 90 Seconds 


And it will not carbonize or clog even under 
prolonged use. 


Here at last is the firepot 
you have been hoping for. 
No carbon to bother you. 


Quick generating 
90 seconds 


Noiseless, odorless, smoke- 
less. 


Regulated to any desired 
volume. 


Intense heat—trouble free. 





No. 60—With Plumber’s Shield 
No. 70-—With Tinner’s Hood 


Get in touch with your supplier at once see 
this wonderful firepot in action. 


Clayton & Lambert Manufacturing Co. 
6282 Beaubien Street, Detroit 


For Forty Years the World’s Leading 
Manufacturer of Heat Producing Tools 














GLASS BODY OILERS 


Oil Gauges 
Grease & Oil Cups 
Lubricators 
Air & Drain Cocks 
.. Brass Pipe Fittings 


Cylinder Cocks 
Water Gauges 











GENERAL BRASS COMPANY 


Successor to 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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James L. Hurley recently resigned as 
advertising and sales manager of the 
W. H. Anderson Tool & Supply Co., De- 
troit, manufacturer of small tools. 

Galen Snow, for the last five years 
advertising and sales promotion man- 
ager of the Greenfield Tap and Die 
Corporation, Greenfield, Mass., has re- 
signed to become treasurer of Wm. B. 
Remington, Inc., Springfield, Mass., ad- 
vertising agency. Mr. Snow has been 
a member of the Association of Na- 
tional Advertisers and of the National 
Industrial Advertisers’ Association. 

Charles L. Wheeler is now in charge 
of the Boise, Idaho, branch of The Salt 
Lake Hardware Co., Salt Lake City, 
Utah. He formerly was western man- 
ager for the Pennsylvania Rubber Com- 
pany, Jeannette, Pa., belting and hose 
manufacturer. The Salt Lake Hard- 
ware Co., which distributes mining, in- 
dustrial, irrigation and road-building 
machinery supplies and general hard- 
ware, also announces that C. E. Ross 
has been made manager of its Grand 
Junction, Col., branch. 

C, D. Proctor, formerly advertising 
manager of the Kalamazoo Loose Leaf 
Binder Co., Kalamazoo, Mich., has been 
made assistant advertising manager of 
Remington Rand, Ine. 
N.Y. 

S. V. Brooks, formerly vice-president 
of the Bluefield Supply Co., Bluefield, 
W. Va., is now connected with the 
Bluefield Hardware Co., Inc., of the 
same city, as sales manager. In addi- 
tion to hardware, the latter company 
handles mill, steam, plumbing, mine 
and electrical supplies. 


Tonawanda, 


Harry E. Matthews, for the last 
eight years assistant manager of the 
Charlotte, N. C., office of the Morse 
Chain Co., Ithaca, N. Y., has accepted 
appointment as manager. He succeeds 
the late George W. Pritchett, who had 
been manager of the Charlotte office 
since its opening. 

H. P. Rankin, formerly manager of 
the central division of the Johns-Man- 
ville Corporation, with headquarters in 
Cleveland, was recently made manager 
of the eastern division with offices in 
New York City. T. K. Mial, who had 
charge of the Pittsburgh office, succeeds 
Mr. Rankin at Cleveland. 

Norman F. Kimball has accepted ap- 
pointment as manager of advertising 


for the American-LaFrance & Foamite 
Corporation, Utica, N. Y., recently 
formed by a merger of the American- 
LaFrance Fire Engine Co., Elmira, N. 
Y., and the Foamite-Childs Corpora- 
tion, Utica, producers of fire extin- 
guishing supplies. 

R. FE. Dow, formerly purchasing 
agent for the International Supply 
Company, Tulsa, Okla., was recently 
advanced to general sales manager. He 
graduated from Oklahoma University 





R. E. DOW 


in 1912, and served thereafter in the 
Oklahoma oil fields, acquiring at first 
hand a fundamental knowledge of the 
oil industry. In 1917 he accepted a 
position as accountant for the Okla- 
homa Iron Works, Tulsa, and was ap- 
pointed auditor two years later. He 
became purchasing agent in 1920 for 
the Oklahoma Iron Works and affiliated 
companies, the International Supply 
Company and the Oklahoma Structural 
Steel Works, being elected in 1925 to 
the board of directors. Mr. Dow’s new 
appointment as general sales manager 
of the International Supply Company 
puts him in active charge of the sales 
department and the 25 branch stores 
which the company operates in the 
mid-continent oil fields. He retains in 
addition his former jurisdiction over 
the purchasing department. The Inter- 
national Supply Company is the dis- 
tributing company of the Oklahoma 
Iron Works, also handles a complete 
line of oil field accessories and carries 
at Tulsa a comprehensive stock of mill 
supplies. The total pay roll of plant 
and offices approximates 500 men. 
Philip J. Faherty, retiring president 
of the Eastern Supply Association, was 
recently presented at his home in 
Lambertville, N. J., with an oriental 
rug as a testimonial from the associa- 
tion. The committee making the pres- 


entation, and appointed by President 
W. A. Tate, included all of the officers 
of the association, Mr. Tate, James A. 
Messer, first vice-president, Joseph 
Maynard, second vice-president, and 
Frank Hanley, secretary-treasurer 

W. M. Sanderlin, manager of the 
electrical department of Farwell, Oz- 
mun, Kirk & Co., St. Paul, Minn., was 
recently elected first vice-president of 
the North-west Radio Trade Associa- 
tion. Mr. Sanderlin is also a member 
of the association’s board directors. 
His company functions in the whole- 
sale hardware and heating fields, and 
handles engineers’ and machinists’ as 
well as electrical supplies. 

EK. A. Neupert, Walworth manager 
of its Pacific Coast division, left San 
Francisco December Ist on an extended 
Eastern trip. En route to his com- 
pany’s New York office and Boston 
plant, Mr. Neupert visited the Wal- 
worth factories at Kewanee, Ill, and 
Greensburg, Pa. He will return to the 
West about the first of the year. 

J. F. Jewett recently joined the sales 
organization of the Herberts Machin- 
ery & Supply Co., Los Angeles, Cal., 
distributor of machine tools and wood- 
working machinery. 

R. M. Welch, automotive service and 
tool expert, has joined the staff of G. 
W. Brogan, Inc., Towson, Md., adver- 
tising counsel. Mr. Welch worked his 
way from office boy to salesman for the 
Carey Machinery & Supply Co., Balti- 
more mill supply distributors. Later, 
he became associated with the Lambert 
Automobile Co., and the Consolidated 
Gas, Electric Light and Power Com- 
pany, both of Baltimore. He was in 
charge of the latter company’s garage 
for the last fourteen years, having un- 
der his direction the maintenance of 
over 500 company cars. G. W. Brogan, 
Inc., announces that it is fortunate in 
acquiring the services of Mr. Welch, 
inasmuch as it specializes in service 
equipment and automotive replacement 
parts, as well as small tools, which are 
used both automotively and industri- 
ally. 

Walter J. Michael, assistant manager 
of The Ohio Locomotive Crane Co., Bu- 
cyrus, Ohio, made a business trip in the 
fall by air mail plane from San Fran- 
cisco to Chicago. Six changes of plane 
and eight stops en route were made, 
the time taken to accomplish the trip 
being 22 hours and 20 minutes. 

H. A. Cornell has been appointed 
general manager of Ludlow & Squier 
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{What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? TS 
* Wire them —phone them -—-they’ll go off our ware- 
house racks and on the cars in a jiffy. 

© You can always get them from stock, and for a fair 
price, at ‘“‘Medart’s.”’ 
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Get the “MEDART” WOOD SPLIT PULLEY from stock! 


General Offices and Works: St. Louis, U.S. A. 
Office and Warehouse: CINCINNATI 
Offices 
CHICAGO, PHILADELPHIA, NEW YORK, SEATTLE, PITTSBURGH 
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We give | 
to the Distributor 


100°,, cooperation because it 
policy to sell thru distributors. 


is our 


“a 


@€ We refer every inquiry back to some a 
distributor in the territory. 


€ We give an unequaled service to both 
the distributors and their customers. 


€ We give every possible aid to the Sales 
Manager and his men. 
These are some of the reasons distributors find 


satisfaction and profit in handling the ATLAS 
CAR MOVER 


Cdr, 


a car mover that moves any 
under any circumstances, and gives the 
kind of service that makes it the outstanding 


tool in that field of work. 


Manufactured only by 


APPLETON CAR MOVER CO. 


P.O. Box 42 Appleton, Wis. 
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size. Send for it. 


~ THE EDGEMONT MACHINE CO. 





HE name “Edgemont” on a friction clutch is positive assurance of 
clutch satisfaction. 
handles 

‘““Edgemonts” 
H”’ (especially for jobbers) makes it easy to order the proper 


Friction Clutches 


Users everywhere know this and turn to the 
“Edgemont Clutches’’ when in need of 
do satisfy and the prices are right. 


such 


Our 


DAYTON, 
OHIO 
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C > Equi 
ontractors quipment 
' 
Made by an organization that 
has catered for many years to 
' the full and individual needs of 
the contractor. 
' 
GENERAL WHEELBARROW COMPANY 
3140 East 65th Street Cleveland, Ohio 
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Newark, N. J., distributor of hardware, 
tools, mill, factory and contractors’ 
supplies. Mr. Cornell was formerly the 
senior member of the S. W. Cornell Co., 
Brooklyn, N. Y., retail hardware deal- 
ers, which business was sold out two 
years ago. He has been with Ludlow 
& Squier since that time. 

D. D. Tripp, vice-president of the Pi- 
oneer Rubber Mills, San Francisco, 
joined the hole-in-one club recently, 
when he made, at the California Golf 
Club at Baden, an “ace” at the tricky 
third hole, measuring 145 yards. The 
other members of the foursome were 
H. R. Mansfield, also a_ vice-president 
of the Pioneer Rubber Mills, J. D. Ho- 
ran, manager oft the Los Angeles 
branch, and K. E. Johnson, purchasing 
agent for the company. 

Van Cortright Mekeel, formerly con- 
nected with Taylor-Wharton Iron & 
Steel Co., High Bridge, N. J., in the ca- 
pacity of special research investigator, 
mechanical engineer and sales engineer, 
has resigned to accept a post as special 
representative of The Nugent Steel 
Castings Company, Chicago. 

Everett L. Bunt, formerly associat- 
ed with the National Radiator Co., 
Johnstown, Pa., has been added to the 
sales force of The Imperial Brass Mfg. 
Co., Chicago. 

George D. MelIlvaine, Pittsburgh, sec- 
retary of The National Pipe and Sup- 
plies Association and of the Enameled 
Sanitary Ware Manufacturers’ Associ 
ation, who has been absent from his 
office because of a protracted illness, 
recently returned to his work. Mr. Mc- 
Iivaine made rapid improvement dur 
ing the rest prescribed for him. follow- 
ing the illness. 

C. W. Priesing has been appointed 
sales manager of the Bridgeport Hard- 
ware Mfg. Corp., Bridgeport, Conn., 
assuming his new duties on December 
Ist. For the last four years he was 
Eastern representative of The Farin 
Journal, Philadelphia. 

Ralph Hammersley. chief engineer of 
the Whitman Barnes-Detroit Corpora- 
tion, Detroit, has resigned to establish 
himself as consulting engineer on tool 
engineering, with headquarters at 2715 
Rochester avenue, Detroit. Mr. Ham- 
mersley was for four years chief in- 
spector and superintendent for the 
Whitman & Barnes Mfg. Co., prior to 
its merging with the Detroit Twist 
Drill Co. 

Walter C. Carroll has been elected 
president of the Oil Well Supply Co., 
Pittsburgh, succeeding Louis Brown, 
who has been connected with the com- 
pany for 36 years, the last 16 years as 
president. Mr. Brown was. elected 
chairman of the board with the change 
becoming effective January 15th. Mr. 
Carroll was previously assi 





istant gen 
eral manager of sales for the American 
Sheet & Tin Plate Co., Pittsburgh, and 
vice-president of the Inland Steel Co., 
Chicago. 

Thomas J. Fitzsimmons, for many 
years associated with the Kitts Steam 


tr) 
A= — 


121 





Specialties Co., Oswego, N. Y., recently 
purchased the interests of R. H. Hobbie 
in that company, and a new company 
under the same name has been formed. 
The manufacture of steam specialties 
will be continued, and the erection of a 
new building is planned. Thomas J. 
Fitzsimmons is president of the new 
company, M. A. Skelley, vice-president, 
and I. C. Fitzsimmons, treasurer and 
secretary. 

I’. A. Belcher has joined the sales 
force of the Albany Hardware & Mill 
Supply Co., Albany, Ga., travelling 
southwest Georgia, southeast Alabama, 
and northwest Florida. S. F. Huston 
is now a city salesman for the same 
company. 

Appraisers recently learned that the 
late Warren S. Abel, for 29 years pur- 
chasing agent for The Yale & Towne 
Mfg. Co., Stamford, Conn., left a legacy 
in bonds vaiued at $102,000 to the Rev. 
Dr. Alfred G. Walton, a native of 
Kalamazoo, Mich. Ten years ago, ac- 
cording to report, Mr. Abel heard Dr. 
Walton preach a sermon based upon 
the world war, and was so impressed 
that he desired to make the latter in- 
dependent financially. 

R. i. Crane, Jr., president of Crane 
Co., Chicago, headed a party of Crane 
executives on an inspection trip made 
in November to the Pacific Coast. The 
rip culminated in a conference of the 
officials with the Western branch man- 
agers, held at Del Monte, Cal. Officials 
making up the party and travelling 
with Mr. Crane in his private car were 
J. B. Berryman, first vice-president; C 
R. Crane 2nd, assistant vice-president: 
D. G. Park, vice-president in charge of 
purchases, and H. W. Seymour, general 
manager of sales. 

C. N. Thulin, vice-president of The 
Dutf Mtg. Co., Pittsburgh, manufactur- 
er of lifting jacks, is now in charge of 
the company’s Eastern sales district in 
addition to the Western division of 
which he has had supervision for sev- 
eral years. His headquarters will in- 
clude New York and Chicago. W. G. 
Robb has accepted appointment as New 
York district manager, with headquar- 
ters at 250 Park avenue, and E. E. 
Thulin has been made Chicago district 
manager with headquarters in the Peo- 
ples’ Gas building. P. G. O’Hara, for- 
merly vice-president in charge of the 
Eastern division, recently resigned and 
is now with the Vacuum Oil Co., New 
York, lubricant manufacturer. 

James Dean, a director of the Green- 
field Tap and Die Corporation, Green- 
field, Mass., has been elected a director 
of the New England Mutual Life In- 


surance Co., Boston. 





Factory Additions 





The New Departure Mfg. Co., Bris- 
tol, Conn., ball bearing manufacturer, 
expects to build a one-story addition, 
51x91 ft., to cost about $18.000 includ- 
ing equipment. 


United Shoe Machinery Co., Beverly, 
Mass., plans to erect a four-story addi- 
tion, 60x200 ft., to cost more than $80,- 
000 including machinery. 

The American Laundry Machine Co., 
1824 North Spaulding avenue, Chicago, 
is erecting a three-story addition, 61x95 
ft., to cost about $110,000 with equip- 
ment. 

E. H. Hotchkiss Co., Hoyt street, 
fasteners, paper clips, ete., plans to 
erect an addition to cost in excess of 
$65,606 including machinery. 

The Rock Island Stove Co., Fourth 
street, Rock Island, Ill., will build a 


: aces 4 . 
one-story adaiticn Oo cost approxl- 








mately $32,000 including equipment. 


Leon Mitchell is vice-president of the 
company. 


C. H. Dexter Sons, Ine., Windsor 
Locks, Conn., are building a four-story 
addition to their paper mill, 90x100 ft., 


than $160,000 including 


to cost more 
machinery. 

The Columbia Radiator Co., McKees- 
port, Pa., has made plans to build a 
one-story addition, 72x200 ft., to cost 
about $60,000 with equipment. 

The Etna Forge & Bolt Co., Common- 
weaith building, Pittsburgh, plans to 
erect a one-story addition, 50x180 ft., 
to its Etna, Pa., mill, to cost in excess 
of $60,000 including equipment. 

The Peelle Co., Stewart avenue and 
Harrison place, Brooklyn, N. Y., manu- 
facturer of elevator fire doors, plans to 
build a two Story addition to cost about 
S15.000, 

Mall Tool Co., 7740 South Chicago 
avenue, Chicago, will soon build a one 
and two-story addition, to cost close to 
$30,000 including equipment. 

The Fuller Label & Box Co., 444 Dar- 
gin street, Pittsburgh, plans a three- 
story addition to cost about $50,000 in- 
cluding machinery. 

Everhard Mfg. Co., Seventh street, 
S. W.. Canten, Ohio, producer of win- 
dow screens, ete., will build a one-story 
and basement addition, 75x102 ft., to 


cost in excess of $30,000. 


The Inland Mfg. Co., Coleman ave- 
nue, Dayton, Ohio, manufacturer of 
lecking devices for automobile steering 
wheels. ete., is erecting a one-story ad- 
dition to cost close to $25,000. 

Gilbert & Bennett Co., Georgetown, 
Conn., manufacturer of wire cloth, net- 
ting. ete., will build two one-story ad- 
ditions, 35x45 ft., and 40x40 ft. 

Davis Welding & Mfg. Co., 1120 Rich- 


mond street. Cincinnati. is erecting a 








one-story addition, to cost in excess of 
$40,000 including equipment. 

The Fisher Governor Co., First ave- 
nue and Lynn street, Marshalltown, 
Iowa, producer of engine governors, 
will erect a one-story addition, to cost 
approximateiy $40,000 including ma- 
chinery. 

The Norristown Magnesia & Asbes- 
tos Co., Norristown, Pa., manufacturer 


of steam and water pipe covering, con- 
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templates erecting a one-story addition 
to cost about $100,000 with equipment. 

The Rockwell-Barnes Co., 8383 South 
Wabash avenue, Chicago, manufacturer 
of paper products, is building a two- 
story addition, to cost approximately 
$50,000. 

The Fairfield Mfg. Co., Wallace ave- 
nue and Belt Line railway, Lafayette, 
Ind., producer of gears, cutters, etc., 
plans a one-story addition, 80x100 ft., 
to cost about $30,000 including equip- 
ment. 

The Selden Co., 339 Second avenue, 
Pittsburgh, manufacturer of industrial 
chemicals, will erect a one-story addi- 
tion which, with improvements in the 
main plant, will cost about $45,000. 

Heintz Mfg. Co., Front street and 
Olney avenue, Philadelphia, manufac- 
turer of steel automobile bodies, will 
soon erect an addition. 

The International Steel & Iron Co., 
Evansville, Ind., will build an addition, 
100x605 ft. 


Keily & Co., Inc., 780 Frelinghuysen 
avenue, Newark, N. J., producer of pa- 
permakers’ equipment, is erecting a 
one-story addition, to cost approxi- 
mately $55,000 including machinery. 

H. H. Ward, Fourth and Eagle 
streets, Chester, Pa., manufacturer of 
sheet metal products, will build a three- 
story addition, 60x140 ft., to cost in 
excess of $75,000 including machinery. 

Southern Couch Mfg. Co., 481 Colvin 
street, Baltimore, will invest approxi- 
mately $100,000, including equipmeni, 
in a four-story addition. 

Carlisle Tire & Rubber Co., Carlisle, 
Pa., will soon build a one-story addi- 
tion, to cost more than $65,000. 

Gorham Tool Co., 2206 Twelfth 
street, Detroit, plans to erect a one- 
story addition, 606x130 ft., to cost about 
$40,000 including equipment. 

The Air-Way Electric Appliance Cor- 

poration, Auburn avenue, Toledo, Ohio, 
is building a one-story top addition to 
its plant, 60x140 ft., to cost approxi- 
mately $90,000 with machinery. 
The Advance Pattern & Foundry Co., 
34 West Thirty-sixth place, Chicago, 
will erect a one-story addition to cost 
approximately $150,000 including equip- 
ment. 

The New Haven Clock Co., New Ha- 
ven, Conn., has let contract for a one- 
story addition, 40x80 ft. 

Precision Metal Workers, 3100 Car- 
roll avenue, Chicago, are building a 
one-story and basement addition to cost 
approximately $25,000. 
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The Parsons Co., Newton, Iowa, man- 
ufacturer of drag line excavators, etc., 
will erect a one-story addition, to cost 
in excess of $20,000 including equip- 
ment. 

Fisher Brothers Paper Co., 120 West 
Columbia street, Fort Wayne, Ind., 
plans to build a three-story addition, 
10x150 ft., to cost close to $55,000. 


Jacobs & Co., Inc., 631 South Dela- 
ware street, Indianapolis, Ind., manu- 
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facturers of metal and wood patterns 
and kindred products, are building two 
one-story additions, 60x90 ft., and 25x 
60 ft. 

Fostoria Glass Co., Moundsville, W. 
Va., plans to erect an addition, to cost 
about $100,000 including equipment. 

The National Ammonia Co., 3600 
North Broadway, St. Louis, Mo., is 
erecting a one-story addition, 75x150 
ft., to cost about $40,000. J. C. At- 
wood is secretary-treasurer. 

American Steel & Wire Co., Rocke- 
feller building, Cleveland, Ohio, is re- 
ported to be planning three one-story 
additions to its plant on East Twenty- 
ninth street, to cost in excess of $450,- 
000 including equipment. 

Union Brothers, 37 West Cross 
street, Baltimore, furniture manufac- 
turers, plan to build a three-story addi- 
tion, to cost in excess of $65,000 with 
machinery. A new branch plant will 
be established later. 

The Ruud Mfg. Co., Twenty-ninth 
and Smallman = streets, Pittsburgh, 
manufacturer of hot water heaters and 
allied products, plans to build a one- 
story addition. 





New Factories 





The Birmingham Pressed Steel Co., 
Ensley, Ala., manufacturer of steel 
tampings, etec., will erect a one-story 
plant, 50x150 ft., a part of which will 
be devoted to the manufacture of steel 
toy specialties. 
tral Construction & Supply Co., 
Arch street, Philadelphia, manu- 
facturer of refrigerating equipment, 
ete., expects to build a three-story plant 
to cost more than $80,000 including 
equipment. 





Morton Brothers, Lexington, Neb., 
manufacturers of aircraft and parts, 
contemplate the erection of a new plant 
at MeCook, Neb., to cost about $40,000 
including machinery. 

The Hudson Mfg. Co., 324 Third ave- 
nue, North, Minneapolis, Minn., manu- 
facturer of metal dairy and barn equip- 
ment, etc., is building a plant at Hud- 
son, Wis., to cost approximately $50,- 
000. 

Stephenson & Taylor, Arcade build- 
ing, Norfolk, Va., plan to build a one- 
story plant to produce wooden contain- 
ers and packages, to cost about $25,- 
000 including equipment. 

The Taylor Chain Co., 140 South 
Dearborn street, Chicago, manufac- 
turer of steel chains, etc., is erecting a 
one and two-story plant at Hammond, 
Ind., 40x120 ft., to cost approximately 
$35,000 including machinery. 

The John A. Roebling’s Sons Co., 
South Broad and Canal streets, Tren- 
ton, N. J., wire rope manufacturer, has 
let contract for a new building to cost 
close to $40,000. 

Hudson Metal Products Co., 2322 
Milwaukee avenue, Chicago, will erect 
a one-story plant, 80x125 ft., to cost 
approximately $45,000 with equipment. 


The N. O. Nelson Mfg. Co., 928 
Chestnut street, St. Louis, Mo., manu- 
facturer of plumbing equipment, etc., is 
said to be planning a plant to cost more 
than $200,000 including equipment. 

The Brier Mfg. Co., 70 Ship street, 
Providence, R. I., producer of jewelry 
specialties and allied goods, plans to 
build a three-story and basement plant 
to cost more than $80,000 with equip- 
ment. 

The F. J. Stokes Machine Co., Tabor 
road, Philadelphia, textile machinery 
manufacturer, will erect a building to 
cost approximately $36,000. 

The Brunswick-Balke-Collender Co., 
629 South Wabash avenue, Chicago, 
manufacturer of talking machines, bil- 
liard tables, ete., will build a branch 
plant, 175x400 ft., the initial unit of 
which will cost about $250,000 includ- 
ing equipment. 

Northwestern Pulp & Paper Co., Por- 
ter building, Portland, Ore., will soon 
build a paper and pulp mill at Astoria, 
Ore., to cost more than $1,500,000 in- 
cluding machinery. 

Western Alloy & Tool Steel Co., 562 
Bryant street, San Francisco, Cal., 
will erect a one-story plant to cost ap- 
proximately $22,000. 

Gem Metal Shield Co., Inc., Bain- 
bridge and Bacon streets, Dayton, Ohio, 
is reported to be considering a new 
one-story factory, 100x200 ft., to cost 
about $50,000 including equipment. 


Serina Brothers, Inc., North Bates 
street, Dayton, Ohio, manufacturer of 
composition flooring, contemplates the 
erection of a plant, to cost about $40,- 
000 with equipment. 

The E-Z Opener Bag Co., Decatur, 
Iil., will erect a mill at Tuscaloosa, 
Ala., to produce paper and paper bags. 
The project is said to cost close to $2,- 
000.000 including machinery. 

The Sherman-Klove Co., 4646 West 
Harrison street, Chicago, screw and 
nut manufacturer, has let contract for 
the erection of a one-story plant, to 
cost approximately $85,000. 

The Tipton Saw Mfg. Co., Charlotte, 
N. C., plans to erect a one-story fac- 
tory, 50x100 ft., to cost about $25,000 
including equipment. 

Kruesheld Electric & Mfg. Co., 39 
Barbara street, Newark, N. J., manu- 
facturer of electrical equipment, will 
establish a new plant in a building now 
being completed at Irvington, N. J. 

L. H. Gilmer Co., Wayne, Mich., with 
headquarters at Tacony, Philadelphia, 
maker of auto fan belting, plans to re- 
build the part of its plant destroyed by 
fire, with loss said to be about $100,000 
with equipment. 

The General Tire & Rubber Co., Ak- 
ron, Ohio, expects to build a one and 
two-story branch plant at Grand Rap- 
ids, Mich., to cost more than $75,000 
including equipment. 

B. F. Sturtevant Co., 200 Devonshire 
street, Hyde Park, Boston, producer of 
mechanical draft equipment, will invest 
about $45,000 in a one-story branch 
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plant at Galt, Ont., the dimensions of 
which will be 60x150 ft. 

Woodward Engineering Co., Fort 
Wayne, Ind., manufacturer of mechan- 
ical equipment, will build a one-story 
plant, 100x300 ft., to cost about $65,- 
000 including machinery. 

The Midwest Milling Co., Abilene, 
Kan., contemplates rebuilding the por- 
tion of its plant destroyed by fire re- 
cently, with loss estimated at $130,000 
with machinery. 

The Cumberland Box Co., Cumber- 
land, Md., plans to rebuild the part of 
its mill recently destroyed by fire, with 
loss in excess of $40,000 including 
equipment. 

The Federal Paper Board Co., River 
road, Bogota, N. J., considers the con- 
struction of a one-story mill at Steu- 
benville, Ohio, to cost more than $50,- 
000 with machinery. J. L. Mousley is 
one of the company executives” in 
charge. 

The Hart Lumber Co., Ponce de Leon, 
Fla., contemplates rebuilding the por- 
tion of its mill recently destroyed by 
fire, with loss reported at about $100,- 
000 including equipment. 

The Wood Hydraulic Hoist & Body 
Co., 721 East 135th street, New York, 
will build a one-story pliant, 46x100 ft., 
at Long Island City, to cost $81,000 in- 
cluding equipment. Headquarters of 
the company are at 7924 Riopelle street, 
Detroit. 

The Donlin-Johnson Co., St. Cloud, 
Minn., manufacturer of doors and gen- 
eral millwork products, will erect a one- 
story plant with two one-story exten- 
sions, to cost about $75,000 with ma- 
chinery. 

The Rubber Co. of America, Ince., 
Sheffield, Ala., is building a one-story 
plant, 50x200 ft., to manufacture hard 
rubber flooring, etc. The project will 
cost approximately $45,000 including 
equipment. 





Field Notes 





Dahlauist Mfg. Co., maker of copper 
boilers and tanks, ZJoston, recently 
moved into its new fireproof and mod- 
ern plant, containing 36,000 square feet 
of manufacturing space on the three 
floors. The business was founded about 
30 years ago by Theodore W. Dahlquist 
and today is said to rank as one of the 
leading producers of copper boilers in 
the country. 

J. E. Rhoads & Sons, Philadelphia, 
leather belting manufacturers, were 
presented by their sales force with a 
loving cup, given in commemoration of 
the 225th anniversary of the company’s 
founding. Presentation was made at 
the recent convention of the sales force. 
The Rhoads Tannery was started in 
Penn’s Woods, about ten miles from 
Philadelphia, in 1702, its leather busi- 
ness having been carried on in England 
at least one generation before that. At 
the convention, salesmen were told that 
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all brands of Rhoads leather belting 
would hereafter be made with water- 
proof cement and waterproof treat- 
ment. 

Peirce-Tredinick Co., Inc., is a new 
plumbing and heating supply house re- 
cently opened in Newark, N. J., by C 
M. Peirce, president, and W. T. Tredi- 
nick, secretary and treasurer. Mr. 
Peirce was formerly connected with the 
Bridgman Co., Newark branch, Ameri- 
can Radiator Co., Philadelphia branch, 
Crane Co., and Speakman Supply & 
Pipe Co., Wilmington, Del. 

The Goodeil-Pratt Company, Green- 
field, Mass., manufacturer of electric 
drills, tools, ete., has appointed the 
George Hamburger Co., of Denver as 
representative in the inter-mountain 
territory tributary to Denver, Salt 
Lake and other distributing points in 
that locality. 

The Foundry Equipment Manufac- 
turers’ Association will hold its an- 
nual meeting February 7th at the 
Cleveland Hotel, Cleveland. H. Cole 
Estep, 1215 Third street, Cleveland, is 
secretary of the association. 

Crane Co. recently opened anew 
huilding which will house its Holly- 
wood-Los Angeles branch, located in 
the industrial district of Hollywood. 
The building is of brick and steel con- 
struction and contains 25,000 square 
feet of floor space. John P. Hunt i: 
manager of the branch. 

Merging is under way of the Vixen 
Tool Co., Newark, N. J., file manufac- 
turer, and the Rex File Co., Newcom- 
erstown, Ohio. The new organization 
will be incorporated under the name of 
Heller Bros. Co. of Ohio, and the erec- 
tion of a new factory building is being 
considered, 

General contractors, highway build- 
ers, engineers and equipment dealers 
are expected to focus their interest early 
in 1928 on Los Angeles where, it is an- 
nounced, the Western Road and Equip- 
ment Exposition will be held March 
7th to 11th. This is an all-western, 
non-profit enterprise under the auspices 
of the Western Construction Equipment 
Distributors, although the heavy duty 
machine manufacturers of the East will 
exhibit and a considerable attendance 
is expected from foreign countries bor- 
dering the Pacific. The display and 
demonstrations will be held in the Cen- 
tral Manufacturing District of Los An- 
geles, which has donated the use of a 
tract of 40 acres for this purpose. 

i’. LL. Prescott, formerly connected 
with Dunean & Goodell Co., Worcester, 
Mass., and with The Pierce Hardware 
Co., Taunton, Mass., both of which are 
mill supply as well as hardware distrib- 
utors, has opened a hardware business 
at 9 School street, Taunton. He solicits 
catalogues from manufacturers. 

Gilby Wire Company, for the last 
five years located at 123 Jackson street, 
Newark, N. J., moved in December to 
its new plant on Riverside avenue, 
Newark. This plant, located between 
the Riverside and Woodside stations on 


the Erie railroad, practically on the 
Passaic River, consists of three modern 
factory buildings of brick and_ steel 
construction, is of the “all day light” 
type, and has private siding accom- 
modating five cars. The Gilby Wire 
Company was organized about eight 
years ago and has grown steadily since 
its inception. The new plant has prac- 
tically twice the floor space formerly 
occupied, and the buildings are laid out 
on the property in such a manner that 
there is ample room for the erection 
of additional buildings as required. Of- 
ficers are Wilbur B. Driver, president; 
J. B. Maris, vice-president; Walter 
Gilby. treasurer, and William Wind, 





secretary. 

Purdue University, Lafayette, Ind., 
held its third annual welding confer- 
ence December 13th to 15th. Manufac- 
turers displayed welding equipment, 
and papers, discussions and demonstra- 
tions were given, dealing with electric, 
thermit and oxyacetylene welding as 
applied to manufacturing operations. 

The Stockham Pipe & Fittings Co., 
Birmingham, Ala., announces certain 
changes recently made in its executive 
personnel. George B. Baldwin, formerly 
vice-president in charge of sales, has 
resigned to start a plumbing and heat- 
ing supply jobbing business in Chi- 
cago, under the name of George B. 
Baldwin & Company. He is succeeded 
by Douglas W. Stockham, formerly 
secretary of the Stockham company. 
Roy L. Stewart, Pacific Coast repre- 
sentative for the last five years, is now 
manager of sales at the Birmingham 
offices, and Harry N. Hall, formerly 
with MacDonald, Acton & Young, Phil- 
adelphia printers, has been appointed 
advertising and sales promotion man- 
ager. Germer Petesch has been trans- 
ferred from the management of the 
Boston warehouse to that of the Chi- 
cago branch, and H. G. Farnum suc- 
ceeds him at Boston. Irving Lyon, for- 
meriy manager of the Crandall Packing 
Co., Birmingham branch, has been 
made manager of the steel sales pro- 
motion department of the Stockham 
company, and is located in Birmingham. 
The Stockham Pipe & Fittings Co. has 





just celebrated its 25th anniversary. 
It attributes its growth and success not 
only to the quality standard maintained, 
but also to its policy of selling through 
leading distributors exclusively, thus 
bringing its product to the user most 
efficiently and with the least possible 
expense added for distribution. 

W. O. Barnes Co., Inc., Detroit, Mich., 
saw manufacturer, recently appointed 
the Hansen & Yorke Company, Inc., 
New York, distributor of Barnes prod- 
ucts in the metropolitan district. Since 
the New York office of W. O. Barnes 
Co., Inc., was discontinued on Novem- 
ber Ist, Frank M. Shaw and William 
Gross, the company’s service men, will 
make their headquarters with Hansen 
& Yorke Company, Inc. The latter 
handle heavy and marine hardware, 
railroad, shipbuilders’, mill and con- 
tractors’ supplies. 
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up to 200 lbs 


CUNIFIC 9 


for steam 


pressures 
up to 300 Ibs 


WHITE ENAMEL 


a glass with white 
enamelled back for 
steam pressures up 


» 150 lbs 


BEACON RED (() 


an enamelled glass 
with red indicator 
line for steam pres 
sure up to 150 ths 


LUBRICATOR 


a lubricator glass that 
withstands steam 
pressure up to 40¢ 
Ibs 


FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver an 


absolute guarantee 





TRADE MARK 








“It Has Stood the Test for Over Thirty Years’”’ 


We also make 


NICKEL GENUINE 
GENUINE BABBITT 
COPPER HARDENED 


All of these Babbitt Metals are made from highly 
refined raw materials, perfectly amalgamated — 
thus insuring satisfied customers and repeat orders. 


FRICTIONLESS METAL CO. 


1458-60 Collins Street 
SAINT LOUIS, MO. 

















ardize and Stock 








GENERAL 























AS FOR 


PACKINGS 


You can render your customers 


no greater service than to Stand- 


GARCO PACKINGS 


Crammed full of Quality 


Naturally the GARCO line is a 
profitable one. Sold through Sup- | 
ply Houses exclusively. 


What of 1928? 


ASBESTOS & RUBBER CO. 
North Charleston, S. C. 


GARCO ASBESTOS PACKINGS 
BRAKE LININGS 





TEXTILES 














“Moore & White”’ 


FRICTION 
CLUTCHES 


Most in demand 
250,000 in use 





Equally efficient for 


easy or hard work; un- 







der clean or dirty con- 
ditions. Stand gruel- 





MADE IN 
FOUR STYLES 


1. Standard 
2. High speed 
3. Double disc 
4. Sleeve type 


ling punishment. Give 
longer service, dollar 





for dollar than any 
other clutch made. 









Your customer de- 
serves the best. See 


Catalogs on 
request 


that he gets an 
“M&W” the next time 


you sell him a clutch. 


THE MOORE & WHITE CO. 


2711 North 15th Street 
Philadelphia, Pa. 
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CLASSIFIED 
ADVERTISEMENTS 
Classified Line Advertisements under 
heads of Wanted, For Sale, ete., will be 
published in this Department at a rate of 
> cents a line, cach insertion. 


ords to a line. 


Count sia 


FOR SALE 


For Sale-—The business of the late 
gE. C. Southwick, 370 Main = street, 
Poughkeepsie, N. Y., dealer in leather, 
tallow, greases, disinfectants, 
packing, belting, hose, mill supplies, 
shoe findings, sheet brass and copper 
and many other specialties. Originally 
established as tanning business’ in 
1789. In mill supply business for 
twenty-three years, with good clientele 
in Dutchess, Ulster and Orange coun- 
Good opportunity to expand. 
Purchaser can obtain three year lease 
on building. Business being disposed of 
because of death of Mr. Southwick, 
there being no one in the family to 
carry it on. Address Mrs. Evangeline 
Southwick McCullough, 370 Main 
Poughkeepsie, N. Y 


oils, 


ties. 


street, 


SITUATIONS WANTED 


Salesman, 55, eleven years experience 
selling abrasive products to industrial 
field, open for position selling this or 
other products to industrial plants, or 
as manager of abrasive department in 
mill supply house. Address No. 909, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Mill, Mine and Factory Supply Man, 
working knowledge of every part of 
business, particularly experienced — in 
purchasing, wants to make change by 


first of year. Address No. 910, care 
MILL SUPPLIES, 537 South Dearborn 
Chicago. 


strec 

sung man, single, 32, college educa- 
tin, 7 years’ experience selling tech- 
nical products to industrials and estab- 
lishing dealer organizations in Central 
States. Address No. 901, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 


An experienced man with many years 
of service in the mill supply and whole- 
sale hardware fields is available for the 
right opportunity. Has traveled on 
business in practically every state in 
the Union, and is well known to mill 
supply and wholesale hardware houses. 
Capable and a hard worker. Address 
No. 900, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


AGENCY WANTED 


Manufacturer’s agent solicits corre- 
spondence with view of establishing ad- 
vantageous representation for small 
tools or mill supply specialties in Day- 
ton, Ohio, and vicinity. Straight com- 
mission basis. Address P. O. Box 82, 
Dayton, Ohio. 


AGENTS WANTED 


Manufacturers’ agents wanted to 
represent us who already have two or 
more lines of pipe fittings or valves or 
kindred lines. We manufacture a non- 


competitive line which would fit in well 
with the lines mentioned and on which 
substantial commissions can be made. 
Our proposition is not a new one; it has 
been thoroughly tried out and several 
agents 


over the country are making 














’ Va 127 
considerable money through it. Ad- = 
dress No. 908, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 


SALESMEN WANTED 

We have a profitable line of special- 
ties for salesmen and manufacturers’ 
representatives calling on mill supply 
and wholesale hardware houses. On 
the market 25 years. Many houses sell 
our specialties under their own labels. 
Tell us what territory you cover. 
Eclipse Specialty Mfg. Co., 4531 Rav- 
enswood avenue, Chicago. 


Experienced salesmen covering mill 
supply houses and jobbing trade to sell 


well known brand of wiping cloths. 
State age, experience, past earnings, 
territory covered, references. Address 


No. 911, care MILL SupPLigs, 537 South 
Dearborn street, Chicago. 


Wanted, salesmen to carry a side line 
to the mill. Address P. O. Box 122, 
Providence, Ris 


Salesman—Transmission leather belt- 
ing. Pennsylvania territory, old estab- 
lished manufacturer. State reference, 
experience, etc. Salary and commission. 
George Rahmann & Co., 31 Spruce 
street. New York City. 


By a manufacturer of leather belt- 
ing, salesman to cover local territory in 
New York State. Also to sell Power 
Transmission. Some previous experi- 


ence along this or similar lines re- 
quired. Write fully stating age, refer- 
ences, experience and salary expected. 


Address No. 906, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 


Wanted, Salesmen calling on the 
automotive and mill supply jobbers in 
Pennsylvania. Ohio, Michigan, Indiana, 
Iowa, Wisconsin, Illinois, Missouri and 
Kentucky, to represent a high grade 
line of Machinists Vises. We want only 
representatives who are well estab- 
lished with their trade. Write giving 
full particulars to No. 907, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 


Wanted Salesmen. Straight 
bas Experienced in selling 
metal, babbit metal, solder, 
lead. Give full details. 
confidential. Address No. 
MILL SUPPLIES, 537 South 
street, Chicago. 


salary 

type 
caulking 
Replies held 
912, care 
Dearborn 





SALES ENGINEER WANTED 


A century old Connecticut manufac- 
turer has an opportunity for a mechan- 
ical engineer under 30 years of age 
whose experience has been chiefly in 
the sale of products to jobbers, distrib- 
utors or mill supply houses. Position 
as assistant division sales manager, 
nominal salary to start, excellent op- 
portunity for advancement in expand- 
ing sales organization. Requires al- 
most continuous travelling over five or 
six states supervising salesmen and ad- 
vertising. Address No. 913, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 


MILL SUPPLY MAN WANTED 

Experienced mill supply man wanted 
to handle telephone orders, stock, de- 
tails. Good opportunity for right man. 
State age, salary, experience, ete. Ad- 
dress No. 914, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 











BUSINESS MEN'S PAPER PRESSES—Econom- 
ically handle baleable material such as old paper, 
shavings, exeelsior, wool, scrap tin, and = other 


Wastes Three largest sizes have lever on each 
end Operated by one or two men as. desired. 
Universally used by industries Ask for catalog. 


BUSINESS MEN'S PAPER PRESS CO 
Mich. 


GLUE ROOM EQUIPMENT 
i. a Used World Over 


Wayland, 


Glue Pots Mixers 


Spreaders Presses Clamps 
£S7./880. Main Off. Rushville, Ind 


MceLEOD'S LEATHER BELTING Excellent 


items for mill supply distributor Cut from = se 
lected oak belting butts, made from packer steer 
hides and tanned by oak bark, slow process 
method, All leather used is hand stuffed and 


loft dried. Made to prevent 

quent take-ups on 

variety of conditions, size of 

pulleys, et Ask for information, 

McLEOD LEATHER & BELTING C0O., Greens- 
C. 


horo 


necessity of fre 
pulleys Suited to wide 
drives service 


further 


LUMNITE FACTORY WHITE For interiors 
of Factories, 
Mills, Ware- 
houses, ete. 


Most economi 


cal coating 
known, Write 
for cireular 
and nearest 
source of sup- 

\ ia: = 





a i COMPANY, 
2200 N. 2nd Street, St. Louis. Missouri. 


CLANCY “SURE GRIP Steel Tfose Clamps 


Complete line 4 sizes, for garden, hydrant and 

stenm hose Send for list of sizes, prices, and 

distributors’ discounts J R CLANCY INC., 

Syracuse, N.Y. 

MARTIN PORTABLE VISE STAND and Pipe 
Bender For eutting 
threading and bending 
pipe Portable, with 
ne holts screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid Small and large 
sizes, With capacity up 
to 41.” pipe 8 re 


MARTIN & SONS, 625 E. 
2nd St., Owensboro, Ky 


ASPHAL I HEATERS, Lead 





SMOKELI 3 
Melting es, Portable Oil Burners, Paving 
Pool . Asphalt Spray Outtits Weed 
Burners and Large Kerosene ‘Torches Over 
10,000 Aeroil Tenters ino us Send for Bulletin 


No 4-M sviving prices and full information. 
AEROLL BURNER COMPANY, West New York, 
N. 2 


PORTABLE WHITNEY LEVER METAL 





PUNCHES Widest 
known Most universally 
used on market. Eight 
sizes and types Over 
’ 10.000) in use Write for 


circulars and jobbing quotations. W. A. 
NEY MFG. CO., 715 Park <Ave., 


WHItT- 
Rockford, Hl. 


“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS-—Automatically 


maintain tilm of grease on bear 
ings with evreatest efficiency and 
utmost economy Four sizes, plain 
and polished steel We also make 
the ‘“‘Shurtlo wick feed oil cup. 
Folder — on request HUNT R 





PRESSED STEEL CO,., Lansdale 





JOSLIN STEEL STAMPS AND DIES—Any de- 
slzn oor type oof characters accurately earried 
out We guarantee quality and service Send 
today for eatalog and distributors’ prices. A. D, 


JOSLIN MFG. Co., 123 Arthur St., Manistee, Mich 


AJAX BIBB RESEATER—Handiest tool 


ting new seats on 


bibbs and faucets Complete 
aa) with reversible cone and 4 









steel cutters Also expanders 
for 14” i”, ete.. tubes, 
St Pittsburgh, 


AJAX MFG. CO., 848 Js 
Pa 
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The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium-~a hard, tough, close- 
grained nickel alloy— resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 


“Fortify for Fire Fighting’’ with 
Diener Fire Extinguishers 
and Safety Fire Appliances—-Approved and Labelled by Pa 


Underwriters Laboratories, Inc. Vy 
— . . P 


Reliability 


should be the first con 
sideration in regard to fire 
fighting appliances. 
Diener Extinguishers are 
reliable. 














Soda-Acid Extinguishers. 
Pump-Tank Extinguish- 
ers. Non-Freeze Extin- 
guishers. 





Write for Complete 
Catalog 
showing Fire Extinguish- 
ers, Oily Waste Cans, 
Excelsior Cans, Safety 

Cans, Shop Cans, etc. 

















But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrindable. 


DIENER PRODUCTS ARE SOLD THROUGH JOBBERS 
Manufactured by 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave. CHICAGO, ILL 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other teatures, types, sizes 
and prices, ask tor new bulletin 
No. 





The popularity of ‘‘Tor- REVERSO: Bronze body for 
sche’ dah 200 lbs. pressure. Total tempera- 
rid’? Blow Torches made ture 550 dee. F 
by Diener wan eotabtiened IROVERSO: -Iren body for 
150 lbs. pressure. Total tempera- 
ture 450 deg. F 


by super-quality, right 





price and fair dealing. 


Jobbers selling them have THE D. as WILLIAMS VALVE CO. 
our full cooperation. CINCINNATI, OHIO 











Tanners of 


Mechanical Leathers 


fi “SELECTED” Cut Lacing — | 


Made trom GENUINE SS VULCANITE KROME Leather 
dey ‘strum af tie ct acing ts be ores | 
from the CENTRE PORTION THe REsT. 4 uo luntbev Sided: ft 





Lace Leather Sides and Cut Lacing 


The Kieley Special “98” Reducing 


in 
Valve is a strong Favorite with Mechanical Rawhide, Indian Tan 
P ‘ rey and Krome (Chrome tanned) 
Jobbers because its simplicity makes 
it adaptable for all Conditions and Krome Belt Leather 
assures a profit on Resale. The in Butt Bends, Centers and Sides 
Kieley Catalog contains a com- Chrome Hydraulic Leather 
plete Line of Steam, Water and Air in Butts and Sides 
S 24s ies y Speci > a¢ . 
pecialties of Special Interest to Mvonse-Reten Hydraulic Butte 
Jobbers. 
<r < — 
a 
Kieley & Mueller, Inc. THE CHICAGO RAWHIDE MEG. CO. 
34 West 13th St. New York City 1285 Elston Avenue, CHICAGO 
. 109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 530 W. Congress St., Detroit 
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ANVIES k BELTING, IMPREGNATED BOLTS, spain HINE 


" \1 forging ¢ inley Belting Corporation Russell, Burdsall & W Bolt & Nut Co 


LEATHER The Superior Screw & Bolt Mfg. Co. 





APRONS, LEATHER Chic 





Co. BOLTS, SINK, STOVE AND PLOW 
{ cago J Mi Co aly Russell, Burdsall & Ward Bolt & Nut Co 
_ ( Ii Mele elting Co rhe Superior Screw & Bolt Mfg. Co 

ARBORS Geo BOLTS, SEU » 
Mi I t bD l1l& M ine Co ‘has 7 ss : rhe Superior Serew & Bolt fe. Co 
ASBESTOS PRODUCTS Ii & Co., Philadelphia The Cleveland Cap Se ( 
Ger 1 Ast os & Rubber Co 


Gesehta BOXES, BATE H 
BABBITT METALS a BELTING, LINK Ccuerit Waedanee Canaan 

is S ‘ pra see 30 Es, » 

I ns © Refining Co BE LTING, ROUND a BONES, MITRE 


Goodell-Pratt Company 





Dods M } ring Corp "7 izo Rawhide M ‘oO. . ae 
ia tasion) Metal Co : Ceo. Rahmann & Gat F BOXES, TOTE 
Hovt Met ‘ pany Chas. A. Schieren Co Mullins Body Corp. 

M I ( 1 R w Co., Ine BRACES, BIT 
The M t ¢ mel I. B. Willia & Sons Goodell-Pratt Company 


Mon h M Co BE LTING, RUBBER BRAC KETsS, WALL 





BARRELS, STEEI Boston Woven Hose & Rubber Co Bond Foundry Machine Co 
M I Cor} rhe Mechanical Rubber Co Dodge Mfg Sere 
il on Quaker City Rubber Co. The Hill Clute Machine & Foundry Co 
- heind’ Ponte set fhe Republic Rubber Co. fhe Medart Company 
BARROWS BELTING, THRESH r. B. Wood Sons Co 
BARK 





Pp _ ; Cx Boston Woven Hose & Rubber Co, BRAKE BLOCKS AND LINING 
! t ; 1 Co 


f ee R. Ladew Co., Ine General Asbestos & Rubber 
\\ i ‘ Nhe Mechanical Rubber Co BRASS GOODS, STEAM 
> DED Ceo, Rahmann & Co American Injector Co 
BE ARINGS, BRONZE rhe Republic Rubber Co t i ubr r Co 
! ( I. 8. Williams & Son : : 
\1 ri & Co Victor Balata & Textile Belting Co or ( 
ORMAOR 22 ; BELTING, TRACTOR Co 



























BEARINGS, SHAT, BABBITTED Victor Balata & Teste Heltine Co eR ee 
4 oo ei ? sd ING, TWISTED BRONZE BARS, CORED AND SOLID 
oe 7 : 1... P I P v Co... Ine r} sunting Brass & Bronze Co 
: ; ‘ ee ; elas ms v tor Balata & Textil Belting Co Nn ur Harris & Co 
Re rd] « M ( BELTING. WATERPROOF FOREGO, se enee Ae : 
rn. B. v ‘ Chicago R fr. Co “BROOMS, FACTORY, WAREHOUSE 
BEARINGS, SHAPT, BALL dw. R. Ladew Co. In ‘ ah vs er srsvseng. aye 
( | . cy ( Rahmann & Co Indianapo Is & Broom Mfg. Co 
a fa tae Cc A. Schieren Co he Oshocn B if t nz Co 
ow ns ¢ 1 B i ims & Sons its : BRUSHES, "BE NC " FLOOR, ETC. 
Mrs 5 falata & Textile felting ¢ Indianapolis Brush & oom Mfg. Co 
3K TING i 08 one . 
“it tee. BELTS, WELL DRILLING rhe Osborn Manufacturing Co 
: Stante selting Corporation ‘LUE, ETC. 
BEARINGS, SHAFT, ROLLER Wietor Ralata & Westie ieltine Go PO ie gg we eee. ae 
15 ou A M ’ oO L See a ™ srush & > i 
Node M { ne Cori : - ny NCHES (WORK), JEWELERS BI ( KETS, ELEV \TOR 
MI > ¢ tros Salen vy Corporati 
R R i Co “BENCHES. WOODWORKERS’ rhe We 
R « M ne Co Richards-Wileox Mfg. Co BI FFERS ELECTRIC 
BELT DRESSING BENCH LEGS Black & Decke fg. Co 
M 1 ! Co © Will Clute Machine & Foundry Co Hisey-Wolf Mit ne Co 
‘ KR M ‘ David Lupton’s Sons ¢ Marathe ectric Mfg. ¢ 
! Dix ‘ ! c 1, arr Stow } Ine 
Ue ; Se BITS. TOOT HOLDER Se ae eae et . 
1 Rul ‘ i incont Giocl Wrocess an United States Electr 1 Tool Co 
= INER ; ) KEROSENE 
“ a eared BLOCKS. CHAIN ee, Se a 
be a 4 Y 1 ( ee Mo Mee Co a on é “a t 4 2 F ; ; 
; ‘ | iekerwinn Wink: Whe. <i BUSHINGS, BRONZE 
. ae Ford ¢ ni k Co Bunting Brass & Bronze Ce 
. ie. ‘ Wright Mfg. Co Arthur Harris & C<¢ 
ee Phe Yale & Towne Mfg. Co r ABINE TS, TOOL 


; | BLOCKS, PILLOW David Lupton's Sons Co 
a Heb Rond Foundry & Machine Co CANS. OILY WASTE 
Mfg. Co 











I Lacir C4 Chicago Pulls & Shafting Co Geo. W. Diener 
BELT LACUINGS, LEATHER aa See. eee a eee hak ie CANS, SAFETY, GASOLINE 
( DR Mra. Wc Wawa Comacas seit Geo. W. Diener Mfg. Co 
Rv & Sons Ro ord Foundry & Machine CAR-MOVERS 
sg SS] fy } ne « ( 
- ; r. 1B. Wood Sons Co re 
( : ( 
BLOCKS, TACKLE 
BELT LACINGS, METALLIC vil] om es TS 
( BB Lace ‘ peer 2 ‘ ‘Or ) 
Crescent Belt 1 r Co BLOWE RS. FORGE ‘ 
‘) ly St Toe Co ( wmnpion Blow re Co “ 
( par Klectrie Blower Snue 


;. ELL 
BELT SHIFTERS BLOWERS, GAS ae OWL, COMBUSTION Wittnae Ceeetee 
ioe LT TIGHTENI “Pari ala al CASTERS, TRUCK 
BELT TIGHTENERS = aD sper desler St 
Dodge Ma ( Parnovatinn BLOWERS. PORTABLE, ELECTRIC Bond Foundry & Ma ee 
| HW ( Mise & Four eo leet ric er Company ( ASTENGS, BRONZE 
| t KMleetrical Tool Co Arthur Harris & ¢ 
; BI on ERS, SANDBLAST Tohnson Bronze ¢ 
BELTING, BAT \TA La CASTINGS, GRAY ‘ND MALLEABLE 

















BOILER TUBES rhe Hill Cluteh Ma e & Foundry Co 
BELTING, CANN \s STITCHED National Tube Company. = youn aear seinen i Be tis 
BROILERS, TUBULAR AND WATER TUBE CASTINGS SEMI-STEEL 
Victor BB t « xt elt ne Co Henry Vogt Machine Co. Bond Foundry & M ichine Co 
BELTING, CONVE YOR BOLT ENDS CATALOGS, SUPPLY HOUSE 
Boston Wo n He A tubber ¢ Che Superior Screw & Bolt Mfg. Co R. R. Donnelley & Sons Co 
‘ ! ful ‘ (Co ‘ m dell oan - m 
Pie duecbanionl Rooor co BOLTS, CARRIAGE CEMENT, LEATHER BELT 
Republic ikehber Cc Russell, Burdsall & Ward Bolt & Nut Co Giicawo. Rawhile: Bite. Co 
Stadio clea. ‘Corneration fhe Superior Screw & Bolt Mfg. Co. Cocheco—I.. B. Wil s & Sons 
Victor Balata & Textile Belting Co BOLTS, EYE, HOOK, RING AND LAG soe = 71 nt iy ‘i 
2 F ‘ ‘has Schieren 0 
BELTING, COTTON, SOLID WOVEN lhe Superior Screw & Bolt Mtg. Co ch ; es m 
tantey Belting Corporation BOLTS, GALVANIZED AND MONEL . hee ee soins 
\ rv Bal I le Belting Co rhe Superior Serew & Bolt Mtg. Co. Joseph Dixon ©1 wll 
When writing to Advertisers please mention Mttt Suppuirs 
' 
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CHAIN, WELDED COUPLINGS, SHAFT, FLEXIBLE EJECTORS 
is McKinnon Chain ; 


( n Co Birkle Machine Works Aimerican Injeetor Co, 
TURE Bond Foundry & Machine Co Nason Manufacturing Co. (acid) 
CHAINS, TIKE 
[ ( 1 Me Kinnor Cha n ¢ Hill Cluteh Machine & Foundry Co Penberthy Injector Co 


Ty] 

rhe Medart Company ELECTRIC LAMPS, ADJUSTABLE 

lr. LB. Wood Sons Co Appleton Electric Company, “Reelite” 
COUPLINGS, SHAFT, FRICTION CUT-OFF ELEVATING MACHINERY 

DRILL Dodge Mfg. Corp Che Webster Mtg. Co 

: “4 Madge ont Machine Co., The FE 

- ‘ par rhe Hill Clute Machine & Foundry Co } D. T. W 


CHARGING SETS, BATTERY 


Mfg. « 





CHUCKS, 





AMINATORS, OIL 


I] is Valve Co. 


M ‘ M ‘ Sha Me tnne eoninans ENGINE AND BOILER FITTINGS 









Ss I ( . Schult & Son \ erican [njeetor Co 
q : rr. B. Wood Sons Co ph Ai Bras oe 
CHUCKS, LATHE COUPLINGS, SHAFT, MARINE D. 'T. Williams Valve Co 
‘ . ‘ Bond Foundry & Machine Co 7 : 
~ EXPANDERS, TUBE 
; COVERING, PULLEY Still ‘ 
CHUCKS, PLANER ‘ ne ek tg Shaftine Co Watson-Stillman Co 
> ‘ ‘ par ‘ ae As = EXPELLERS, OIL, AND MOISTURE 
CLAMPS, BELT j ( ge ul — _— ER fhe V. D. Anderson Co 
‘ e Chishoh oore Mtg oO 
Sons Co. fia “EVLGILGER EA. Preich Wan. Gla EXTINGUISHERS, FIRE 
ae CRANES, OVERHEAD, TRAVELING ok Ss ee ee ee 
pag? : ; sg AND JIB ‘. eae FANS, VENTILATING, ELECTRIC 
Li a The ¢ clin-Moore Mite Co Electric Blower Company 
‘ ie fhe Diekerman Hofst Mfg. Co Marathon Electric Mtg. Co 
oe ee A PIPE REPAIR R rds-Wileox Mfg. Co. FASTENERS, BELT 
, , ‘ The Yale & Towne Mfg. C lhe Bristol Company 


Lacer Compa 
er ¢ 


’ CLEANERS, FLUE CRANE 
N e 2 ( Ric W x XN = 
CLOSETS, FROST PROOI CRAYONS. LUMBER ex 1 Laci 
Vogel ‘onan Dixon Genciite Co FEED WATER SOF 
Dodge Manufactur 
CUPS. LEATHER rhe a 
\ Mfg. Co 


=. 


PORTABLE phd gt shell 
. oe cen 





I 
gx Co 
‘TENER AND PURIFIER 


ng Corporation 


CLOTHS, WIPING 


< y ‘ +1 rtwout onl pany 
: Chicago R 
CLUTCHES, FRICTION tdw. R. I Co: Te FEEDER VALVES. STEAM HEATING 
' ] & M ay Wataon-St sake kee BOILER 
’ ~ N ” Manufacturing Co. 
; ay eee See ; CUPS, OIL, AND GREASE 
) Mar ne ¢ t \ Sagiance ghia ‘ FENCE AND GATES 
Edge t M ‘ Se euKte Baketan bab Att Anchor Post Fence Co 
M t ‘ae , e 1B Compar FILES 
a sa Hunter Pressed St Co \merican Swiss File & Tool Co 
re < I t ‘ D 1 \ | 


W Powell Ce ndinavian Western Tmporting Co, T.td 
\ ‘ 


CUTTERS, BELT FIRE DOORS A 
Lacer Co : Wilcox 3 


o 


ND HARDWARE 


COCKS, ATR AND DRAIN 


‘ 


CUTTERS, EMERY WHEEL DRESSER FIRE ENTINGUISHERS 
\ nt S l Process Co G W. Diet Mfg. Co 
‘ CUTTERS. GASKET AND WASHER FIR 

COCKS, BALL R. I v Co, Th Geo. W 
; CUTTERS, GLASS 
‘ \ S & Mfg ‘oO 


: PREVENTING EQUIPMENT 
Diener Mfg. Co 
FITTINGS. HIGH PRESSURE 
Vort Macl : 


ne Co, 





( > tt «% Wat n-Stilly ne 


COCKS, CORPORATION CUTTERS, MILLING FITTINGS, HOSE, BRASS 
I ( ‘ I'v Drill Co I ton Woe n Fe & Rubber Co 
COCKS, CYLINDER M t PD & Machine Ce FITTINGS, HYDRAULIC 
COCKS, GAGE es pees pension m-Stillbnan Co 
CUTTERS, PIPE FITTINGS, PIPE BRASS 
} fool Co > ‘ ‘ ae 


INGS, PIPE, MALLEABLE 
lleabl Iron 





“Dawart Oster Mtge. C | 
\ ipe 7 ne M ne Co Walworth Companv 
TINGS, PIPE 
& Tool We 





COCKS, STEAM AND SERVICE ne ees aed ‘ A. 
c DESKS, FACTORY cont ore k 
Sar ‘ I tse S | n ¢ 
; > nry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENT 
ww Manufacturing € 


STEEL 


DIES. THREADING 

‘ \ ng Bre vol Co 
COILS AND BENDS, PIPE tu ‘ Si <a on NW A Sttanad & Ca 
; : ; Ost Mig. Co FLOATS, ALUVINE YW. LEAD COATED 
> . > +B. 
COLLARS, SH LET P re ng Machine Co AND STEEL 
Ende es 4 DIPPERS, COPPER Athan -Haeele: te Ce, 
MT I & Co 





% \ FLOATS, COPPER 
( DISCS, VALVE rhe \ Rien Se 
\I ( rr \rt BT i s o 
R ' « M Pre oee FLOOR STANDS 
0 DOGS, LATHE bina icaael eae eae eee 
COLUMNS, WATER 1 WY peng tes Dodge Manufacturing Corporation 
. ’ “ ; 4 Hill Cluteh Foundry & Mac ‘ 
" oo _ DRESSERS, GRINDING WHEEL I" Medart Company 
COMPOUND, PIPE JOINT " aps Micatcen Eiuuriike Coe nid ae ‘gee ania om 
i ; , Stané d Tool Ii. Wood S$ Co 


CONTROLLERS, BOILER PRESSURE The Vincent St Process C 
sei ” DRILLING POSTS xo Se 
CONVEYORS, BUCKET, SPIRAL, ETC. trong B Tool Co FLY WHEELS 

sie DRILLS, BREAST AND HAND Dodge Manufacturing Corporation 
CONVEYING SYSTEMS, OVERHEAD ( H-Pratt Com} Phe Hill Cluteh Machine & Foundry Co 
M ‘ i Medart Company 


i 


FLUX, SOLDERING 
der Co 








DRILLS, ELECTRIC aera Flange 
COPPERSMITHS Black & Decker Mfg. Co pe agg? eon cha 
it : te EER Or eRe ICT FORGES, BLACKSMITH 
COPPERS, SOLDERING Hi : ste” eee eee oe 
: M In FOR( RIVET 





COUNTERBORES ttandard Electric Feol Co. Champion Blower & Forge Co 
rill N. A. Strand & ( FRAMES, HACK SAW 











) r ( I'nited S ¢ Electrical Teor (o Coodlell-Pratt Cor iny 
COUNTERSHAFTS DRILLS. POST Simond iw & el Co 

¢ ng ¢ ‘ pion Blower Forge Co FRAMES, WALL 

u ( The Cre nt Mac ne Bond Foundry & Machine Co 

V n I ted Stat Electrical Tool Co Dodge Manufaeturing Corporation 

oy nd DRILLS, RATCHET rhe Hill Ctutch Machine & Foundry 
. \ A ne Bro Tool Co The M rt Compan 
I r ‘ Sicnie “heat rig enn Roversford Fo & Machine Co 
ILLS, TWIST ee eee 
eotte YRILLS, TWIST . 
COUNTERSHAFTS, SMALL sani Qatar Teer tee FURNACES, SOLDERING 
Mi rwist Drill & Mac ne Co Clayton & T. bert Mfg. Co 
The Standard Toot Ca Ceo. W. Diener Mfg. Co 
« Barn Detroit Corporation Scandinavian Western Iniporting Co 
COUPLINGS, SHAFT me ‘ Yost Mfg. Co 
; DRIVES, POWER : . : 
Mey g Co. Daten wee Oe z GAGES, HYDRAULIC 
a” Clut Mac Woundry ¢ roledo Pipe Threading Machine Co ! Wiatson-Stillman Co 
: ; whi DRUMS. CAST TRON GAGES, IRON, AMMONTA AND CILEMICAL 
Re : ‘Yt — t Clutch Mounds 2 Machine. Co N on Manufacturing Co 
\ Medart Company 
B. Wood Sor Co. ( ' 1 Fr ( 
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MOTOR PULLEYS | 


PAPER AND IRON | 


Prompt shipments are made from 
our large stock of Paper and Iron 
Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 
requirements. 








TELEPHONES 


| 
so" BiekceMacsine Works | 





INC & 
j J 


456 N. Union Ave., Chicago 


_-BULL@>FROG 
WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design and 
construction are engineered into them. Bull Frog No. 
$2, the great outstanding general purpose barrow, saves 
money on every job. Other Bull Frog barrows, carts, 






and scrapers for every garden, farm, mill, mine, con 
tracting, and industrial use. 


Write for catalog. 


THE TOLEDO WHEEL- 
BARROW COMPANY 


Toledo, Ohio 


Branch Office and Warehouse 
69 E. Wacker Drive, Chicago 





J 



















i B 
Sold 10 Days’ Trial 
. ’ ° 
No Stock to Carry——Liberal Dealers’ Discount 
Every In- 
dustrial 
Plant Is a 
Good Pros- 
pect for 
This Port- | 
able Blower 
Price 
OVER 4000 IN USE 
Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit- 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t rernove this dust efficiently 
by using rags, a broom or a duster. 
The “‘Marvel’’ Portable Bl 
e “Marve ortable Blower @* 
forces DRY air into every nook and corner. a 
Dust and dirt cannot accumulate if you 
use ‘The Marvel.”’ It will keep your cus 
tomers’ machinery free from dust. Manu 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘‘Marvel’’ Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no } 
stock to carry. 
Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. U won't get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 
ELECTRIC BLOWER CO. pastes setting port 
352 Atlantic Avenue a ene gone otis 
Boston 9, Mass, U.S.A and the Fire Hazard. 
® a 
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Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 





Ask for Prices 
Victor Balata & Textile Belting Co. 


Main Sales Office, 38 Murray St., New York 
Chicago Warehouse: 345 W. Austin Ave. 








Factories: Easton, Pa. 








“jhe Incomparab, 
A y , alse 
“3 & 4éJaw Self-Centering Chad 
-~ 2 Jaw Lathe Chucks\<? 


‘~Face Plate Jaws =" ¥ 
The Hartford” Drill Chucks 


Cushman Chuck Co caliente: 


HARTFORD. CONN, Pi Ab bare + ee 

















Let @ctor Cat Your! xpenses 
i) Sy: IN SES / 





—and solve Y our Cutting Problems! 


There are no obstacles in metal cutting with 
Victor Blades. In shops that require hack- 
saw cutting on all kinds of metals, these 
blades have proven an economical and es- 
sential factor. 


The Victor Special Flexible Blade has the same 
cutting efficiency combined with the perfected flexible 
qualities and is recommended for general use on all 


soft and tough cutting metals that produce breakage 


Let us send you free samples of this 
Wonder Blade 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 
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GAGES, WATER HOISTS, ELECTRIC MACHINES, TIRE ROUGHING 
\ ‘ eetor C rhe Chisholm-Moore Mfg. Co. Che United States Electrical Tool Co 
Detroit Lubricator ¢ rhe Yale & Towne Mfg. Co. 
Cene Br 


‘ MACHINERY, WOODWORKING 
¢ ! ss C HOISTS, HAND rhe Crescent Machine Co. 
ha ™M nufact ng Ce The Chisholm-Moore Mfg. Co. J, D. Wallace & Co. 








































The W Co Wright alastek Calbean MALLETS AND HAMMERS, RAWHIDE 
r I \ \ 5 th ee ini ~ Sy = Chicago Rawhide Mfg. Co. 
GASKETS a ; MANDRELS 
abbas Wark aici ae ee Morse Twist Drill & Machine Co 
Cincin1 Rubber Mfg. ¢ Sa a ae MATS AND MATTING, RUBBER 
lenkins B : = grea eke roo. Roston Woven Hose & Rubber Co. 
GAUZE, TUBULAR KNITTED Sree eaattiece ie Phe Mechnnical Rutiber Co 
pitta tas \\ Int i MERCHANDISE CONVEYORS 
HOOKS, BELT — “pein 
GEARS Nie: Seletel Commons . E Myere & Bre, Ce 
— Mave ‘ Naxiila atest hasine Go METAL, BEARING 
R e Mfg. Co Smeltin ‘oO. 
ge M turing Corporation HOSE, COTTON cama ie Poke 
H ? MI , x | , ‘ Bost * Woven — & Rubber Co 1 Smelti & efining Co 
M ( I e a ini Rubber Co e Manufacturing Corporation 
GENERATORS. ACETYLENE HOSE, RUBBER _ Frictionless Metal Company 
Imt Mie. ¢ Wi n Hose & Rubber Co Arthur Harris & Co 
: r c nati Rubber Mfg. Co Hoyt Metal Company 
GLASSES, GAGE rhe M nical Rubber Co Johnson Bronze Co. — 
~ tape ) r Cit Rubber Co The Medart Con pany 
I I ( Mfe2. ¢ Republie Rubber Co Monarch Metal Co 
GLUE ROOM EQUIPMENT HYDRAULIC LEATHER Reeves Pulley Co. 
I ‘ cee ee ; Rowell Mtg. Co 
go Rawhide Mfg. Co ll Mrg 
GOVERNORS, PUMP SPEED i. § n Co, MILL LEATHERS, ALL KINDS 
K « M ] | I \\ tson-S lt in Co (has Tye d Co Philadelphia 
Mason R tor ¢ INJECTORS ese oe ate CO 
GRAPHITE FOR ALL PURPOSES Injector Co Edw w Co., In 
SP] Dix ( I ( Pent t Ir etor Co ( is ren Co 
om y nt ‘ A s & Sons 
GREASE, LUBRICATING W Powell Co ; 
Bor © M Co. JOINTERS, WOODWORKING MONORAIL SWITCHES AND 
Foxeph Dixon ¢ ‘ Spegsaent Marking to TURNTABLES 
Roy Fou &« M c I . VV lace & Co Richards-Wil Mfg. Co 
GRINDERS, BELT. ROPE AND MOTOR JOINTS, EXPANSION, COPPER The Yale & Towne Mfg. Co 
DRIVEN Art Harris & Co MORTISERS 
. sn KETTLES, STEAM JACKETED oa ee 
GRINDERS. BENCH AND FLOOR i » & Co « Rogers & Company 
igs sk CM ‘ KNIVES. MACHINE MOTORS, ELECTRIC 
( : P . ( . 7 Saw & St ol Ga iM thor KMlectric Mfg. Co 
H \I y KNURLS MOVERS, CAR 
Lut ( MI ( ~ File & 7 ( \dvance Car Me r Ca 
1 2 \} on Car Mover Co 
M Ife. LACERS, B Bien, 
Ro : M : , eae, ieee rec Rowell Manufacturing Co 
anne - LADDERS, SAFETY : MULE STANDS 
rhe St I t ot 4 ry c 1 cae oth Bond Foundry & Machine Co 
GRINDERS, DIS¢ I : ding Co Dodge Manufacturing Corporation 
toM stp ; The Hill Clutch Machine & Foundry Co 
LADLES, MELTING The Medart Company 
GRINDERS. ELECTRIC Ho Mts. EB Woad Sone Cn 
B . Mfg. Mu Pr Corporatior bid 
H v\ M R 


R Mie. NUT SETTERS 
- ie ' . LAMP GUARDS : at BURCES EESCOMIERE. LOOT: < 

mele sigh Steel Lacing Co. NUTS, MACHINE SCREW 
\ ( ‘ t nel ¢ p Sere Co 


] 





St ( LAMPS. ELECTRIC. ADJUSTABLE een cers Aes oe 
. M ( ' \ tor ( par teelit Keonomy Serew tier 


& LATHES. LABORATORY, ELECTRIC 
2 ’ NE: ee oe . OIL WELL ACCESSORIES 
Powell ‘oO 
GRINDERS, RAILROAD LATHES, WOODWORKING : 
agg a te a he OILING DEVICES 
GRINDERS, TOOL, HAND LEATHER SPECIALTIES SR ai | 


Detroit Lubricator Co 
































I I ‘ co F Mfg. ¢ The Wi Powell Co 
GRINDERS, VALVE I nh. 7 Co., Ine rhe D. T. Williar \ e Co 
I> ‘ ¢3 rR n & Co 
Cor 3 ( LEATHERS. HAND eaten Werce oe ee 
rR g ; General Ashestos & Rubber Co 
GRINDSTONES LOCKS, INDUSTRIAL Linear P ne & Mtr. Co Tre 
r M ‘ Yale & ne Mfg. Co e Meehanical Rubber Co 
GUARDS. ELECTRIC LAMP LUBRICANTS, BALL & ROLLER BEARING : City Ruhber Ga 
| ‘ Te Fou « Machine Co | | t Rubt Co 
p> | Re M ! ( 
GUARDS. CABLE, HIGHWAY : : PACKING. HYDR 
* LUBRICATORS ( faces = say > = git 
GUNS, OIL AND GREASE RRCEAIC Wanaoe. Ot Li R ( 
F \ t ( ( y ] Vy Co ri ; . 
; : P Tine Mie. Co., 1 
re I Met ah Co... Minneap Mim r ibber 4 
HAMMERS P HN Co oO ior Co i 
( \ e Co ‘ 
HANGERS, BALL BEARING VACHINE TOOLS The n ¢ | 
7 3 ( M ine Co I. B ~Y So i 
S e Machine €o PACKING, PISTON 
I ( MACHINERY CLUTCHES Coneral Asbestos & Rubber Co. \- 
HANGERS, DOOR P & SHatting Co Linear Packing & Mfg. Co.. Ine 
: } VI ring Corporation I hanical Rubber Co 
F ‘ M o Ine eu cit tubber Coa, ; 
I ‘ ‘ Mire e & ou ("e rhe tepubl Rubber Co } 
HANGERS, PIPE MI t ¢ ) 
. ; so elahagabap get sgl AN PACKING, 
“ y Tea cm eke Boston Woven Hose & 
; ts : : ’ The Cine nati Rubber 
HANGERS, SHAFT , ‘ . Ceneral A\shesto e % 
( MACHINERY, COAL HANDLING Tanicty ; recta 
M veturil Corporatior Linear I! neg & M 
( bst Ifg. Co rhe M inienal Rubt rar 
MACHINE® VY. CONVEYING AND Quaker City Rubber Co 
ELEVATING The Republie Rubber Co t 
R : eM Ailes, Pal blianidlise PACKING, VALVE STEM 1 
Hill ¢ : fachine & I . i Cincinnati Rubber Mfg. Co. { 
i \I (‘o General Asbesto & Pubber Co 
MACHINES, GRENDING AND POTASIING Linear Packing Mtg. Co., Inc 
HEADS, EXHAUS ° . Mnonine rhe Mect Se eis 
‘ ounely M ne ¢ Quaker © 4 
HEATERS, FEED WATER v M ‘ I ‘he Republic Rubber Co r 
; “i le ge nal Co PADLOCKS 
bs I Yale & Towne Mfg. Co 
HEATERS, GLUE, STEAM AND GAS WAC ecg te HACK SAW PAINTS, INDUSTRIAL 
I Tosepl TDixeor Crucible Co 
WACHINERY. ICE AND REFRIGERATION Rice Kanilou Gen baie 
1 \ t Mac ne Co 
HOISTS, CHAIN = > TOTE 
I I ( MACHINES. PIPE CUTTING AND Mitten Dawe Pa es 
D i I ‘ THREADING sia y 
, ( ( oO M Co PANS, VACUUM 
R . ‘ Tole p Phreading Machine Co \ithur Harris & Co 
N M MACHINES, PUNCHING AND SHEARING PAPER, EMERY, FLINT AND GARNET | 
It f Foundry & Machine Co H. H. Barton & Son Co 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 














Schultz Friction Clutches | wii vischin Co. Cincina, tor opcrocion trom lane 


, Cincinnati, for operation from lamp 


31 Years of Clutch Specialization socket and alternating current, which eliminates all the dis- 
advantages of the Split-phase motor. It is known as the 


HISEY Repulsion-Induc- 
tion Grinder and Buffer. 





It is made in 14, | and 2 
H. P. sizes. Like all other 
HISEY products it is sold 


A PS Nees through authorized distri- 
bed butors. 
— Se THE HISEY-WOLF MACHINE CO. 
A. L. SCHULTZ & SON Electric Drills—Grinders—Buffers 


1675 Elston Avenue Chicago, Ilinois Cincinnati, Ohio 


NEWARK 


Brushes and Scrapers 


Standard for 52 Years 
OUR LINE INCLUDES 
38 different types of wire brushes and flue 
scrapers, all shown in our handy 20-page 
catalog. Ask for a copy. 
Newark Brush & Scraper Co. 
264 and 266 Fabyan PI., Newark, N. J. 











Mine and Mill Supply Houses— 


Increase Your Sales Through Foster 


“Special Resale Prices’’ A 
New Rails .*. Relaying Rails 
New Track Accessories 


Immediate Shipment—Quality Guaranteed 
Send us your inquiry for quotations 





“*1 Ton or 1000’’ 
Main Offices: 









Pittsburgh, Pa. a 
ssau S erchants 
154 Nassau St. Bank Bldg. 





New York City 


Chicago, Il. Established 1876 by John Collicott 





semen ee St ee ae te Rl Ne RR RR ER ROCF 


worn enero are er eenennmpenamdl 


THE ROYERSFORD Fpy. & MAcu. Co. 
ROYERSFORD, PENNSYLVANIA 


The Royersford - Excelsior 


| 
| 20" Upright Power Drill 
Costs less | prig 


No frills, but of proven value. 


per year Belt or Motor Driven. 


Back Geared, Power Feed, or as you 
Drop forged steel : 
insures long life. i want it. 


elie ke A rugged, honestly built tool. 


THE LAWSON MFG. Cco., STA. e. CLEVELAND, OHIO H Write us for prices and literature 


| | The HOLLANDS Line Deal, 


will increase your 











) x vise sales HOISTS - TROLLEYS 
GaF | , CRANES 
> 3a Send for 
Catalog and Sold Through Jobbers Only 


Terms 





HOLLANDS MEG. Co. THE DICKERMAN Hoist Mr«.Co. 


ESTABLISHED 1887 


ERIE, PA. | CLEVELAND, OHIO 
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PASTE, SOLDERING 
Ne) l Co 


Chicage older 


PEGS OR PINS, BELT LACING 





Chicago Raw! It2g. Co 
Cl Be I eS 
Fl Ss Lacing Ce 
PIPE a E ADING TOOLS 
Armst g Bro 1 Co 
¥ ter Mfc. Pi 
Pipe Threading Mac ne 


PIPE, HIGH P apn SSURE 





Watson-Still n ¢ 
PIPE, STEEL 
Nutional Tube Co 
PLANERS, WOODWORKING 

I Crescer Mac ne Co 
. Db. & Cr 

PL IE oe 
I ? I E Pool I 
Goodell-Pratt Compar 


PLUGS, BRASS AND FUSIBLE 
in Injector Co 


\ I ri 
D. T. Williams Valve Co 
W Pov rer 
PLI _— BOBS 
n Swiss F Tool Co 


ha bes t MBING FIXTURES 


‘Por, E s. ‘rt BU LAR STEEL 
{ 


Nation rub 


rors, GLUE 
Ip & 


Arguto Oilless Rearing (x 
Bond Four vy & Ma ne 4 
Chicag Pull & S fting C 
ne ( 
( I 
1 & | T 
e ¢ 
a & M 
Ir 





ISSES, BALING 
-aper Pre 











B s (Co 
I 
Le 3ros 
PRESSES, DRILL AND FOOT 
Royersford Found & Mac r Co 
PRIMING CUPS 
I> oO tor Co 
General s ( 
Z ROT mA bhsipari ELEC rri¢ 
e 
PULLEY COVERING 
‘ ~ — 
PULLEYS, BALL BEARING 
SKF s. J orporated 
( igo 1 illey & S f g ('o 
r. B. Wood Sons ¢ 
PULLEYS, CAST IRON 
Mat ne We 
Bor Four <«& M ri 
Te Mar tur ‘ 
I H Clut Ma k& | 
I Me t < I 
rsfo F lr M 
I l VW i's s ¢ 
PULLEYS, CONVEYOR 
\ can Pu ( ~ 
I ge Manut ge 4 
r Hill Clut 1 
I Me rt ¢ 
T O} \ l I 
, I VN oe ( 
PULLEYS, FLANGE 
\ r Pul v Co par 
) M ge 4 
i H Clu I I 
I M . 4 
Ohio \V I 
I Pull ( 
Sag Mfz ( 
I I ml Se ( 


PULLEYS, = TION CLUTCH 


Bor Four &: ( n ‘ 
Cy} L I - Ss fting Co 
Dodg M ng ¢ 
l I ’ M r 
I H Clu M I 
I Medar ( 
tT Moore & W ‘ 
Re Pull ( 
A. 2 Sel 
SK I I 
I ~ 


PULLEYS, LOOSE 
; c =e 





Chicago Pulle & § fting 
Dod¢ Manu ( 
rt Hill €) M 
I Medart ¢ } 
I Ohio Va Pu \ 
I é Pull ‘ 
r {fz ( 
I Indu I 
r. ¥ We G ( 








January, 1928 














ROLL LE at BE ARING 











bh LLEYS. STEP AND TAPER CONE 





POWER TRANSMISSION APPLIANCES 
Ame? n P vy Cor 











JEWELERS’ SENSITIVE 





, HIGH PRESSURE 
TUBE 








PULLEYS, TRON CENTER 
M ifacturing : an eae 


DAMPER HYDRAULIC 


RESEATERS, BIBB 
Ajax Mfg. Co. 
M. B. Skinner Co. 

— SEATING TOOLS, VALVE 
‘*k & Decker Mfg. Co. 
M. B. pk. Co. 
RIVETS 
Russell, Burdsall & Ward Bolt & Nut Co 
ROPE DRIVES 

Dodge Manufacturing Corporation 
u Hill Clutch, Machine & Foundry Co. 
The Medart Company 
I 








B: Woods Sons Co 
t 
ROPE, WIRE 
Williamsport Wire Rope Co 
Ne TERS, PORTABLE ELECTRIC 
i. Rogers & Company 











RI BBER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. ‘ 
Kikhart Rubber Works , 


Jenkins Bros, 

The Mechanical Rubber Co 

Quaker City Rubber Co 

The Republic Rubber Co. 
SARE’ DEVICES 

The Crescent Machine Co 


Dayton Safety Ladder Co. 





Dodge Manufacturing Corporation 


SALAMANDERS 
Geo. W. Diener Mtg. Co 


General Wheelbarrow Company 


SAND BLAST OUTFITS 





Leiman Bros 
SAWS, BAND 
Armstrong-Blut Mfe. Co. (Metal) 
\r can Saw & Mfg. Co 
W. 0. Bart * Ine 
. dD. B 1 & Sor 
TT? Cy Machin ( 
Ss onds &eSteel Co 
J. D. Wallac Ee << 


SWS. CIRCULAR 

oO . & teel Co 

Pe ID Wallac or 
SAWs. COPING 

Saws! TRY, K (Blades) 





\ rican S | ( 
Ar Mit ‘ 
W 1 Co Inc 
Cr itt ('¢ 1 ! 

Ss i & S ‘ 





Victor Saw Wor In 
SAWS, HAND, ELECTRIC 
toger Co . 


prey 
} 1 





SAWS. SWING, CUT-OFF 
scent Machine Co 





I ‘ 
SCALES 
Fairbanks Compat 
SCOOPS. FLOUR AND GRAIN 
Webster Mfg. Co 
SCRAPERS 
Wi barrow Co 4 
ae svar FLUE H 
NY, ot] & Sn | 
ji RE WD IVE RS, ELECTRIC | 
I e Bi & Dee Mre ‘o { 
Hisey Wi f Machine Co } 
N. A. Strand & Co if 
rhe United Stat leet 1 Tool Co 
SCR on es HAND 
T iw & 
Ge lell-I) ( 
s¢ REW M ve HINE PRODUCTS 
io Cap & Set Screw Co 


SCREW PLATES 


Ww 








Morse Twist Drill & Machine Co 
SCREWS, CAP AND SET 
‘ land Cap Sere Co 
ae Wroug Prod ts Co 3 
rhe Superior Screw & Bolt Mtg. Co 4 
SCREWS, MACHINE, BRASS AND TRON i 
Meonomys Screw Corpor: ‘ 
— rox rae SAFETY SET 
The Bri any 
“ K pan THUMB 
ono \ Se w Corporation 


SEP ARATORS, OTL AND STEAM 
artwout Company 
D T. Williaa Valve Co 


a TING, FLEXIBLE 








I ufacturing Co., Inc 
\. Strat & Co. \ 
SHAFTING, STEEL 
Bond Foundry & Ma we CoO 
I & ; . 
( eugo Shafting Co 





Ddancl are uring Corporation 

The Hill Cluteh Machine & Foundry (Co 
"} Medart Company 

Royersford Foundry & Machin Co 

\. I. Sehultz & Son 


r. B. Woods Sons Co. 
SHAPERS, WOODWORKING 


The Crescent Machine Co 
SHEAVES, MANILA AND WIRE ROPE 
The Hill ¢ ‘Thats h Machine & Foundry Co 
The Medart Company 
T. B. Wood Sons Co. 
SHELVING, STEEL, 


David TLupton's Sons Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 
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Quaker Rubber Belts 


Strong plies and tough, resilient fric- 
tion compound make Quaker Belts 
thoroughly dependable and durable 
on high speed or heavy transmission 
drives. 

They are impervious to heat and 
moisture, and will not slip or stretch. 


Quaker City Rubber Co. 


Manufacturers of 


Daniel’s P. P. P. Rod Packing 





Wissinoming, Philadelphia 


Branches: 


New York - Chicago - Pittsburgh - San Francisco 





aN oe Kavnchrnasi Sit 


arene 











SKINNER Clamps 
‘Stop Leaks 





NEW! 


The Wallace Electric Hand 
Saw made by J. D. Wallace 
& Co., specialists in porta 

ble woodworking ma 

chinery for years. 


It’s SAFE 


standard by 
UNDER- 
WRITERS 
LABORA- 
PORTES 


eT 
J.D. Wallace ie il 
& Co. Vivre 





a SiS RS RR a 


2801 WILCOX ST. 
CHICAGO, ILL. 









PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding— Polishing 
Drilling -Buffing —Rotary 
Filing—-Screw Driving 

Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 
N. A. STRAND & CO. 


Chicago M6 


H1.P. Capacity 





We = dS Jobers 








Guaranteed to contain no rosin 


WIZARD a Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising for our jobbers gets the orders. 
Sales guaranteed Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 












| SWACO Ge 


























| SAFETY HOPPER CAR WRENCH 
A mill supply specialty with good sales possi- 
bilities—and a 
| Real Profit — 
: 33 13°) on Selling Price 
; Every user of coal in carload lots is a prospec- 
i tive purchaser. 
| SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 
j 
| THE CORRECT 
Grinder —_ Buffer 
. This outfit is ideal for grinding te 
: tar coane a we aresig band selina a ae 
' intacksmith api nat ehirove: at ii: 

gee vecialization in’ the duction 

small hig h grade motors mer ake s our 

prices 25 to 50 per cent be so the aver 
d t eat best invest me ent f ish a 
i will he pea Butter "4 Write for Bail tir 
H 

MARATHON ELECTRIC | 
] MFG. CO. | 
| 50 Island St., Wausau, Wis. 
| 66 ‘ ” 
| “The Lindy | 








When writing to 


Advertisers please 


Pes 


Three Speeds 


'; Hp. motor, 110 volts, 60 
cycles, single phase to oper- 
ate from lighting line, com- 
plete $60.00. 
Write for bulletin 400. All 
types of attachments. For 
Polishing, Sanding, Filing, 
Scratch Brush, Grinding, Fin- 
ishing, Vulcanizing Plants, 
Garages, Paint Shops, Ma- 
chine Shops. 


Invented and Built Exclusively by 


Stow Manufacturing Co. 
Binghamton, N. Y. 


, Inc. 
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SHOVELS, HAND 


SLEEVES AND SOCKETS, DRILI 
‘ \ ~ Mae ’ 


Ma 


SOLDER, BAR AND WIKI 


I nless M ‘ 
I t M es pear 
SOLDERING COPPERS, FLUX, PASTE 
AND SALTS 

SPEED TRANSFORMERS 


SPROCKETS 
( . 

= 1 “A 
STAMPS 
r¢ p 
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AND DIES, STEEL 


STANDS, DRILL 
itndiad st ae ; iw o 
STANDS, VISE, PORTABLE 
H. P. Martin & & 
STANDS, EMERY WHEE! 
R M " ‘ 


STEAM SPECIALTIES 
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STEEI 


STOCKS & DIES 





Mi i" 
STUDS, MILLED 
(‘te t I’ ‘ 
STRAINERS 
< 1 
STRAPS, LEATHER 
sWVw AGES, UPSET 
TABI Es, SAW 
rABLES, STEAM 
TAPE, FRICTION 
1 APER PINS 
Vie ) \ ‘ 
TAPPING ATTACHMENTS 
rAPS 
TILING. RUBBER. INTERLOCKING 
rooLs. BORING 
TOOLS, MACHINISTS’ 
r 
Ronr 
y 
TOOLS, MECHANICS’ HAND 
TOOLS, PLUMB AND STEAM- 
FI ; 
l J \ 
. TOOLS, SAW 
TOOLS, VALVE _RESI ATING 
. TORC HES, BLOW 
oom HES, " EI DING \ND ct rrinG 
. TRAC K Ace ESSORTES 
B Foster ¢ 
TRACK — EMS, OVERHEAD 
J ( N Mfe ‘ 
R M 





Reeves Pulleys 


1 Yale & Towne Mtg. Co 
TRACTORS, INDUSTRIAL 
Whe Yale & Towne Mfg. Co 


rRAILERS, 
| Yale « Towne Mtg o 
TRANSMISSION, VARIABLE SPE 
e Moore & White Co 


INDUSTRIAL 


lo 
TRAPS, AIR AND SEDIMENT 
V. Db. Anderson Co 
Nieley & Mueller, Ine. 
The Swartwout Cor 
TRAPS, 
The V. D \nderson 
M. Davis Regulator Co, 


puny 


STEAM 
Co 








KNieley & Mueller Ine 
Nason Manufacturing Co 
I> i lliams \ \ Co 
l Ss ruwe t pany 
TROLLEYS 
l ( shoh Moore Mf¢ Co 
The Diekerman Hoist Mfg. Co 
Ford Chain lock ¢ 
R i s-W Mfg. Ct 
Vright Mfg 
| Yale & Towne Mtg. Co 
TRUCKS, HAND 
Anchor J Fence Co 
Ar in Pulley Company 
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TRUCKS, LIFT 

wr Mtz. Co 
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Ibe Company 

TUBING, STEEL 
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W \ t ( ' 


VALVE LEATHERS 
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VALVE-UNIONS 
M fact ne Co 
VALVES, BALANCED, FLO 
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‘ 


VALVES, GAT 
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ELECTRIC 


WATER, BALATA 
Xtile Belt g Co 


bk, GLOBE AND ANGLE 
MIpar 


RELIEI 


VALVES, PRESSURE REDUCING 
M. Davis Regulator Co 





VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co 
Rubber Works 
s Bros 
Mechanical Rubber Co 
VALVES, QUICK OPENING 
Manufacturing (Co. 
VALVES, RADIATOR 
Lubricator Co. 
The Fairbanks Company 
Jenkins Bros 
Ohio Brass Co 


ny 
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Che Wh Powell Co 

Walworth Conipany 

The PD. TT. Williams Valve Co 
VALVES, THROTTLE 


Lubricator €% 








Jenkin sros 

Walworth Cornpsins 

The Db. TT. Williams Valy Co q 
VISES, BENCH, WITT CLAMP . 

Bonney Fora & Too Works 7 

Goodell-Pratt > Conipany 

Luther Grinder Mrz Co, 


VISES, DRILL PRESS 
Yost Mfg. Co 


VISES, MACHINISTS’ 
, | Worl 





Forge «& rol 
bian Vise & Mfg. Co 

(hour 1-Pratt Conrpanys 
Hollands Mfg. to 
Morgan e Conipany 
Parker es 
Prentiss Vise eo | 
Walwortl Company 
Yost Mfg. Co 


VISES, MILLING MACHINE 
Chuck Co ny 
VISES, PATTERN 

Morgan Vise Comp 

ticl Vileox 
Yost Mfg. Co 

VISES, PIPE 
ro Pool €o, 
Columbian Vise & Mfg. Ce 





MAKERS’ 











Hollands Mtg. ¢ 

M gan Vise ¢ 1 (4 1 n) 
Par Vis 

Pren ew. % 4 ped 

lol Pip I M ‘ 
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Sere Corporation 
WASHERS, LEATHER 
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Ve l Co 
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los 











WATER LEVEL CONTROL ; 
oO! Manufact - Co ra 
WELDING AND CUTTING EQUIPMENT 
Imperial ss Mf. Co 
WHEELBARKOWS 
Mairbanks Company 
( ! Wi Ibarrow ao 
eg Wheelbarrow Ce 
Whe bh ! (Co 
WHEELS, PIPE CUTTER 
n Mis Co 
WINCILES 
\. I. Sehultz & Sor 
WIPING CLOTIIS, MACHINERY 
l : Wipers ¢ Ine 
WIRE ROPE 
yy Wit Rope Ce 
WIRE SOLDER 
‘ mo Sol el to 
WOODWORKERS, VARIETY 
Crescent Machine Co 
WRENCHIL SETS 
trong Bros rool Co 
sonne I ge & T 
Coodell-Pratt Comp 
1. H. Willian & Co 
WRENCHES, ADJUSTABLE 
Ibonr Forge & Too Wor 
( od Pratt ('« } 1 
I or Mfg. ¢ 
\\ yorth Compan 
J. WH. Willian & Co 
WRENCHES, HOPPER CAR 
vance Car Mover Co 
Safety Wrench & Appliance Co. q 
WRENCHES, OPEN END 
\ $ £ os foo (‘o 
bonne ko & Tool Wor 
i wr M ( 
Goodell-Pratt Compat § 





J H. Williar << 


WRENCHES, PIPE 
are Tool Co 











\ t ig Bros ‘ 
Bont Forge & Tool Works 
Lawson Mfg. © 
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Valworth Compan 

I. H. Williams & Co 

WRENCHES, PIPE, CHAIN 

\r Bros Pool Co 

rit s ("6 

J lliams & Co 


WRENCHES, SOCKET 
Mtg. Co 





Swiss File & Tool Co 
\ ‘ Bros. Tool Co 
The Black & Decker Mfg. Co 


Tool 
pany 


Bonney Forge «& Works 


Goodell-Pratt Con 
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| Specialties for Mill Supply Jobbers 
| Who are Seeking Opportunities for Sales and Profit 

















h Vincent Huntington Emery Wheel Dressers 


and Cutters (milled only) have been the standard of com- 
parison for many years. Every Size and Type. 
Vincent ‘“‘AA’’ Hardened High 
Speed Tool Bits 
are made to handle the tough jobs—cost will 
surprise you. 
If you do not have our 
catalog—write us 


THE VINCENT STEEL PROCESS CO. 


Heat Treaters and Tool Manufacturers 











The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 










































































“Chicago Office 2519 Bellevue Avenue New York Office Lancaster, Pa. 
; 25 S. Jefferson St, DETROIT, MICH. 41 Murray St. 
; 
| Barnes Rep Arrow | — 
; ; . 
Ball Bearing 
: ' enna . 
HIGH SPEED STEEL HACK SAW BLADES Drill Chucks 
i: 
i N 1 je with holding collar for 
i ele dr ind pe 
Se: Be ib ( C t 
i t Tr il 1 
r ' ' {lso Manufacturer of the orien ck 
j t is ne. ae ETTCO C 
MANUFACTURED BY ETTCO High Speed Sensitive with Hoiding 
) : 7 ping Attachment —— oi Elec- 
| ; tric Drills. 
| W. 0. BARNES CO., INC. i | 
EASTERN TUBE & TOOL C 
1297 Termina! Ave., DETROIT, MICH. i 0. 
i _594 Johnson Ave. Brooklyn, N.Y. | 
The good natured little Brownie AVIS Valve Specialties have been |} 
who serves as our trade mark is gaining national recog- Da performing satisfactorily for over | 
; nition as the representative of Brownie Clamps and pict fifty years. Thousands of experienced | 
: Titian. su engineers know the value of Davis |} 
/ : re design and insist upon Davis for repeat } 
i His beaming face on counter display stands is helping " orders and plant extensions. i 
' hundreds of supply houses to keep Brownie Products : 
' oan: { You can take full advantage of this 
' j established position by handling the 
| Ask us about ; entire Davis line. Write for the details. 
' our FREE Dis- ' 
play Boards { The G. M. Davis Regulator Co. 
' Hl 1408 Milwaukee Ave. Chicago, Ill. 
: = . = ; 
a DAVES WANN | 
i rownie g., Co., Inc. = [STEAM SAVERS SINCE 1875 | 
; } 
| “miei 1 SPECIALTIES | 
MS9-Gray 
| ie ccccsoe: ee seniseanisieiiindi a 
| MORGAN VISES | ECONOMY THUMB SCREWS 
§ | ‘3 caeeee 
' € _ t a | The new “Economy” Thumb Screw is similar to a 
©) ~~. g d d round head machine screw, threaded up to the head. 
i " CPs are Ss ron an rl l The steel key is forced into the slot of the screw under 
i i? ; pressure and can’t loosen. The result is an all-steel 
' » This Stationary Base Vise (Ex ® screw, with wide binding surface, standard threads 
{ A typical of the line of = and bright tumble finish. Pleases every mechanic 
; organ Machinists’ Vises, a who has had to work with old style cast and malleable i 
; noted for their dependable —s* thumb screws 
; , strength and extreme — —e i 
; y rigidity. All hav ” — : | 
{ able jaw faces end oll parts = No delay in shipment. Complete stocks of all sizes. | 
are interchangeable. We =: Also made in brass and bronze. A good seller. Send i 
also. make woodworking = for Dealer’s Sample Outfit. ' 
vises. Send for folder and =* H 
distributors’ prices, Y SCREW CORP i 
MORGAN VISE CO oe eee | 
MPANY Manufacturers of 1 aco ag: Ae ee and Oval Head Iron 
2 and Brass Machine Screws, Brass Washers an oldering Terminals. 
} 108 North Jefferson St. CH sia A 
& ICAGO, ILL. 5215 Ravenswood Ave., Chicago, III. 
See ar ‘ = 
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Process Patent, Aug. 5, 1913 


Ferry Process Screws 


Furnished in 


Low Carbon— High Carbon 
Nickel Steels 


With complete Metallurgical 
Laboratory and Heat Treating 
Department at Your Service. 


A Recognized 
Standard a 


of high quality and workmanship as 


with 
National P-eputation 


The only line of Screws and Bolts 
Stamped with Emblem of Quality below 


Cap Screws 


A complete line 


By Invitation Member 


r. ° Embl f e 
King, Spring, BUSINESS CHARACTER Connecti ng 
Tie Rod Bolts 


Rod Bolts 
Sacsidl hardened “Tf it’s upset—it must be heat-treated’’ Sesctsh elehel 
and ground parts 


THE FERRY CAP AND SET SCREW CoO. a 
Cleveland, Ohio 


PROCESS SCREWS 








